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A GLOWING OFFER 


R JOBBERS AND DEALERS INTERESTED IN SELLING THEIR TRADE THE BEST’ LUMINOUS RADIUM 
PENDANTS AND LOCATORS OBTAINABLE SHOULD WRITE US AT ONCE. FOR DISCOUNTS AND 
SAMPLES ON LUMAlites. THEY GLOW CONSTANTLY LIKE FIRE FLIES IN DARKNESS. 


RADIUM DIAL COMPANY 


501 Fifth Avenue 


BOSTON 





New York City 
PITTSBURGH 


SAN FRANCISCO 


CHICAGO DALLAS 
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SIGNAL RA) GONGS 


MADE IN VIBRATING, SINGLE MADE IN SKELETON AND EN- 
STROKE, COMBINATION CLOSED TYPES, THE LAT- 
SINGLE STROKE AND TER WITH NON-GUARDED, 
VIBRATING, ELECTRO- HALF-GRID GUARDED 
MECHANICAL AND | AND FULL-GRID 
MAGNETO- | GUARDED GONGS. 
EXTENSION | SIZES, 2 TO 18 


TYPES, | INCHES. SINGLE 
OR DOUBLE 







ELECTRICAL 
MECHANISM IN. 
SULATED FROM 
FRAME, ALL TERMI- 
NALS CARRYING 
CURRENT MOUNT- 
ED WITHIN 
HOUSING. 










WILL 
OPERATE 
a ON ALL AP- 
PROVED SOURCES 
OF ELECTRICAL EN. 
ERGY. WOUND TO 
ANY RESISTANCE 
DESIRED. 


































































| ENTIRE 

MECHANISM 
PROTECTED FROM 
DAMPNESS AND INJURY 
BY SOLID-BACK FRAME AND 
HEAVY CAST IRON HOUSING, 
FITTING FIRMLY ONTO MA- 
RINE RUBBER GASKET. 


PATENTED 
HIGH-POWER 
ARMATURE KEPT 
IN MAGNETIC FIELD 
UNTIL BALL STRIKES GONG, 
GIVING TWICE THE POWER 
OF ANY OTHER BELL MECH. 
ANISM MADE. 
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OUR GUARANTEE 


Covering a period of 


Have you our 
Faraday Signal Gong 


Bulletin ? two years from date 


of sale accompanies 


every piece of ap- 


A postal from you 
paratus we mahu- 


will bring it promptly 
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““U. S.’’ Paracore 
Cousins Su for Better Lighting 


Carried in the Fol- 


lowing Cities THe importance of perfect illumination in the 


Atlanta theatre cannot be overestimated. 


Baltimore 


Buffalo - ° > 
chiens: And perfect illumination is dependent upon per- 


Denver fect wiring. 


Minneapolis 


Stew Cetiene Realizing this fact, the electrical contractors for 
New York 


Oude the Criterion Theatre in Oklahoma City, Okla- 


Pittsburgh homa naturally chose U. S. Paracore. 
Philadelphia 


Sen Francisco U. S. Paracore Wire is usually the selection 
Seattle 


Salt Lake City where a quality job is desired. 
St. Louis 


Syracuse 


United States Rubber Company 


1799 Broadway, New York 
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SOREL CORAULLU GY COUERADAR Abbe bt 
TO OUR READERS SUBSCRIPTION RATES 
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LPHADUCT is the 


Non-Metallic Conduit with the INNER 


LINING of Heavily Glued COTTON DUCK, often, and for 


many years, ¢ 


called the ‘‘WHITE INSIDE,”’ which is lubricated 


with powdered mica and soapstone rendering it the Easiest of all 
Conduits to fish, as a trial will prove. 


All sizes of ALPHADUCT up to and including 1 inch are packed 
in individual Cartons which protect and keep the material in order 
in a neat way so it does not become strewn about when being used. 
Just the quantity desired may be withdrawn through a hole in the 


center of the 
tractive appearance. 


Carton which remains otherwise intact and of at- 


ALPHADUCT COMPANY 


Jersey City, New Jersey 
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| Do Your Employee Dollars Loaf? 


If you think of the dollars of your working 
capital as employees who have got to move fast 
to earn a profit for you, the importance of rapid 
turnover is clear. 


The faster and the oftener “‘cash” becomes 
“goods” and “goods’’ become “‘cash”’ including 
a profit the more money you'll make. 


A quick acting source of supply like the nearby 
Western Electric Distributing House can help 
you do this. 


It can provide everything you need. It carries 
varied stocks. It is nearby. It has or can get 
you quickly everything electrical you need and 
you won't have to deal with a dozen different 
sources. 


Address our nearest House. 


Western Electric 
Company 


OFFICES IN ALL PRINCIPAL CITIES 
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A formed jaw of | 
quarter-hard drawn 
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* | Positive contact with 








blistered or oversize 





spring copper. Con- 
forms to any shape 
of blade 


Square D Multi-Spring Jaw 


blades. Readily re- 
aligned at any spring 
action. 


3 Points of Spring Action Insure Perfect Contact Under All Conditions 


The superiority of the Square D Multi-Spring Jaw, and 
the reason for its use in the new 80000 Series switch, is 
pointed out by P-of. R. Edler in his authoritative book 
“Switches and Switch Gear.”’ 


He says, ‘“‘The form of spring contact which was 
formerly much used was constructed by milling out a 
slot in the contact block. This method had, however, 
the disadvantage that the smallest inaccuracies in 
workmanship resulted in the production of a very poor 
contact. The design consisting of two springs soldered 
in a block of brass or copper is not much better. An 
excellent contact, however, is obtained by the use of a 
jaw which is made of spring sheet copper, gripped and 
held by screws on the contact block.” * * * The 
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An oversize blade in 
a milled jaw The 
slight contact pro- 
duces heat at the 


bottom of the jaw 
where the _ spring 
action is destroyed 

27 the ‘aw ruined. 





SQUARE D COMPANY, DETROIT, U. S. A. 


FACTORIES AT: 
DETROIT, MICH. PERU, IND. 


BRANCH OFFICES 


Boston Buffalo Cricago New York Pittburgh 
St. Louis Toronto Philadelphia Cincinnati Milwaukee 
Montreal Atlanta Cleveland San Francisco 


- SQUARE D 
SAFETY SWITCH 


“excellent contact” jaw referred to is the Square D 
Multi-Spring Jaw, except that strip copper is used 
instead of sheet stock. 


Exclusive Feature of Inspection 


In addition to having an insulated steel crossbar and all current 
carrying parts mounted on individual bases of molded insulating 
material, the 80000 Series has patented cover control with these 
features: The cover cannot be opened when the switch is on; the 
switch cannot be closed when the cover is open; and use of the 
Square D key permits authorized persons to inspect the switch 
during operation—to open the cover when the switch is on and 
operate the switch when the cover is open. 


For literature and complete details of this newest Square D prod- 
uct embodying for the first time all the features ever demanded 
in a safety switch, communicate with our nearest office. 





(25) 


WALKERVILLE, ONT. 














Showing how a blis- 
tered blade in the 
milled jaw gives in- 
sufficient contact. 
This causes over- 
heating and ruins 
both blade and jaw. 
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‘‘Single Convenience 
Outlet.’’ 








‘*Terminal and Jaw are made 
from one piece of metal—no 
loose connections.’’ 


‘‘Duplex Outlet with Plate’’ 


An Appeal to Electragists— 


ELECTRIFY! That is the great national movement now under way. And one of 
the great aims of this movement is to install more convenience outlets. It is your 
opportunity—prescribe and sel! more outlets. 

Both Single and Duplex Convenience Outlets are now manufactured by the 
Square D Company. 


FITS ALL PLUGS 
The single and duplex convenience outlets will accommodate tandem, parallel, 
or polarized blade plugs. 


SIMPLICITY IN DESIGN 
Terminals and jaws are made from one piece of metal, avoiding connecting 
screws and guaranteeing good connection. No sealing wax is used—all live 
parts are enclosed by two pieces of porcelain. 


SERVICE 
Jaws are the Square D multi-spring type, with contact on both sides of inserted 
blades. Current carrying parts are unusually heavy and springy. 


EASY TO INSTALL 
The convenience outlets are easily installed. They are thin and can be easily 
used with the shallow type outlet box. Terminal screws are large grooved and 
easily accessible. Furnished with mounting screws and washers. 


Get into the national movement for more outlets. Square D Jobbers can give 
you prompt service on your requirements. 


SQUARE D COMPANY, DETROIT, U. S. A. 


FACTORIES AT: DETROIT, MICH., PERU, IND., WALKERVILLE, ONT. 


Branch Offices: Boston, Buffalo, Chicago, New York, Pittsburgh, St. Louis, Toronto, Philadel- 
phia, Cincinnati, Milwaukee, Montreal, Atlanta, Cleveland, San Francisco, Winnipeg, Vancouver 
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OSU 
: Porcelain Socket 
= have important advantages over metal shell sockets for bath- = 
= rooms, cellars, kitchens and other places where dampness, = 
= steam, dust or fumes are present. Porcelain does not de- = 
= teriorate under any of the conditions present in these loca- = 
= tions and the finish is indestructible. = 
= ; | have important advantages over all € fia = 
= Gi oe makes. They are constructed on the 2S = 
= Ge “5 i same wiring principle as brass shell | = 
= nett sockets, and, in many of the various = 
= : devices, the interior parts are identi- - = 
= eae cal with those used in brass shell i = | = 
= ra devices. + y x = 
—= ; t D* = 
— a Sao Qweew ie 
= e—«f And the Line i is s Complete = 
= Six Switch = 
= Socket and Twelve Sixteen = 
= Bodies Rosette Caps Bases = 
= On your next order for porcelain sockets, specify WEBER = 
= CONSULT OUR CATALOG 2 
= HENRY D. SEARS 2 
= General Sales Agent = 
= 8O BOYLSTON STREET = 
= Boston Il, MASSACHUSETTS = 
= SALES REPRESENTATIVES IN: ; = 
= New York bai Piiadsiphis outed ——_ nin mi = 
= - a 
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New complete catalog of Arrow 
attachment plugs and accessories 


“Wore properly a service than a line,” someone has said, 
as it presents both the already-done and the never- 
before-done, in attachment plugs and accessories. 


This new, complete catalog of all that is both new and 
old in this complete line, supplements and. supersedes all 
previous catalogs. The pricing and listing has been simpli- 
fied for quick reference and easy buying. There’s a wide 





ae teidtin cuales fox al variety of devices for selection. 

mstallaty ns. lt can be had 

in 3 styles: Composition, top You will need this new catalog—at your hand! If it 
or side wired; Porcelain, top ’ : 6 
ee an aoe we ok hasn't already reached your desk write at once. “Arrow 
row Attachment Plug Cata stands for quality, convenience and service always. 

log for latest developments 


m this constantly growing 
line. THE ARROW ELECTRIC COMPANY 
Hartford, Conn. 
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The pit me of Wiring Devices: 
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Size of Book TABLE OF CONTENTS 

PART I ILLUMINATION FUNDAMENTALS 
Amount of Light— Diffusion of Light—Color Quality of Illumination—Shadow—Uniformity of Illumination— 
Illumination of Vertical Surfaces—Desirable Wall Brightness—Maintenance. 

PART II ILLUMINATION DESIGN DATA 
Definitions—Foot-Candle Illumination—Type of Lighting Unit—Location of Outlets, Mounting Height, and 
Number of Lighting Units—Lamp Size—Computed Illumination Values—Illustrative Problem—Guide to the 
Selection of Reflecting Equipment, Chart—Spacing—Mounting Height, Table—Foot-Candles Illumination, 
Table-—Coefficients of Utilization, Table—Room Index, Tables—Lumen Output of Mazda Lamps, Table 
Computed Illumination Values, Table. 

PART III STORE AND SHOW WINDOW LIGHTING 
General Classes of Store Lighting—Amount of Illumination Required—Lighting Units or Luminaries—Lamps 
Recommended for Use, Table—Entrance Doorway Lights—Night Lights—Wiring and Control—Color Match- 
ing and Color Quality—Showcase Lighting—IIllustrative Problems—Show Window Lighting—Show Window 
Equipment—Show Window I!umination Calculations. 

PART IV INDUSTRIAL LIGHTING 
Requirements—Light on the Work—Daylight Intensities, Table—Illumination of Surrounding Surfaces— 
Color Quality of Light—Glare—Specular Retlection--Shadows—Locations of Outlets—Work Bench Lighting— 
Chart for Effecting Lighting Improvements—115 vs. 230 Volt Lamps. 

PART V LIGHTING OF OFFICE BUILDINGS AND DRAFTING ROOMS 
Introduction—Method of Lighting—Comparison of Lighting Systems—Spacing of Outlets—Wattage Required— 
Drafting Rooms. 

PART VI SCHOOL LIGHTING 
Introduction—IIlumination Values—Diffusion—Classrooms—General Considerations—Blackboards—Comparison 
of Various. Lighting Systems—Corridor—Laboratory—Auxiliary Outlets. 

PART VII RESIDENCE LIGHTIN 


(SECOND EDITION—ENLARGED—REVISED) 


COMPILED BY A STAFF OF EXPERTS 


Endorsed by the Lighting Department of the Joint Committee for 
Business Development in the Movement to ‘“‘ ELECTRIFY” 


The movement for Business Development is being promoted by the followin 
national organizations: National Electric Light Association; Electrical Suppl 


Engineers. 


In the Compilation of “Standard Lighting’’, we give credit to the fol 
lowing authorities: 


S. E. Doane, G. H, Srickney, D. W. Atwater, A. B. Opay, Warp 
Harrison, A. L. Powetr, S. G. Hipsen, H. A. Smitu, R. E. Harrine 
ToN, A. S. Turner, C. A. AtHerton, M. Luckresn, Eart A. ANDERSON, 
J. H. Kurtanper, G. A. Crewett, H. H. Macpsicx and J. R. Corvitte 





Introduction—Systems of Lighting—Kitchen—Butler’s Pantry—Laundry and Work Bench—Den or Sewing 
i heses~heth Room—Porch—Grounds— 


Room—Living Room—Dining Room—Hall or Reception Room—Bed 
Garage—Wiring—Recommended Sizes of Lamps, Chart. 


PART VIII CHURCH LIGHTING 


PART I 


General Requirements—Methods to Avoid—Feasible Schemes for Lighting—Ritualistic Churches—Evangelical 


Churches--Special Lighti g Requirements—Chancel—Choir Loft—Windows—Wiring. 

Xx LIGHTING OF PUBLIC BUILDINGS 
Armories—Gymnasiums—Main Exercising Floor—Swimming Pool—Running Track—Exercising 
Shwe- and Locker Rooms—Art Galleries—Paintings—Statuary—Museums— Libraries—Municipal, 
and State Buildings—Danks. 


PART X LIGHTING OF HOSPITALS AND DENTAL OFFICES 

Wards—Private Rvoms—Corridors—Operating Rooms—Wiring and Signal Systems—Dental Offices 
PART Xl FLOODLIGHTING 

Equipments—Typical Installations. 
PART XII LIGHTING FOR OUTDOOR SPORTS 


Tennis Courts—Clock and Court Golf—Motorcycle ané Bieycle Racing—Outdoor Arenas—Bathing Beaches— 


Trap Shooting Ranges. 


PART XIII LIGHTING FOR INDOOR RECREATIONS 


Pool and Billiard Parlors—Bowling Alleys—Indoor Tennis Courts—Squash Courts—Skating Rinks 


PART XIV MAINTENANCE OF INTERIOR LIGHTING SYSTEM 


PART XV 


Extent o. Tighting Depreciatis:—Value of Light Wasted—Systematic Maintenance 
a Lighting System, Chart. 


MODERN PRACTICE IN STREET LIGHTING 


Principal Business Streets—Thoroughfares—Residence Streets—Outlying Districts and Alleys—Highways— 


Summary of Medern Practice, Table—Necessity of Maintenance. 


PART XVI ELECTRICAL ADVERTISING 


Forms of Electrical Advertising—Exposed Lamp Signs—Enclosed Lamp Signs—Bulletin and Poste: 
Building Outline and Marquee Lighting—Flood Lighted Advertising—Sign Maintenance 


PART XVII CODE OF LIGHTING 
The C 


ne Code of Lighting for Factories, Mills and Other Work Places, prepared and issued by the Illuminating 


Engineering Society. 
272 Pages — 240 Illustrations and Diagrams —55 Tables — Leatherette Cover — Gilt Edges 
Sent Post Paid to Any Address on receipt of $3.00 


“THE NATIONAL AUTHORITY ON ELECTRIC LIGHTING” 


STANDARD LIGHTING 


WITH INCANDESCENT ELECTRIC LAMPS 


& 
y 


Jobbers’ Association; National Association of Electrical Contractor-Dealers; 
National Council of Lighting Fixture Dealers; The Illuminating Glassware 
Guild; Uluminating Engineering Society; The American Institute of Electrical 


Rooms— 


Suggestions tor Restoring 


B 


ASSOCIATION OF ELECTRAGISTS—International, 15 West 37th St., New York 
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Shey Come in Packages 
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One To THe PACKAGE 


These X-Ray Luminaires anc 
Adapters are complete one to tne 
package ready for immediate 
shipment and quick installation. 
Easy to handle, easy to seil. 


Sye Comfort Lighting 
Has made Indirect Lighting, popular be- 
cause of its efficiency and eye comfort. 


Every Eye Comfort Luminaire contains 
an X-Ray Reflector which directs all the 
hight to the ceilin3 where it is diffused 
throughout the entire room, siving a 
pleasant, restful illumination. 


Where to Sell "Em 


No. 5000 








Luminaire No. 4801 


Simple in construction; finish washable 
cream. For offices, schools, factories or 
anywhere where an inexpensive fixture is 
desired. Made in three sizes for 100-150, 
200 or 300-500 watt lamp. 


Curtis Adapter No. 3000 
Can be mounted on any floor or table lamp. 
For completely lighting an entire room 
without the use of ceiling fixtures. Uses 
75, 100, 150 or 200 watt lamp. Especially 
adapted for homes, clubs, shops or hotels. 


New York 





Chicago 


OSngineers in all principal cities 


Luminaire No. 5000 


A brass fixture finished in antique silver- 
tone. For homes, clubs and hotels. Ad- 
justable for use with two 75, 100 or 150 
watt Mazda lamp. Ready fcr immediate 
shipment, and easy to install. 


Candle Adapter No. 2900 


Ordinary candle fixtures, when equipped 
with the Curtis Adapter become useful as 
well as ornamental, and jive the same 
pleasing indirect light as any other X-Ray 
Eye Comfort luminaire. 


Write for Discounts and Recommendations 


National XKay Reflector Co. 


Los Angeles 

















































[* 1915 the Insurance Committee 
of the National 
Electrical Contractors and Deal- 


Association of 


ers investigated and recommended 
to their membership the plan of In- 
surance at Cost as conducted by 
Lynton T. Block & Co., of St. 


Louis. 


Now in 1921, after six years of 
experience in dealing with this well 
known insurance organization, this 
same committee has expressed its 
continued unqualified satisfaction in 
this 


the resolution contained on 


page. 


This resolution is therefore pre- 
sented in this form for the benefit 
and information of the membership 


at la rge. 


NATIONAL ELECTRAGIST 


SIX YEARS OF SATISFACTION 
1915-1921 


‘IX YEARS of satisfactory deal- 
ings with Lynton T. Block & 
Co., Underwriters, of St. Louis, 

has prompted your Insurance Com- 
mittee again to go on record as en- 
dorsing their plan of insurance, 
with the attendant saving in money 
to our members. 

Every Insurance Policy placed 
with this concern increases its abil- 
ity to serve you better, both in the 
lowered rates it has influenced and 
the yearly saving it accomplishes. 
If the bulk of our members would 
avail themselves of this tangible ad- 
vantage of membership, the saving 
made possible by the action of your 
Committee would probably total 
Fifty Thousand Dollars Every Year. 
Volume of business will do this. 
Your Insurance Committee has 
done its part; you should do yours 
and not only save money for your- 


Vol. 22. No. 4 
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VERY promise made by this un- | 


has 
been more than faithfully kept, 


derwriting organization 
and the advantages have from time 
to time been increased without any 
solicitation or additional obligation 
on the part of the Assured. 


Insurance with them costs less than 
it did six years ago, the coverage is 
more complete, and the savings are 


The 


individual experience of the indi- 


increased wherever deserved. 


vidual risk is now taken into account 
in determining the savings. 


Inquiry addressed to Lynton T. 
Block & Co., Underwriters, St. Louis, 
Mo., or to the Secretary of your As- 
sociation will bring full particulars 
regarding Insurance at Cost. 


! 





self, but help your fellow members 
to save this enormous aggregate. 


THE RESOLUTION SPEAKS FOR ITSELF— 


RESOLUTION 


Recognizing the insurance problems confronting this organization, and for the purpose of pro- 
curing the best indemnity at the lowest cost, the Executive Committee of this Association, after a care- 
ful and thorough investigation by its Insurance Committee in 1915, endorsed the plan of ‘Insurance 
at Cost,"’ as conducted by Lynton T. Block & Co., Underwriters, of St. Louis, Mo., through their 
several Insurance organizations, and recommended to the members of this Association that they avail 
themselves of the saving in cost and the high character of service afforded. 




















WHEREAS, a large proportion of the members of this Association have for the past six years, 
carried their insurance through Lynton T. Block & Co., and found the saving in money to be substan- 
tial and the service to be highly satisfactory, and 


WHEREAS, the Executive Committee deems these insurance arrangements to be among the im- 
portant benefits which have been provided for members of this Association; 


NOW, THEREFORE, BE IT RESOLVED, That the Executive Committee ratify its former en- 
dorsement of the Insurance and Service afforded by Lynton T. Block & Co. and urge upon those 
members not now taking advantage of it to lend their cooperation in this respect and communicate 
with the St. Louis Office of Lynton T. Block & Co. in matters pertaining to Fire, Casualty and Work- 
men’s Compensation Insurance, with a view to adding momentum to this movement and securing for 
themselves the benefits which are made available for them. 

BE IT FURTHER RESOLVED, That the Insurance Committee of the N. A. E. C. & D. finds 
the affairs of the various Insurance organizations of Lynton T. Block & Co. to be administered hon- 
estly and skillfully; financially sound and worthy of confidence; that each such organization has ample 
assets for the protection of its Policy Holders, being backed in each case by Assets in excess of 


$2,000,000, which serves as a direct guarantee for the payment of losses and the elimination of any 
assessment liability whatsoever. 





The Insurance Organizations herein referred to are:— 


Employers Indemnity Corporation, 
Utilities Indemnity Exchange, 
Utilities Fire Exchange, 


Exchange Mutual Indemnity Insurance Co., 


(Signed) 


St. Louis, Mo. 

St. Louis, Mo. 

Kansas City, Mo. 

Buffalo, N. Y. 

J. A. Fowler, Chairman Insurance Committee, 
National Ass'n Electrical Contractors & Dealers. 
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The Single Center Screw | 
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Interchangeabilit ty tandardization 
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Mechanically Rig ht 
Few parts A sek 


Your Jobber has them-~— ask him to- -day. 


Pass & Seymour Inc.Solvay,N_Y. 
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$6,000,000,000— 
and Sale Resistance 


It is estimated that the building program for 1923 will aggregate 
$6,000,000,000. 


Out of that colossal amount, some $2,000,000,000 will be spent 


on building homes. 


Other great sums of money will be expended on erecting schools, 
churches, hospitals, hotels, public institutions, factories, stores 
and garages. 


The program is a national one. 
The business accruing therefrom will be national also. 


To obtain your share, you must be prepared to go up against con- 
siderable sales resistance in addition to intensive competition. 


That’s where the nght kind of education helps. Education of the 
public to the idea of “Do It Electrically”; education of the indi- 
vidual in the electrical business as to where he should seek for busi- 
ness and fortify himself with knowledge that will help him sell 
his goods—labor, material or service. 


All of the activities of The Society for Electrical Development 
are devoted to those two phases of educational work. As such, 
it merits the support of every man in the electrical industry. The 
cost is not great—the benefits are. 


For particulars and information as to how you may participate in 
those benefits, write to: 


The Society for Electrical Development, Inc. 
Staff Headquarters, 522 Fifth Ave., New York, N. Y. 





“DO IT ELECTRICALLY’ 
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In DURABILT Products, Quality 


is the first Consideration 





To make a brand of ‘‘loom’’ is not enough for us. But to 
make DURADUCT a standard to which others are com- 
pared, to make it of the same high-grade materials in the 





same careful way, day in and day out, is both our aim and 
our achievement. 


And so it is with DURACORD, a portable cord for Heavy 
Duty. DURAFLEX, an armored conductor, and DURA- 
WIRE, rubber covered wire and portable cord for light 


service. 


If, therefore, you are particular about the products you 
handle or use, specify— 








DURADUCT when you want non-metallic conduit, 
DURACORD when you need a tough portable cord, 


DURAFLEX when you want to insure safety with 
armored conductor 


and 





DURAWIRE when you want the best in rubber 


covered wire and portable cord. 


TUBULAR WOVEN FABRIC Co. ; 


PAWTUCKET, R. I. 
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ASSOCIATION OF ELECTRAGISTS 


INTERNATIONAL 
Formerly National Association of Electrical Contractors and Dealers 
Officers 


SECRETARY AND TREASURER, Farquson Johnson, 
526 W. 34th Street, New York City. 15 West 37th Street, New York City 


GENERAL COUNSEL, Franz Neilson SPECIAL REPRESENTATIVE, Laurence W. Davis 
New York City. 15 West 37th Street, New York City 


PRESIDENT, James R. Strong, 





Executive Committeemen 





EASTERN DIVISION GREAT LAKES DIVISION PACIFIC DIVISION 
W. Creighton Peet, L. G. Ross, C. L. Chamblin, 
70 East 45th Street, 1305 Tower Avenue, 687 Mission Street, 
New York City Superior, Wisconsin San Francisco, Calif. 
SOUTHERN DIVISION CENTRAL DIVISION MOUNTAIN DIVISION 
J. A. Fowler, A. Penn Denton, E. C. Headrick, 
10 S. Second Street, 17th and Oak Streets, 89 Broadway, 
Memphis, Tenn. Kansas City, Mo. Denver, Colorado 
EASTERN CANADIAN DIVISION WESTERN CANADIAN DIVISION AT LARGE 
i »& & Gay, . . Gastes, 
85 York Street, 739 Hastings Street W., (To be appointed) 
Toronto, Ont. Vancouver, B. C. 
OPEN SHOP SECTION UNION SHOP SECTION 
Arthur L. Abbott, L. K. Comstock, 
182 E. Sixth Street, 2! East 40th Street, 
St. Paul, Minn. New York City 
Past Presidents of the National Electrical Contractors’ Association 
Charles L. Ejidlitz____ 1901-1903 Gerry M. Sanborn___ 1908-1910 John R. Galloway____ 1914-1916 
Ernest McCleary___-_-~- 1903-1905 *Marshall L. Barnes__1910-1912 Robley S. Stearnes___ 1916-1918 
James R. Strong__-_-_- 1905-1908 Ernest Freeman__-_-_- 1912-1914 W. Creighton Peet___1918-1920 
*Deceased. 
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ARCHITECTS ENGINEERS MEMBERSHIP 
R. A. L. Gray | 
85 York St., Toronto, Can. 
MERCHANDISING’ AND _INDUS- 
CENTRAL STATIONS HOUSEWIRING TRIAL DEVELOPMENT 
PUBLICATION 
CODE JOBBERS 
A. Penn Denton W. Creighton Peet 
17th and Oak Sts., Kansas City, Mo. | 70 E. 45th Street, | New York City | STANDARDIZATION 
= | L. G. Ross 
| 1305 Tower Ave., Superior, Wis. 
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526 W. 34th St., New York City UNIVERSAL DATA AND SALES 
BOOK 
COST DATA LIABILITY INSURANCE J. A. iy nisl 
r " enn. 
A. L. Abbott J. A. Fowler Ae ee 
182 E. 6th Street. St. Paul, Minn. 10 S. Second Street, Memphis, Tenn. 


U. S. CHAMBER OF COMMERCE 


CREDIT AND ACCOUNTING MANUFACTURERS 
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HE thorough satisfaction every user gets from his R & M Fan 

is a good-will asset for the electragist which insures a healthy, 

growing fan business. And the retailers margin on R & M Fans 

is clean profit, free from costly returns and service expenses. 

That is why electragists who try the R & M line one season re- 
new their contracts so consistently vear after year. 


In addition to that reliability which insures customer satisfac- 
tion, the R & M Fan has the advantage of an unusual co-operative 
advertising plan. Dominant advertising in National publica- 
tions and a complete line of high class dealer helps, pave the way 
for large volume sales. 


Advertising portfolio No. 1208 gives complete information on 
these advertising helps. A copy will be sent on request. 


THE ROBBINS & MYERS COMPANY 


SPRINGFIELD, OHIO BRANTFORD, ONTARIO 


& Mvers 


and Fans 
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Bridgeport Works 
Generai Electric Company e 


Where to Get G-E Service rote 


For Business in the United States 
G-E Sales Office G-E Distributing Jobber 


Alabama, Birmingham. .....Matthews Elec, Supply Co. 

Aaa, FOO. «5 0.6006 0008600000esbwiesesceeeqeus eeccccee evcccces 
Ankanent, LAE ROG s ceccsecccccecscccsscecccegeese Cecccccvccceces 
California, Los Angelest. .... Pacific States Electric Co. 

California, Oaklandt........ Pacific States Electric Co. 

California, San Francisco§f...Pacific States Electric Co, 

Colorado, Denvert.........- The Hendrie & Bolthoff Mfg. Sup. Co. 
Connecticut, DUAL... csesenerasieiieminbeaserics etkkin ake cs 
Connecticut, New Haven...ccccccccccccccccccccccccessccccscsccccece 


Connecticut, Waterburyt. ...New England Eng. Co, 
District of Columbia, Wash- 


EMMVON. 0.02 ss cecccccccees National Elec’l Supply Co. 
Florida, Jacksonville. ....... Florida Elec. Supply Co. 
Florida, Tampat........+++- Florida Elec. Supply Co, 
Georgia, Atlanta§t........+- Carter Electric Supply Co. 
Georgia, Savannahf......... Carter Electric Supply Co. 
Illinois, Chicago§t. ....+.++- Central Electric Compan 

Commonwealth Edison 
Indiana, Evansvillet........ Crescent City Electric Co. 
Indiana, Fort Wayne.....ccccccssssscceccscecceccsensccsccscesecese 
Indiana, Indianapolis........ Indianapolis Elec. Supply Co. 
Indiana, South Bendf....... South Bend Electric Co. 
Band, Teste PN. occ ccccctccccececesccesscenscesasccescocecosces 
Iowa, Des Moines... .......Mid-West Electric Co, 
Kentucky, Louisville........ Belknap Hardware & Mfg. Co. Inc 
Louisiana, New Orleans..... Gulf States Electric Co., Inc. 
Maryland, Baltimore........ Southern Electric Co, 
Massachusetts, Bostont..... Pettingell-Andrews Co. 
Massachusetts, Springfield. .......0.cccccccccccccecccccccccccccccccons 
Phanpnchnaett].. Weretstehes ooocc cece secsecseteseteseccocccoccoscceses 
Michigan, Detroit............ E. T. Knowlson Company 

Michigan, Grand Kapids.......... i fy 
Michigan, Jackson. ....cceccessccssscccccccccccseccsccescccscree eres 
Minnesota, Duluth.......... Northwestern Elec. Equipment Co, 
Minnesota, Minneapolict§....Peerlcss Electrical Co, 
Minnesota, St. Paulf........ Northwestern Elec. Equipment Co. 
Missouri, Joplint. ......secesececececeeccccccceceeeseseeeeeccnneenes 
Missouri, Kansas CityT...... The B-R Electric Co, 
Missouri, St. Louis§t........ Wesco Supply Company 
Montana, Buttet.......ee.. Butte Electric Supply Co. 
Nebraska, Omaha......0.00- Mid-West Electric Co, 
New Jersey, Harrison. . ccecesssececeseesssccsesececceses coccece evcece 
New — Newark........ 1ti-City Electric Co., Inc. 
New Jersey, Trentom.. ceccessscssccccccccccccceccsececeseceeeeeeases 
New York, Albanyf......... Havens Electric Co., Inc. 
New York, Buffalo.......... Robertson-Cataract Elec. Co, 
New York, Elmira. COCO HS Sores eseseesesesesesessseeseSSSesse 





Se _n 


List of G-E Factories 
Bea _reen™ 
ridgeport ind. 
Indiana = 
Fr. Wayne Decatur 
Maryland 
Baltimore 
Massachusetts 
East Boston Everett 
Gloucester Hudson 
yea wena 
aunton est L 
Missouri ™ 
St. Louis 
New Jersey 
Ampere Belleville 
Harrison Bloomfield 
Roselle Park Newark 
Little Ferry 
New York 
Schenectad y Maspeth, L. I. 


Cleveland Sandusky 
Pennsylvania 
Erie 


York 
New Kensington Philadelphia 
Scranton 


Rhode Island , 











= i 


G-E Sales Office G-E Distributing Jobber 
New York City§t... eeeeees ie B. Latham & Company 
Royal Eastern Elec’l Sup. Co, 


(Also Borough of Brooklyn, Long 
Island City and Jamaica, L. 1.) 

Sibley-Pitman Elec. Corp, 
I iicccccnasecnnscntuasenccconccasuauin oneehe 
New York, Rochester. . ..... Wheeler-Greene Elec’] Sup, Co. 
New York, Schenectady pphedauasedbguecenntedecenessickuh scene 
New York, Syracuse........ Mohawk Elec’l Sup. Co. 
North Carolina, Charlotte. . .Elec. Supply & — Co. 
Chio, Akron......sesesesees Republic Electric Co.. ohh emia 
neg a mad Te 
Ohio, Cincinnatif........... The F. D. Lowsenes Elec. ‘Co. 
Ohio, Cleveland. ........+. Republic Electric Co. 
Ohio, Columbus. ..........- The Erner & Hopkins Co, 
Ohio, Dayton. ........+.06+ The Wm. Hall Electric Co. 
Ohio, Toledo...........0205 V7. G. Nagel Electric Co. 
IR, poncnrc tine sendudenmesenesebadesaccecescsnsceeses 
Oklahoma, Oklahoma City. Southwest G-E Co. 
Oklahoma, Tulsa........... Southwest G-E Co. 
Oregon, Portlandf.......... Pacific States Electric Co. 
NR scr cncnckaccededaadhbnarachakinesescacciesensaay 


Pennsvivania, Philadelphia§t Philadelphia Electric Company 
Supply Department 
Frank Hh, stewart Electric Co. 
Pennsylyania, Pittsburght. . .Union Electric Company 
Mis 04 on kbwatiesesdbedncnaneoxscsesenescensans 
South Carolina, Columbiat. ..Perry-Mann Elec. Co. Inc. 


Tennessee, Chattanooga..... James Supply Company 

PI, nsec cdcccncntcccceseneescesseseccepeeqesbucsen 
Tennessee, Memphis. ....... Electric Supply Company 

ORRIN PINs o0.0.06. bss vcctewnccnscncdeebesescececcenesescoss 
Tene, Dakast..ocecccscces Southwest G-E Co. 

Texas, El Pasof. .......00.- Southwest G-E Co. 

Texas, Houstonf......+ sees. Southwest G-E Co, 

Texas, San Antonio........ ;. Southwest G-E Co, 

Utah, Salt Lake Cityt....... Capital Electric Company 

Virginia, Richmond......... Southern Electric Company .. 

Washington, Seattlef........ Pacific States Electric Co. 

Washington, Spokane. . .....Pacific States Electric Co. 

Washington, Tacoma... gbeebebbeceses6eeeerseesnsinssesccssseeeeee 
West Virginia, Bluefield. .........20 neal 
West Virginia, Charlestor.. Virginian . Electric Co, ‘ie 

Wee IPOUNOS. 0. ce cdeepee us cuss cocase 


For Hawaiian business: Catton, Neill & Co., Ltd. Honolulu 
For Canadian business: Canadian General Electric Company, Ltd., Toront™, 


Canada SService S02 
ice She? 


tNo G-E Office {Warehouse 


Distr’ butors for tse General Electric Compan PECTRIC. of the United States 


INTERNATIONAL GENERAL ELE 


120 Broadway, New York, N. Y. 


eneral 





C COMPANY, INC. 
Schenestady, N. ¥- 


Electric 


General Office fs Sales Offices in 
schenectady, NY. O In e ATi v all large cities = 
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This Year’s Convention 

The annual convention of the Association of Electragists 
_International, is to be held in Washington, D. C., this 
year. Which of itself should be an assurance of an unusually 
large attendance. Those who never have visited Washing- 
ton should do so: those who have been there once will want 
to go again; and those who know it intimately never lose a 
chance to go there. 

As the convention will not take place until the week of 
October 8. 1923, it is rather early to make any definite 
announcement regarding the program. But it is said that 
the committee is busily engaged in perfecting plans which 
are to be made public in the near future. 

Although the coming event is to be the twenty-third an- 
nual convention of the contractor-dealer branch of the 
electrical industry, it will be the premier performance of 
electragists along those lines. At the Cincinnati convention 
last October the new title was adopted, and authority was 
given to license members to: use the trademarked word. 

The electrical interests of Washington are already pre- 
paring for a large gathering next October and are offering 
every assurance of true hospitality. It is not too early to 
make plans for attending. Every electragist should mark 
his calendar for the second week of next October—On to 
Washington. 


Injuring the Entire Industry 


In a recent statement, Franklin D. Roosevelt, president 
of the American Construction Council, said that the public 
should be brought to a realization of the importance of 
the building industry: and then when this industry’s in- 
legrity and its rendering of public service are assured, 
the public’s confidence in it will be restored. 

Electrical contractors do not all seem to realize that they 
are a part of the great construction industry. Leastwise 
they take little part in helping to restore public confidence. 
Contrariwise, they are destroying confidence. They are 
caring down integrity. They are making a joke of elec- 
trical contracting. They are nothing but common gamblers. 

It is said that there is honor among thieves—and yet 
outside of that nefarious calling nobody will trust a thief. 

® more confidence should be placed in a gambler. 

When an electrical contractor knowingly takes a job for 
thousands of dollars less than the actual cost of the job, 


C ceases to be a legitimate business man. He is a gamb- 
let—and worse. 


It is well known that such so-called contractors aim to 
make up their potential losses on excessive charges for 
extra work. They start as gamblers and end as gougers 
profiteers, to say the least. 

Such knavery will never restore confidence in the public 
mind. Carried to excess it will kill a vital factor in the 
construction industry And all the 
time such practices are going far toward destroying the 
ood work that is being done by others in the electrical 
industry in selling the electrical idea to the public. 


electrical contracting. 


The Difference Explained 


Recently an electrical man was glibly talking about the 
electrical industry to a group of nonelectrical men—glibly 
because he felt sure of his ground, believing every word 
that escaped his lips would be taken as gospel truth by his 
hearers who were supposed to be unacquainted with the 
industry as an industry. 

After expounding the position of the manufacturer, he 
explained the function of the central station. He inter- 
preted nobly the work of the jobber. And finally and 
lastly he got down to discussing the apparently humble 
role of the contractor-dealer—“or electragist as some pre- 
fer to call him,” to use his own words. 

And right there is where he spilled the beans. A con- 
tractor-dealer cannot be called an electragist arbitrarily. 
Let us all remember that. As has been iterated but should 
be iterated and reiterated until people in the remotest parts 
of the world know the difference, an electragist is more than 
an electrical contractor—infinitely more than an elec- 
trician. 

Take the case of the realtor, an electragist in the real 
estate field. It will be seen by the article printed on another 
page of this issue that the application of the words realtor 
and electragist is very similar in the two fields. The realtor 
is a professional, a technical expert. That cannot be said 
of a curbstoner, a basket contractor, an office in the hat 
electrician. 

It should be said of the contractor-dealer that uses only 
high grade and standardized materials; that does quality 
work in every detail of the job; that services in a depend- 
able and trustworthy manner; that upholds and enforces 
the rules of the National Electrical Code: that competes 
fairly; that seeks to promote codperative association work— 
furthermore, one who is a member of the International 
Association, and thus qualifies to become an electragist. 

As the service rendered by a realtor is honest, intelligent 
and responsible, so should be characterized the service 
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rendered by an electragist, coupled with the assurance of 
safetv and satisfaction. 

It is every electragist’s duty to tell the public in un- 
mistakable terms the qualifications necessary before the 
electrical contractor-dealer may become privileged to adopt 
the name electragist. If that is done the time will soon 
come when not even a man of the industry can trick a lay 
audience into believing that the two terms are one and the 
same thing. 


Get Together Meetings 
In helping to promote the spirit of harmony and good 
fellowship, we must get acquainted with the other fellow. 
Find out who he is, what are his faults and virtues, and 
how he gets along. Either we can help him, or he can 


help us—and both parties benefit by the transaction either 


way. 

In naming the objects for which the Association of Elec- 
tragists is formed, the following clause is to be found in 
the amended Constitution: 

To arrange for and promote meetings of 
Electragists in the various sections of the 
country. Such meetings to be arranged 
to cover any given territory that is easy 
of access from the point where the meet- 
ing is held. 


Business meetings these will be, to be sure, as the prob- 
lems of the electragist will be taken up and the business 
of electragy will be discussed. But the main purpose will 
be to get acquainted. 

“Make it thy business to know thyself,” said Cervantes. 
Perhaps the best way to “Know thyself,” is to know others. 
The other man in the same line of work is likely to see us 
pretty clearly. He can point out our shortcomings, show 
us our errors, and see us as we are. 

So let us “arrange for and promote meetings,” in order 
to get acquainted. Let us get the other fellow’s viewpoint. 
Let us learn to know ourselves by knowing others. Let us 
vet together for mutual good. 


Ready to Electrify 


It is reported on good authority that central stations are 
now spending and will continue to spend for the next few 
years a tremendous amount for the development of that 
branch of the electrical industry. It is estimated that for 
every dollar which the power company spends for develop- 
ment, the expenditure of those who make use of this power 
is an average of eight dollars in the purchase of appliances 
and appurtenances for household and commercial use. 

The electrical trade is urged to cater to the consumer, but 
what electragists should fix in mind is consideration of the 
possible consumer. A consumer is one who has been sold 
and while by additional sales talk a consumer may become 
one who brings up the profit average, the main selling 
energy should now be centered on the possible or prospec- 
tive consumer. The industry is at a crucial point where 
the widening of its path is the keynote. 

Electragists as a body are progressive, but the scope of 
progression in their trade development hardly seems to 
have been realized by goodly numbers. The blood is slug- 
gish in those who have failed to see that the growth of 
electragy has practically just taken root and that the enorm- 
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ous field wherein their endeavors may spread jis 
limited. 
To call it a field is in reality a weak expression. Yo 


really 


other industry caters to, harnesses, and dispenses the oreat 
elements—earth, sky and water, expressed in heat, cold 
and moisture. 

Electricity is the most wonderful game that science has 
developed for mankind. It is something to play with, jt 
is something to work with. To those who play the came 
fairly it spells endless prosperity. , 

Therefore the ideas of the Joint Committee for Business 
Development to electrify America is the greatest expression 
of suggested improvements for its physical and economical 
welfare that this country has had offered to it in its his. 
tory. Nothing since the cataclysm which interrupted a 
normal business aim possibly could be so widespread and 
so sure to arouse the entire nation. 


. .* 
An Optimist Plus 

lhe true optimist is one who advocates the doctrine that 
everything is for the best and of the best. He always 
praises and never condemns. If anything in its present 
state of existence is not all right. he endeavors to make it so. 

William J. Shore is an optimist. He is a New York 
electrical contractor who seés only the good in that pro- 
fession. He is successful in business; has ably filled the 
highest office in the largest local organization of electrical 
contractors in the world; and his wise counsel is sought 
in the industry’s organization activities. . 

On other pages he submits evidence to prove that the 
business of electragy is not so bad as it usually is painted— 
which indeed may be considered extremely optimistic by 
those who are accustomed to looking at the picture through 
dark blue glasses. 

Mr. Shore scores many points in favor of his chosen pro- 
fession, and brings us around to the belief that it would 
profit us all to cultivate optimism. In a phrase, this is the 
big thought that results from a reading of his excellent 
paper: Be a Booster! 


The Code Committee 

It is the desire of A. Penn Denton, chairman of the Code 
Committee of the Association of Electragists, that all mem- 
bers of that organization recognize the value of the Na- 
tional Electrical Code to them as individuals. To that 
end the bulletin issued by the Electrical Committee of the 
National Fire Protection Association, which contains the 
proposed changes in the 1923 Code, is being sent to secre- 
taries of local organizations and other officers of state asso- 
ciations, with an urgent request to review the Code revisions 
at their meetings. 

Mr. Denton’s purpose is to enlist the services of mem- 
bers throughout the country to take an active part in his 
committee activities. He believes such action will result 
in an increased interest in this important subject, and tend 
toward a closer contact with other branches of the electrical 
industry. 

It is desirable that every group organization appoint a 
Code committee, the chairman of which will communicate 
with Mr. Denton, who from time to time will issue bulletins 
to such committees, discussing Code affairs. 

It is hoped that all local and state officers will at once 
act upon these suggestions and correspond with A. Penn 
Denton, 17th and Oak Streets, Kansas City, Missouri. 
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The Awakening of Mr. Moss--Il 


By THomas F. CHANTLER 


Storyized From the Play Staged and Produced by the Union 


Gas and Electric Company at the Cincinnati Convention 


“| do hope he gets his eyes opened!” 
Amy Moss murmured to herself as she 
watched her husband and Bob Sterling 
garting off the next morning to the 
train that would carry them to the con- 
vention city. Her fingers still tingled 
from the vigorous grip Sterling had 
given her, and her lips tasted of tobacco 


But 


her thoughts, as she watched them out 


from her husband’s fervent kiss. 


of sight, revolved around that cheerful 
dinner party the night before and of 
how Moss had seemed to profit by his 
When she turned 


back into the store to help Lucifer com- 


contact with Sterling. 


plete his task of redding up, her hopes 
were running high. “Bob will do him 
lots of good,” she assured herself. 

Bob Sterling played well indeed his 
part of the inspiring—and inspired— 
friend. His regard for Moss was alone 
suficient to cause him to use his best 
efforts to “rib him up,” as he pictur- 
esquely phrased But his recollec- 
tion of the tearfully and prayerfully 
whispered hopes that Amy had confided 
to him supplied an incentive that made 
his influence a real factor in the fortunes 
of Charlie Moss. In fact, when Moss 
parted from him in the convention city 
to follow the directions given him for 
reaching the home of his cousin he was 
galvanized to a pitch of action that 
carried him along so rapidly that he 
found himself exchanging greetings 
with Ed Brown while his friend’s part- 
ing words were yet ringing in his ears. 

But Ed Brown’s wife soon turned his 
thoughts into other and more familiar 
channels. “Why, Charlie!” she ex- 


claimed, having followed her husband - 


tothe door. “We're so glad to see you! 
And Amy and the children—how are 
they? Why didn’t she come with you?” 
she demanded, pausing for breath. 
“Well, to tell the truth, Edith,” he 
answered, “I had no intention of com- 
ing myself until a friend came and 
rooted me out. Amy,” he continued, 
somewhat confusedly, “she’s staying 
home to mind the store; some one had 
, you know. By the way,” he added, 
lteling in his pocket for a photograph 
Which he handed to her with a feeling 
of relief at having got past her fiat 


question so easily, ° ‘ there’s her picture. 


Taken last summer; it speaks for it- 
self,” he concluded, speaking in a de- 


fensive tone, as though in reply to an 
accusation of some sort. 

He fought against the realization 
that their verdict, if unfavorable, would 
convey to his understanding their un- 
conscious criticism of his care of her. 
Bob Sterling had found that same cleft 
in his armor and the wound was still 
raw. So it was with a great sense of 
selfrighteousness that he heard them 
declare that “Amy looked fine and not 
one day older than when they had last 
seen her.” 

He placed the picture back in his 
pocket with a feeling of thankfulness— 
an emotion he was conscious of without 
comprehending its real significance. 
More than ever he longed to make 
good, although secretly perplexed re- 
garding ways and means. But such 
things as ways and means are but trif- 
ling obstacles to him whom Destiny 
undertakes to lead. 

Mrs. Brown had excused herself to go 
to prepare Moss’ room for him. The 
two men were smoking contentedly and 
gossiping between puffs. The door bell 
sounded in that discreetly insistent man- 
ner that betokens a practiced finger on 
the button. “More visitors, Ed?” in- 
quired Moss, as though fearing that he 
might be in the way. 

“No indeed, Charlie,” 
host. “I think that’s 
the lighting company. 
a while ago. 


assured his 
the fellow from 

He telephoned 
Wants me to wire this 
You stay put,” he added re- 
assuringly. “It won’t take me long to 
get rid of that bird,” he declared, pro- 
ceeding to the door to fulfill that prom- 
ise. 

Left thus alone, Moss employed his 
time by studying his wife’s picture. 
He might have learned much about him- 
self, could he have had a detached view 
of himself just then. What was there 
about that innocent bit of pasteboard 
to cause him to scowl so fiercely? And 
why did he grip it so securely, as though 
expecting some unseen force to steal 
it awav? “T’ll make good, dammit! 
See if I don’t,” he challenged to the 
picture. “Just wait. You'll be proud 
of me yet; everything’s coming out all 
right,” he whispered earnestly, making 


house. 


haste to conceal the picture as Brown 
reentered the room followed by a heavy 
set fellow radiating an atmosphere of 
smiling aggressiveness—the man from 


the lighting company, quite evidently. 


“This is my cousin, Mr. Moss,” grunt- 
ed Ed Brown, without managing to dis- 
play much cordiality. “What'd you 


Say your name was?” 


“Right, Tommy Right,” supplied the 
salesman, shaking Moss’ hand heartily. 


“Happy to meet you. I’m in the elec- 


trical business Come to offer Mr. 
Brown the comforts of electricity in this 
house. How do you do, too, Mrs. 


Brown,” he said to her as she entered. 

Somewhat to her husband’s astonish- 
ment, Mrs. Brown smilingly 
edged the salutation. 

“Is Mr. Right a friend of yours?” de- 
manded Brown, too surprised to care 
about being tactful. 

“Oh, Mr. Right stopped here the other 
day when he saw Mrs. Jones about wir- 
ing her house. But I told him he'd 
have to see you, Ed,” she assured him. 
But her manner of saying it rather gave 
one the impression that despite her hav- 
ing left the matter for him to decide. 
she would be quite capable of wagering 
on the outcome. 


acknowl- 


Moss hunched forward in his chair 
expectantly, his mind keen to grasp any 
tricks of the craft that he could employ 
in his own work. 

“Huh!” grunted Brown, sensing just 
enough of his wife’s diplomacy to make 
him antagonistic. “You knew we didn’t 
want to wire this house. What’s your 
proposition?” he inquired of Right. 
His manner seemed to say, “The quicker 
you offer me something, the sooner | 
can say no, and get this business over 
with.” 

But to Moss’ secret astonishment, the 
salesman gave no evidence of fighting 
a losing battle. He placed a chair for 
Mrs. Brown; looked about as though to 
see that the two men were comfortable: 
and then got under way with his selling 
as expertly as your skilled driver 
changes gears and shoots his car ahead 
without 


a jar. 
“I’m glad you asked me that, Mr. 
Brown,” he said, seeming also to in- 


clude the others by his friendly glance 
around as he said it. “That question 
convinces me that I’m dealing with a 
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man who handles business matters in a 
businesslike way——you plan to hear my 
proposition first, and make up your 
mind about it later. That’s good enough 
for me. and I’m sure you will say the 
same about my proposition that it’s 
sood enough for you.” 

The adroitness of that beginning was 
an eye opener to Moss. The salesman 
that was in him was quick to note how 
had into a 


position where he must hear the story 


Brown been manoeuvered 
out before deciding, in order to avoid 
laving himself open to the charge of 
rendering a verdict in advance of having 
heard the evidence. 

He noted then how the item of cost 
sideration too soon and perhaps block- 
was prevented from coming up for con- 
ine the sale, by Right’s assurance that 
they could have the house wired and 


enjoy electric service for a month be- 
fore having to make any payment, and 
that if it did not do all that he promised 
for it that the 


taken out. and no charge made. He 


installation would be 
thought of some of his own bungling 
selling efforts and was ashamed. 
Despite his original attitude of an- 
tagonism, Brown was visibly thawing. 
Even Moss found himself hearing as 
though for the first time about the won- 
ders and comforts of electrical service; 
Right 


made a particularly telling point, root- 


he nodded approvingly when 
ing inwardly for him to win. He wanted 
to take an active part in the selling and 
was conscious of a sympathetic feeling 
for his coworker. 

“I’m paying enough for gas as it is, 
without getting ‘lectric bills too,” re- 
monstrated Brown, imbedding himself 
the more firmly on the hook by his very 
struggles to squirm free. 

“But, Mr. Brown,” smiled Right, “for 
what else could you spend the same 
small amount of money and get as much 
solid comfort in your home as elec- 
tricity provides? You take a pride in 
Besides, I’m 


sure that you want to make things as 


vour home, I can see that. 


comfortable as you can for Mrs. Brown, 
don’t you?” 

“Yes, I suppose I do,” somewhat re- 
luctantly agreed Brown, not knowing 
how else to get out of the corner into 
which Right’s question had put him. 
“Anyway, my cousin,” indicating Moss, 
“is here tonight and I haven't got time 
to argue about it,” he concluded with 
an air-of wishing to terminate the in- 
terview. ; 

“Don’t mind me, Ed,” ejaculated 


Moss. Poor as he was, he would almost 
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have been willing to pay for the in- 
stallation himself, rather than to have 
had that sale stopped short of its logical 
conclusion. 

An encouraging but almost imper- 
ceptible nod from Mrs. Brown started 
the salesman off again, without giving 
Brown a chance to say more. A copy 
of the estimate left with Mrs. Brown on 
his first visit was produced, and the 
salesman soon had Brown occupied with 
a discussion of the number of outlets 
per room, and other such practical de- 
tails. Always ready with a convincing 
answer, turning every objection into a 
point in his favor—and into a boom- 
erang for Brown—the salesman skill- 
fully worked his case along to the point 
where he'd be safe in trying to close. 

Moss perhaps had seen equally skill- 
ful selling tactics displayed by some of 
the salesmen who sold to him upon 
occasion. But in those instances he had 
been the subject operated upon, and 
by the very nature of things was in- 
capable of noting how it was done. 
Besides, his mind had not then been 
open to enlightenment. But 
did want to learn and made full use 
of his splendid opportunity, while in- 
wardly castigating himself for having 
So completely 
was he himself in sympathy with the 
salesman’s arguments that he scarcely 
could credit his ears when he heard 
Brown say, “Well, Ill think it over. 
See me later.” 

“What is there to think over, Mr. 
Brown?” countered the salesman, 
watching him closely. “You can of 
course think over it for years if you 
elect to, but you'll never know any more 
about it than you do this minute—or 
can find out now. You must have elec- 
tricity in your home and enjoy its bene- 
fits, if you are to really understand what 
it will do for you. Just write your 
name here, on this blank,” he said ex- 
pectantly, holding his fountain pen out 
towards him invitingly, and turning the 
contract to just the right angle. 

“What do you say, Edith?” demand- 
ed Brown, trying to cover his weakness 
in having taken hold of the pen. 

Moss sat back, sighing inwardly in 
great content. He 


now he 


been so long asleep. 


had witnessed an 
exciting and, to him, inspiring business 
drama that had worked 
stiffening his resolve. 


miracles in 
He wanted now 
only to be alone with his thoughts, to 
enjoy the feeling of confidence that 
welled up within him. 

“Have it done, Ed,” he heard himself 


saying. “You only live once.” 





‘host upstairs. “I 
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Finding only encouragement in his 
wife’s smile, Brown rose to the situa. 
tion gracefully, signing his name with 
a great flourish. “There!” he sighed 
complacently. “That’s done. Say,” hs 
demanded of Right, “when will yoy 
have this job done?” ; 

“Pll let know tomorrow,” an. 
swered Right, pocketing the contract 
and shaking hands all around. “[yj 
have to find out first how much work 
is ahead of your job. But we'll get 
you fixed up very soon, you can de. 
pend upon that, he assured, as he made 
for the door. 

“Ed,” declared Moss oracularly, when 
the door had closed on Right, “that 
man’s a real salesman. He sold me 
too, and I’m going to wire our house 
for Amy as soon as I get home. He's 
some salesman!” 


you 


“Do you mean to sit there, Charlie 
Moss, and tell me that you aren't even 
using ‘lectricity in your own home?” 
demanded Brown. “And you an Elec. 
tragist!” 

“Yes, I know,” confessed Moss shame. 
facedly. “I’ve been asleep, but by Gad! 
I’m awake now. You just wait and see. 
Take it from me, Ed, electric light is 
not the only light I’ve been in need of.” 

“What'd’y’ mean?” demanded Brown. 
preparing to show Moss to his room. 

“I can’t explain now,” evaded Moss. 
“But I’ve been all kinds of a fool, and 
it has taken a lot of things to wake me 
up. But, say,” he demanded, “a while 
ago I heard you mention this and I’ve 
wanted to ask you. What is—an— 
Electragist? You called me that.” 

“Holy smokes!” shouted Brown, gaz- 
ing at him in open mouthed astonish- 
ment. “You don’t know? Aren't you 
a member of your own association? 
Why, man, an electragist is an electrical 
dealer who’s a member of the Inter- 
national Association—who’s a live wire 
like that son of a gun, Right. He’s a 
humdinger, right.” 

“Ed,” said Moss, as he followed his 
like that word,— 
Electragist. I’m going to be a hum 
dinger myself from now on.” 

“Sure you are,” agreed Brown, with- 
out quite knowing what it was all about. 
“Good night and pleasant dreams,” he 
said, indicating to Moss where to find 
matches if he should want them. 

But Charlie Moss’ dreams were not 
pleasant, far from that. For a long 
time he could not get to sleep at all; 
his thoughts were running at breakneck 
speed, and sleep was slow in coming. 
The dreams that came with sleep left 
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him sitting bolt upright in bed, his brow 
moist with cold sweat. “Thank God!” 
he exclaimed, when fully convinced that 
the weight he had been struggling 
against existed only as a dream. 

Amy and the children seemed to be 
perched prec ariously atop of a gigantic 
hourglass. The glass, swaying danger- 
ously, rested upon a slimy substance 
into which it was slowly but remorse- 
lessly disappearing in unison with the 
trickling away of the sand in the glass. 
Great loathsome creatures with dull 
eyes that never blinked struggled to 
scale the sides of the glass, shooting out 
their wickedly forked tongues, and fall- 
ing back into the ooze again with a 
muffled thud. 

He was dallying on the bank of solid 
ground that ringed this inferno weaving 
a chain of daisies to throw to his loved 
ones in order that they might slide to 
safety. He knew that he should hurry 
and tried, struggling fiercely to com- 
plete his task. But the birds were sing- 
ing about him, the sun was soothing in 
its relaxing warmth; his hands would 
not twine the daisies together so that 
they would hold. 

Down, down, down sank the glass 
Now his youngest child had disap- 
peared beneath the slime with one of 
the monsters perched upon her head. 
And then, just as Amy, herself, seemed 
sinking from sight, he would waken 
to find himself shaking like a leaf, only 
to endure some other version of the 
same general theme when sleep gripped 
him again. Always he had his chance 
but tarried too long in taking advantage 
of it. All that he loved and held dear 
would vanish before his eyes. 

“Wait! Wait!”—twice he wakened 
with the realization that he had been 
imploring for more time. When morn- 
ing came he was like a man possessed 
by devils of insensate ambition. He 
wanted only to get to the convention 
and learn of the means by which other 
men were getting on in the world. He 
made good and active use of his op- 
portunities when he did. 

“By gad!” exploded one old timer 
who had been attending conventions for 
years before Charlie Moss had even 
hung out his shingle, “if that chap has 
overlooked a single trick for getting 
good out of this occasion I haven't 
noticed it. He’s attended every meet- 
ing; read everything he could lay his 
hands on: buzzed everybody he could 
about their way of doing things; and 
last night I heard him asking how he 
should go about it to procure a report 
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of all the speeches. He’s a humdinger, 
all right!” 

And Charlie Moss was happy in his 
well doing; the convention had been a 
revelation to him in many ways. Man 
after man he had met that he knew he 
equalled in his knowledge of technical 
things but who nevertheless was suc- 
ceeding beyond anything he had dared 
hope for. Now he knew why. He was 
sure he could do as well! it was all a 
question of hustle and good business 
sense. 

“Let’s get well up front,” he urged 
Bob Sterling, “‘as they hurriedly sought 
seats for a session that promised to be 
especially interesting to him because 
it would deal with matters of selling. 
“I don’t want to miss any of this”— 
in his selfabsorption he spoke louder 
than he realized, and the chairman, who 
was just bringing the meeting to order, 
rapped sharply with his gavel for si- 
lence, violating it himself the while, 
by expressing sotto voce his displeasure 
at the interruption. But Moss was des- 
tined to set the chairman’s plans further 
awry before the session was over. 

“Mr. Moss. Telegram for Mr. Moss. 
Mr. Moss—Telegram for Mr. Moss.” 
A cherublike bell boy on the staff of 
the hotel that housed the convention, 
stretched his diminutive stature to the 
fullest, trying desperately to locate his 
man. He had a mission to perform and 
telegrams were telegrams, more im- 
portant in his scheme of things than 
any mere convention—“Mr. Moss—Mr. 
Moss—Telegram for Mr. Moss.” 

“Crash! Crash!! Crash!!!’’—went 
the chairman’s gavel. He glared at the 
innocent Moss, with a glance calculated 
to obliterate him utterly. 

“That's for you—boy’s got a tele- 
sram for you,” whispered Sterling, 
nudging the hapless Moss out of his 
reverie. He was thinking at the moment 
of all he wanted to do for Amy, and he 
connected the telegram with her intui- 
tively. 

“Mr. Moss. Telegram for— — 

“Here boy, here. Give me that tele- 
gram,” he shouted, springing to his 


feet and almost upsetting those nearest 
to him by his efforts to reach the boy. 
“I’m Mr. Moss—give it to me.” 

The Chairman pounded and splut- 
tered; the speaker stopped speaking 
and glared; those about Moss expressed 
themselves variously each according to 
his temperament. But Moss was ob- 
livious to it all. His hands trembled 
as he ripped open the envelope and 
smoothed out the yellow sheet, studying 
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it slowly and forming the words 
silently with his lips. Only when 
Sterling twitched his coat did he awake 
to the realization that he was still stand- 
ing and that all eyes were upon him. 
He sat down hurriedly. 

What the next speaker said conveyed 
nothing to Moss: he was conscious at 
times of a man’s voice speaking slowly, 
a rythmic tattoo of sounds against his 
ear drums, punctuated by occasional 
pauses and hand clapping. But the 
loud applause that followed when the 
speaker had done acted somehow to 
galvanize him into instant action. He 
sprang up and waved his hand to at- 
tract the speaker's attention. 

“Mr. Chairman. Mr. Chairman—” 
he shouted. And then, when that much- 
harassed individual had recognized him 
by glaring belligerently—*Mr. Chair- 
man, if you will let me, I have some- 
thing on my mind, I’ve got to spill. | 
only want a couple of minutes,” he 
said coaxingly. 

“You've already taken more than that 
much of the time of this meeting,” 
snapped the irate Chairman. “How- 
ever—,” finishing his thought with a 
gesture of resignation, and then rapping 
viciously for attention. “Mr. Moss, 
ladies and gentlemen—Mr. Moss, of 
Averagetown, has the floor.” 

Never before had Charlie Moss ad- 
dressed an audience, but Sterling and 
one or two others had urged him to 
stand on his chair. And there he was, 
the target-for all eyes. But his situa- 
tion was too tragic, his thoughts too im- 
perative to permit such considerations 
to deter him. He must speak—speak or 
burst. He knew it. 

“Mr. Chairman, ladies and gentle- 
men,” he began in a voice that sounded 
strange in his ears. “I'd be ashamed 
to call myself a man if I went away 
from this meeting without saying what’s 
in my heart.” His manner was fraught 
with a deadly sort of enthusiasm that 
commanded - both sympathy and atten- 
tion. “For eight years,” he continued, 
“I’ve been in the electrical business in 
Averagetown—always just about two 
But I want 
to say, here and now, that it’s a good 


jumps ahead of the sheriff. 


little town, as good as any in this coun- 
try. I used to call it a one-horse town, 
but I’ve discovered that it is a regular 
ten ton truck—and I’m only the ex- 
haust.” He knew that the two minutes 
he had asked for had already been ex- 
ceeded, but he didn’t care. 
ple must be told, and the Chairman 
could go hang. 


These peo- 
































































































“Ill tell vou good folk how little Ive 
“Back 


that town there’s a litthe woman as fine 


amounted to. he went on. in 
as they make ‘em: she stuck by me for 
seven years—while I made 


of But 


limit. | guess, and I don't 


seven vears 


excuses. instead money. she’s 
reached het 
hlame her.” looking boldly about him, 
as though forbidding them all to criti- 
cize her. “Anyway, I just got a tele- 
eram from her, and here's what she 
He that 


chairman could not stop him from hav- 


savs.” realized now forty 


ing his sav out: so he waved the tele- 


eram dramatically to attract the atten- 


tion of the audience. 


“Charlie Moss. ~ he read. “That's 
me.—moss all over. back and everv- 
where. *‘Have taken the children home 
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to Mother's. 
can make me proud of you. 


Will stay there until you 
Amy. ” 
His audience was in sympathy with him 
now: he could feel their support in the 
very air. He stood silent for a moment 
enjoving the strange feeling of relief 
that had come to him with the reading 
of that telegram, the heart ease of one 
who has confessed his sins. 

“Amy is my wife, friends. And she’s 
But that’s not all. 
A man owes something to his family, 
his business and his community. That’s 
all lve been doing—owing. Now—” 
he paused as though to add emphasis 
to his promise. 


a great girl too. 


“[’m going to pay up. 
rhis convention has opened my eyes; 
I’m going back to 
make good.” 


Averagetown and 
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“Wait, wait” he shouted, holding up 
his hand to command silence. “There's 
one other thing. My trouble has been 
that I wanted the other fellow to come 
all the way, to do all the cooperating, 
But I see things differently now. Now 
I know that if I go part of the way and 
show the right spirit—why! there'll be 
lots of good fellows come out and meet 
me. So all I ask you to do, friends, js 
to keep an eye on Charlie Moss and wish 
him the best of luck.” 

Waiting not for the applause, which, 
when it came, fairly shook the building, 
he bade a hurried good bye to Sterling 
and dashed from the room. He thought 


only to get back to Averagetown. 
“Work! Thats what he wanted to do 


to work, and work, and work!” 


it is the Best Business After All 






In the Words of Edward Everett Hale, Look 
Out and Not In; Forward and Not Back; 


Up and Not Down; 
and Lend a Hand 







































































Every profession and every business 
has its detractors and has its boosters. 
Members in a profession and men in 
of activity 
always the most active in telling how 


various lines business are 
the profession or business they are in 
is the worst possible one on earth, and 
always envying and pointing out suc- 
of work 
which to their minds are far more profit- 
able than the work they are doing. 
Have “— 
would never let my son go into my line 
the work is too hard and 
remuneration 


cessful men in other lines 


you ever heard men say: 


of business 
the is too small. I 
going to make him go into 


am 


mentioning any profession not related 
to his own, “where he can make a de- 
cent living and enjoy life.” 

It's the same old story that’s been 
told long ago—How charming and at- 
tractive the country looks on the other 
side of the hills!” 

During the past few years it has been 
the practise for every electrical con- 
tractor who could write, who could talk. 
or who could draw 
anything else 


or who could do 
to take shots at the elec- 
trical contracting business. Something 
like playing duck on the rock: where 
in this case the electrical contracting 
business is the duck Wit- 


ness all these headings—they are seen 


or the goat. 


in everv one of our trade papers: 
\'\ hy Isn't the Contractor Making Money? 
What's t Matter With the Contracting 


Insufncient Margins from the Manu 
facturer. 

Unfair Competition from the Jobber. 
Unfair Competition from Curbstoners. 
Unfair Competition from Carpet Bag 


Contractors 

Is the Electric Contracting Business a 
Toke ? 

The Ills of the Electric Contracting Busi 
ness. 

Cut Throat Competition Among the Big- 
gest Electrical Contractors. 

[ warrant you cannot pick up one 
trade paper without finding a discussion 
of some one of the above subjects and 
all of them handled in the same fashion. 

We might joke about it after the style 
of the now popular Coué fad and say, 
“Day by day, in every way, our elec- 
trical contracting business is getting 


better and better.” 


Day by day, in every way, our 
electrical contracting business is 
getting better and better. 


And write this down in a 
light vein, it does seem to me that if 
every electrical would sit 
down seriously and repeat that phrase 
three times a day, his business truly 
would get better. 

Right down deep in my heart I know 
there is nothing the matter with the busi- 
The whole 


thing that is wrong is us, we, ourselves. 


while | 


contractor 


ness. Absolutely nothing. 
We've just got the wrong point of view 
on the entire business. We are very 
much like children in that way and in- 
sist on blaming everything on condi- 
tions and the business—and the weather, 





and Wall Street, and European affairs, 
and right down at the bottom of the 
whole thing, the trouble is us—we—our- 
We are the ones that are to 
blame. Every one of us. We have 
got to stop thinking in terms of gloom, 
depression and hopelessness. We have 
got to turn about and realize that we, 
us, and ourselves only, are to blame 
for the business as it is today. It’s 
very easy to say, “Oh, I’m all right— 
the fellow around the corner is the one 
that’s doing all this price cutting and 
making it hard for us to do business.” 

The conditions in our line of work 
are not one bit worse than they are in 
every other line of work. 

Let us just stop for a moment and 
take stock of our business—some of 
the good things that belong to it. 

It is an interesting line of work, and 
all of us are fascinated with the marvel 
of it. In fact, that was the one reason 
most of us went into it. I'll gamble 
that very few of us ever considered it 
from the money making standpoint. 
Indeed not—we went into it because 
we liked it. It interested us more than 
anvthing else ever did as a business. 

Well now, that’s a pretty good thing 
to say about any kind of business, isn’t 
it? It’s interesting, and not only that 
it is changing so rapidly. You know 
it is only a baby compared’to other 
lines of work, such as banking, law, 
and medicine. Stuff you installed ten 
years ago is out of date; it’s old, and 
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to smell of burnt rubber. 


hegins 
Switchboards installed thirty years ago 
are pulled out and thrown into the 
velar. the junk pile, or a museum. 

[t's a clean line of work. Not much 
like the criminal lawyer's profession 
chose time is spent with human misfits, 


r the doctor who spends most of his’ 


onerey and time on folks who have 
sickness and diseases. 

It's a new profession. Most of the 
men are young, alert. and wide awake, 
up and going. It isn’t hidebound with 
musty traditions, it is not controlled by 
one or two large syndicates or corpora- 
tions. There are very few old men in 
our line of work who have to die before 


we can get a chance to move up and on. 


Different Points of Interest 


Now from the other angles, it pre- 
sents different points of interest. 

There is no other line of business 
that can be entered upon with so little 
capital. You dont need a 
sum of money to go into the electrical 
That’s the reason 


fabulous 


contracting business. 
I'm in it. and no doubt that’s the reason 
why so many of you are in it—and 
that’s the reason why there are so many 
more coming into it every day. Day 
were getting more and more 
And [ll 
venture to say that a great number of 
today 
started in just the same fashion. Under 
the laws of our country, the.great U.S 
\.. there is nothing to stop any young 
fellow from going into the contracting 
business. And the jobber will help him 
along if he exhibits right aims and 
purposes, for who can tell, someday he 
may be a big contractor and he’ll never 
forget the jobber who gave him his 


by dav. 
contractors in our business. 


the successful contractors of 


first goods on credit. 

There is no use of complaining about 
the curbstoner, the basket contractor, or 
the carpet bag contractor, 
will always be with us. Just the same 
as there are new young lawyers, new 


because he 


young doctors, and new engineers will- 
ing to do work for nothing to get started 
in life. It is the same in eve ry line of 
work where there is little or no capital 
required to go into business. It is a con- 
dition that cannot be overcome by com- 
plaining about it. No. we overcome it 
by going around it. 

We have money in the bank. we can 
advertise, we have many old customers, 
wecan handle bigger jobs, and we have 
‘ver’ so many advantages over the curb- 
stoner that it seems sort of foolish to 


fear him. Besides, he takes a lot of 
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cheap business and does a lot of cheap 
work that a decent, 
tractor ought to avoid. 


respectable con- 

He should not 
want to take it because it would affect 
not only his pocketbook but his repu- 
tation. 

Taking it by and large, the applica- 
tion of a little sales effort and a cheerful 
outlook on things would serve far bet- 
ter than to complain of the curbstoner. 
He will either go broke or 
develop into a regular contractor like 


else will 


us fellows, and in a short time will be- 
gin to complain about curbstoners and 
basket contractors himself. It’s the 
same all over in every line of business. 


1s for the Curbstoner 


And while we are on this particular 
subject of the curbstoner, do most of us 
realize what he is and why he goes into 
business for himself? He usually is 
an electrician who has been working 
for one of us contractors on and off for 
a period of years. He is a good man 
and knows his work. There comes a 
time, business is slack- 
He can’t find work with any of the 
other contractors, and he decides then 
“I'll go into business for 


—we lay him off. 


and there: 
myself.” 

You all know how it is; most of us 
have been through the mill ourselves. 
There is no way to overcome it. It 
holds true in every other business and 
is a perfectly natural event. Not only 
that. but it is essential to the growth 
of our business. There’s no use com- 
plaining about it, in any event, so why 
waste time? 

Among the most valuable features of 
our business are the various inspection 
boards that have to pass upon the ma- 
terials we use and the fashion in which 
they are assembled into an electric wir- 
ing job. These inspection bureaus usu- 
ally are local city departments, the 
central stations, and the fire under- 
writers. 

Probably as some of the contractors 
read this they will say, “Bill Shore’s 
gone crazy-’ He has, but not in the 
wav they think he has. It is true that 
take time and effort to secure 
inspections. It is true that such in- 


it does 


spections cost money. It is true that 
rulings at times seem hard and severe. 
I grant all that. But one big and out- 
standing consideration many times more 
than offsets the minor hardships enum- 
erated. 

These organizations set a definite and 
high standard of electrical workmanship 
and materials. I repeat, they set a 


high standard of electrical workmanship 
Perhaps you dont en- 


and materials. 
tirely realize what that means to us. 
Just think what would happen to our 
business if these boards were suddenly 
wiped out of existence. Where No. 14 
SBRC wire is now used, under the stress 
and strain of competition cotton covered 
bell wire would be employed. Just 
imagine how electric installation work 
would degenerate. . 

[ have seen samples of that abroad, 
where in some of the finest hotels small 
would be = run 


cotton covered wire 


around walls and ceilings: where 
twisted lamp cord was standard for all 
kinds of wiring: where switches were 
so poorly constructed that they would 
fall apart if you blew your breath upon 
them. And when I 
the U. A. and and saw the splendid 


fashion in which electrical work was 


came back here to 


done. it was a rare treat indeed. 

These inspection boards are responsi- 
ble for this—not the contractors—and 
we owe them a debt of gratitude for 
their firm stand in insisting on high 
standards. We more than anyone else 
ought to do all we can to help them 
along. Its for the best interests not 
only of our clients but ourselves. 

That is one of the good features of 
our business and we ought all of us to 


appreciate it to the utmost. 
Compared with Manufacturing 


Quite often I have been tempted to 
enter a manufacturing business in the 
hopes of making more money. But I 
would reflect a little while and compare 
the two. What to make?—What to 
sell? No matter what article I thought 
of, there were more factories in exist- 
ence than necessary. It would take a 
lot of capital, and the capital would be 
completely tied up in machinery, raw 
and finished stock. 
it would re- 


material, 

Competition was severe; 
quire considerable additional capital to 
get started, and then after having got 
started, would I make any more money 
I don’t think so. With 


our contracting business, if work is slow 


than I do now? 


and times are hard we can take it easy 
and not lose much. If we had a factory 
it would be cheaper to take work at a 
loss and a substantial loss at that, just 
so the factory wouldn’t be shut down 
and be worthless by the time we were 
ready to start again. 

Then consider the money manufactur- 
ers lose due to price fluctuations in ma- 
terials. Consider the chances manu- 
facturers take that make articles that 
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are dependent on the whims and moods 


of Dame Fashion. They either make 
a fortune or else go broke. 

Our business has nothing like that 
in it. If we run it right we can tell 
from day to day just where we 
stand. We don't make a for- 
tune, but on the other hand we seldom 


FO broke. 


We alwavs have with us the believed 


often 


bugbear of business 


W hen vou 


tractors that get together for a friendly 


competition. 


listen to a group of con- 


eame—this is what you hear. 

Smith I understand A took the Jones 
job for $80,000, my cost on that was $100, 
00, how does he do it? 

Brown: I understand B took the Jenkins 


job for $50,c00, my cost on that was $60, 
00, how does he do it? 

I won't tell you how they do it, but 
[ will say that if you heard plumbers 
talk they would say the same thing. 
If you heard carpenters talk they would 
say the same thing. If you heard box- 
makers talk they would say the same 
thing. 

It’s the same all over in every busi- 
from that stand- 
point alone, our business does not com- 
pare unfavorably with others. 

A few well chosen words of conclu- 


ness. So therefore. 


sion now would probably be welcome. 
We should realize that our business, 
as it is, is but a reflection of our own 
personalities, habits, and customs. The 
business today is what the contractors 
of ten or fifteen years ago have made it. 
If it has faults, and I know it has many. 
it is due only to lack of training and 
discipline in its earlier days. 


It’s just 
like Topsy. 


And 


It’s a neglected child. 
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none of us profess to be pleased to be 


related to it in any way W hatsoever. 
{ Lesson from the Bible 


In the Bible it says: “The sins of 
the fathers shall 
children,” and that is just what has 
The 


business is suffering from the lack of 


be visited upon the 


happened to our business today. 


zood and sound business policies, that 
should govern the conduct of any busi- 
ness. And the adoption of those good 
and high standards is not only possible, 
but is extremely practical if we, us, 
want to apply 
Be electragists in every sense of 


and ourselves really 
them. 
the word! By conducting our business 
according to good business principles 
and behaving ourselves as good business 
men—as electragists—we, us, and our- 
selves can in a comparatively short time, 
a matter of a few years, establish our 
business on a higher plane. 

A well known economist and statis- 
tician once made a survey of every kind 
of business with the view of finding out 
which were the most profitable and re- 
The results of this investi- 
gation were intensely interesting. As 


munerative. 


I recall it he found that in every line 
of work there were a few who had made 
a great deal of money directly or in- 
directly in their line of work, a large 
majority who were making a fair liv- 
ing, and a great many who were just 
keeping afloat. 

This will recall to every contractor 
who reads this article some few of his 
competitors who are well fixed finan- 
cially. It will recall a great many who 
are earning a good comfortable living, 
like most of us are, and a few who are 
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just getting by. It is exactly the same 
in every other line of work. 

I personally know of fou electrical 
contractors in my city who have retired 
from business. They made their mone, 
in the electrical contracting business, 


And the peculiar phase of the matte 


‘is that not one of them was known fo, 


the large volume of business done nor 
for taking large construction contracts, 
Their business ran between fifty and 
one hundred thousand dollars per an- 
num, which as most of us know can be 
done by a moderately small organiza. 
tion. It would be well worthwhile to 
get the stories of each of these men, 
We would most likely learn something 
—or perhaps we might say. “Why we 
knew all of that—only we did not apply 
it. 

Some of the most active and most 
violent detractors of ‘our business have 
been those who started with nothing 
and have been successful in building 
up a very profitable and paving busi- 
ness. 

I feel that it is time to call a halt 
to this policy of complaining, of whin- 
ing, of detracting, of squealing. and of 
apologizing for the business. It’s a 
good business and a profitable one, 
only it must be run in the right fashion 
and must not be abused. 

Let us stand on both feet. throw out 
our chest, hold our head erect. and tell 
all the world what a splendid business 
were in and how proud we are of it. 
And more than that, let’s act up to it. 
Let us repeat to ourselves over and 
over again: “Day by day, in every way, 
our business is getting better and bet- 
ter.” And then watch us go. 


When Not to Extend Credit 


By V. G. FULLMAN 


Sales Manager of Steel City Electric Company Says Applicants 
Must Have Proper Business Knowledge Before They Can Qualify 


The average man believes in the pol- 
icy of a square deal but a great many 
do not live up to their belief, or prac- 
tice what they preach. Failure to do so 
is usually blamed on imaginary diff- 


conditions. 


culties or Numerous ex- 


cuses—not can always be of- 


reasons 
fered for sidestepping individual per- 
sonal responsibility. It is always easier 
to go along with the crowd than to es- 
tablish a policy that is fundamentally 
right and to stick to it. On the other 
suffer the conse- 


take the 


and fail to do our share or 


must all 


when we 


hand we 
quences choose to 


easy way 


share in the work of 
raising standards and influencing others 


more than our 
to codperate in an educational move- 
ment for the common good. 

The electrical industry is compara- 
tively young and this seems to be the 
only excuse for the prevalence of prac- 
have been 
eliminated from some of the older in- 
dustries. 


tices and conditions which 


It is generally recognized that it is 


too easy for socalled electrical con- 


tractors to obtain credit. According to 
a recent survey there are almost twenty 
contractor- 


thousand contractors and 


dealers in the United States. The aver- 
age electrical supply jobber has from 
one thousand to two thousand credit cus- 
tomers of this class on his books. A 
dangerously large proportion of these 
customers are designated by Credit Men 
as moral risks. In addition to this list 
of credit customers each jobber has 4 
considerable number of c. 0. d. cus 
tomers and as a result the Electrical 
Credit Association frequently publishes 
a list of C. O. D. Refusals in order to 
protect members that may receive Or- 
ders from such concerns. 

These moral risk and C. 0. D. cus 
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igmers are usually designated as curb- 
doners, basket contractors, bootleggers, 
hip pocket contractors, etc. 
Wy buy the cheapest grades of material 
id skimp the jobs in every possible 
yay, resulting in poor or 
allations and the casting of discredit 
n the electrical industry. They usually 
wy to see how cheap they can do the 
ak instead making each installa- 
‘jon as complete and dependable as pas- 
ible. They know little or nothing of 
stimating, overhead, working capital, 
yeounting, etc., and do nothing to en- 
ourage the idea of more convenience 
vutlets. They keep their business in 
their hats and that is the closest it ever 


They usual- 


defective in- 


wts to their brains, which seem to be 
thoroughly insulated against all pro- 
aessive ideas or ideals. 

Business Knowledge Necessary 

Very frequently an efficient wireman, 
having no knowledge of business funda- 
mentals, decides to go into business for 
himself and succeeds in getting credit 
from one jobber or more than one. He 
oon finds that an expert knowledge of 
wiring construction is only one of the 
requirements for the successful conduct 
of a business. His success as a wire- 
man is hopelessly handicapped by his 
lak of knowledge of all other essen- 
tials necessary for success. In the ma- 
jority of cases he falls into the slow pay 
dass and fails to make as much money 
as he did when working as a wireman. 
Credit men fail seriously in their duty 
when they neglect to inform such appli- 
cants for credit of all the qualifications 
necessary for the conduct of a success- 
ful enterprise. 

During the recent depression there 
may have been some justification for 
jobbers to extend credit to anybody and 
eerybody, but now that business is 
again on the upgrade there should be a 
ietermined effort on the part of all job- 
bets to weed out undesirable customers 
ad to be more prudent in the extension 
of credit. 

The electragist is the backbone of the 
dectrical industry and he is entitled to 
the support and protection of the manu- 
facturers and jobbers. 

Sales managers and credit managers 
have a real responsibility to the electra- 
fst whether larze or small that is 
operating his business along safe con- 
“rvative lines, and that is trying to 
make dependable installations and to 
‘tablish a real business. Such concerns 
must he given enc ouragement and pro- 
tection from the unfair competition of 
Dice cutting curbstoners and other un- 
desirables. i in the business. 
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Every credit manager worthy of the 
name in the broadest sense should re- 
fuse to o. k. orders unless the customer 
or applicant for credit properly quali- 
fies according to approved standards. 
Credit should be extended only to elec- 
tragists and reputable contractor-dear- 
ers that have an accounting system as 
to a basis for estimating and that allow 
a sufhcient margain of profit on each job 
to enable their bills 
promptly and to set up a reserve fund 


them to pay 


for working capital 
All the electragists should be encour- 
aged to borrow capital from the bank 





V. G. Fullman 


to carry them over on large contracts 
so that their credit standing can be 
maintained, and to avoid the necessity 
of the jobbers performing the role of 
the banker. Electragists should be as- 
sisted in securing necessary loans from 
the bank by the credit men. The recom- 
mendation of the credit man will usual- 
ly make 
which otherwise might be denied. 

This plan enables the electragist to 
save considerable money on cash dis- 


it possible to secure a loan 


counts, thus increasing net profits. The 
jobber is also greatly benefited by se- 
curing a quick turnover on accounts re- 
ceivable which 
profit. 

Cash sales 


means a greater net 
to other than electragists 
should be discouraged, as the net re- 
sults are the same as though credit was 
The electragist is bound to 
from the unfair 
up by this class of 


extended. 
suffer 


competition set 


in either case 


buyers. 





oF) 


not available but it is 
extremely doubtful that the 
ume of business is increased by the in- 
discriminate sale of 
anybody 


Statistics are 


gross vol- 


merchandise to 
and everybody engaged in the 
electrical industr y. And when the c redit 
taken into consideration it 
seems quite certain that the net profits 
are not increased by such a policy. 


losses are 


If greater discrimination -is used in 
extending credit there will be more need 
for real credit men and less need for 
collection men. 

In addition to the codperation of sales 
and credit managers the help of adver- 
tising managers should be enlisted to 
correct or eliminate the unsatisfactory 
conditions which prevail. 
ising men 
logs and 


The adver- 
can help by sending cata- 
advertising matter only to 
electragists as designated by the credit 
departments. This will effect a tremen- 
dous reduction in the cost of advertis- 
ing and will result in a greater financial 
return on the money that is spent for 
advertising by both manufacturers and 
jobbers. 

This leads up to a recommendation 
that | have previously made; namely 
that the names in the monthly bulletin 
or blue book be arranged in alphabeti- 
cal order by states and cities or towns. 
If the names are arranged in this way 
it will be a simple matter to eliminate 
such names from advertising lists be- 
catalogs or 
Requests 


fore mailing expensive 
other literature to the trade. 
for catalogs from concerns or individ- 
uals in the blue book should be ig- 
nored. 
There 
sion in the last few years of the high 
cost of distribution and it is my opinion 
that selling materials in larger quanti- 
ties to a carefully selected list of electra- 
gists that discount or pay their bills 
promptly will materially aid in reducing 
the cost of distribution in the electrical 
industry. Such electragists will natural- 
ly buy in larger quantities with result- 
ing reduction in selling and delivery 


has been considerable discus- 


expenses. 

In Babson’s barometer letter of recent 
date he states: “We have applied all 
that science and human ingenuity have 
contributed to production but we have 
let distribution look out for itself. The 
result is that our manufacturing cost 
has been cut to a fraction of what it was 
fifty years ago, but the percentage cost 
of distribution is much more than it 
was fifty years ago.” There is therefore 
need for study of this subject by credit 
men as well as by other branches of the 
electrical industry. 
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How Electric Leagues Can Help 


A Talk on the Subject by K. A. McIntyre of 
the S. E. D. Before Recent Rhode Island Meeting 


On January 9, at 8 p. m., in the office 
of F. A. Gallagher of the Narragansett 
Electric Company, the Rhode Island 
Electrical League held a meeting for the 
purpose of bringing to the attention of 
the members plans for activities the 
League can undertake for 1923. At 
Kenneth McIntyre of the 
Electrical 
outlined the objects of a League and 


this meeting 


Society for Development, 
pointed to important activities a league 
undertake. He 


talk with a chart drawn upon a black- 


should illustrated his 


board. 

Mr. McIntyre prefaced his remarks 
by stating that there are two distinct 
tvpes of organizations, the group and 
the codperative. By the group is meant 
the organization of a certain group in 
the industry such as the manufacturers, 
the central stations, the jobbers, or the 
electragists. 

The group organization dates back 
to near the beginning of the industry, 
the National Electric Light Association 
being organized soon after the birth of 
the electrical industry. He pointed out 
the great importance of these organiza- 
tions and suggested that the electragists 
could well take an even greater interest 
in their own organization than they are 
at the present time. 

The codperative organization is of an 
entirely different The first of 
this type to be organized was started in 
1906, and reorganized in 1913 and giv- 
en the name of The Society for Electric- 
al Development. In such an organiza- 
tion all the different 
gaged in the work. 


type. 


groups are en- 

In the case of the group organiza- 
tion, self interest is the motive. The 
objects may be bettering the commer- 
cial condition of the group, raising 
standards, and raising the standing of 
the group itself. Such objects are very 
proper to such organizations. 


Developing the Whole Industry 


Every member of the industry should 
support his group organization first. 
No electragist can be a really good 
coéperator till thoroughly sold on his 
national organization. However, no 
sroup organization properly function 
for the whole industry. 

The codperative organization on the 
other hand has for its function to de- 


By J. E. BULLARD 


velop the whole electrical business. It 
has for its job the development of the 
industry as a whole. In such an or- 
ganization the members must look less 
for direct than for indirect benefit. The 
returns that each member gets is his 
share of the increased development of 
the industry as a whole. 

Local leagues are a recent develop- 
ment of the codperative idea that has 
heen carried on by the Society for Elec- 
trical Development, and as a result they 
are modeled to a great degree after this 
society. 

There are wonderful opportunities 
open to such leagues and they deserve 
the hearty support of everyone in the 
However, there is always 
danger that local leagues may fall into 
the error of trying to do the work of 
the group organization. For example 
they may try to educate the electragist. 
This is sure to be resented by the men 
that are trying to be educated, and it is 
right that these men should resent it for 
the league is not in a position to carry 
on such work. 


industry. 


It belongs to the group 
organization. 

The development of the electragist 
rests with himself, the contractor-dealer 
associations, and the jobber. The job- 
ber is interested in a dollars and cents 
way of educating his own customers. 
Some leagues have attempted to pre- 
pare accounting systems and window 
trims for their dealer members but they 
are not able to make a real success of 
it because real league work must em- 
brace all the groups. 

It is not necessary for a league to go 
outside of its real field to find plenty 
to do for we are far short of even our 
present possibilities. A survey made of 
1,500 homes showed a lighting condi- 
tion of only 40 percent of standard. 
There were only two convenience out- 
lets per house where nine were the num- 
ber recommended. In this country 
there are some nine million automobiles 
in use whereas there are only two mil- 
lion electric washers. 

In industrial lighting a survey made 
two years ago indicated a lighting con- 
dition that was only 25 percent of the 
standard that should be used and it is 
estimated that the best use of electric 
motors would eliminate a large part of 
the $185,000,000 which the friction of 


line shafting costs the country every 
vear- There is plenty to do. . 

The reason why this condition exis 
is because the general public lacks jp. 
formation on things electrical. People 
do not know what they ought to have. 


They don’t know what adequate wiring 


is. 
Public Lacks Information 
We must inform the public, Mr. Me. 
Intyre explained, and bring about a 
This can 
be done by the right kind of publicity, 
by teaching the people, for the public 


desire for things electrical. 


will not demand a proper job till peo. 
ple know what they want. 

When a woman looks at a new house 
she makes certain that there is room for 
the piano and that it can be brought 
Then 
The bath 
room must be right or she will not take 
the house. She knows what a bath 
room should be. 


into and taken out of this room. 
she inspects the bath room. 


The electric wiring, 
however, doesn’t count. She may not 
even ask if the house is wired. 


The 


educate the people. 


individual electragist cannot 
He can’t sell the 
right kind of job until the people have 
been educated by the codperative or- 
ganization. The difficulty experienced 
in selling appliances is also due to ig- 
norance on the part of the people. 

The automobile industry has sold 
the public at large the idea of the auto- 
mobile. The electrical industry must 
sell the idea of electricity. 

Mr. McIntyre then suggested as dif- 
ferent ways the people might be reached, 
as through the newspapers, the maga 
the electric 
shows, electric homes, direct mail, in- 
dustrial lighting exhibits, and lectures. 
He also called attention to the necessity 
of team work. Out of the 105,000,000 
people in the United States there are 
only some 350,000 people in the elec- 
trical industry to do this work of edu: 
This means that each person 
Since there 


zines, business papers, 


cation. 
must educate 320 people. 
are so many who do not do their share 
of the work, the actual facts are more 
nearly a ratio of 3,200 to be educated 
by each person taking an active part 
the development of the industry. 

The work. Mr. McIntyre insisted, must 
Far too often it 8 


eo on unceasingly. 
, iscon- 


undertaken for a vear and then d 
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~ ed, The result is that all the good 
ects of that vears work are lost. the 
pea and the time put into it has been 
roel \ wasted because the work is not 


i ried on. 


A League’s First Job 


One of the first jobs of the loeal 
agaue is to sell each person in the in- 
vary, Sell the idea that each man is 
part of the industry and the idea of 
juipment, better wiring and more ap- 
‘ances. To carry out this plan ef- 
atively a survey must first be made 
{nd out exactly where you stand. 
Yo) must know to what extent the peo- 
\. in the industry are already using 
tricity and appliances. 

Vr. McIntyre then took up news- 
er publicity showing how it could 
» used and Ww hat the Society for Elec- 
sical Development would do to help 
ke it more effective. He followed 
iis by mentioning electrical homes and 
i handbooks, booklets, and advertis- 
service the Society is in a position 
» furnish at cost which if used in the 
ve of all the electrical homes this 
ar would result in a saving of from 
85.000 to $50,000. 

He then talked about the very great 
portance of local field work, espe- 
aly among architects, builders and 
me owners. He showed how in Calli- 
mia through this field work, it has 
en possible to raise the standards of 
iring to a point where there is at least 
ue convenience outlet in every room 
athe house and in most houses where 
te feld work has been carried on in 
iecommunity there are more than one 
pet TOOM. 

le spoke of his own experience in 
wking surveys and aiding in local 
id work to show what wonderful re- 
ults could be expected from this work 
ad how much better it could be done 
Saleague than by any group or in- 
vidual organizations. He laid great 
‘ss upon the importance of this work 
und the real necessity of the Rhode 
Sand Electrical League’s undertaking 
i at onee. 


Special Cam paigns 
‘{ndustria) lighting exhibits he 
med should be made a permanent 
“ature of local league work and spoke 
' pecial campaigns which could be 
amie on in a cooperative manner. 
egcmntion he called attention to 
‘ Play materials and the advertis- 
= Society for Electrical De- 

1s in a position to furnish. 
He called attention to the exceptional 


] 
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opportunities for profitable business 
The inventors, the manu- 
facturers, and the central stations have 


All that is 


now offered. 


prepared the opportunity. 


now necessary is to cash in on it. But 
each person owes a debt of time and 
money to develop the industry. We 


must maintain a sense of proportion 
and not expect too much from codpera- 
tive work. All have to stand on their 
own feet. 

In league work leadership is import- 
ant. You must have good leaders and 
then support them. They do the plan- 
ning and the others must see that the 
plan is The 
should not be called upon to do the 
planning. The leaders should plan. 
The membership committee should at- 


carried out. secretary 


tend to getting members and the finance 
committee to collecting the dues from 
the slow payers. It is necessary to leave 
the secretary free to do the job a secre- 
tary should do. 

H. E. the 


League, then explained to those present 


Dawson, secretary of 
that plans were being formulated to 
carry out the ideas suggested by Mr. 
McIntyre. 

In answer to a question regarding 
the relative importance of electric shows 
and Mr. MclIntyre 
brought out very clearly the impossi- 
bility of comparing the two by point- 
ing out that the function of the show 
was to sell appliances while the func- 
tion of the home was to educate the 
public. He also stated that after an 
electrical home had been put on, it was 
necessary to follow it up with field work 
if the best results were to be obtained 
and that nothing else should be at- 
tempted before the good work started 
by the home had been completed or 
the necessary field and educational 
work could be continued while other 
things were being undertaken. 


electrical homes, 


The question was then asked if a real 
educational film would not be of great 
value, a film that would tell the people 
something, that would give them real 
information and one that was made by 
a firm of experience. It was admitted 
that such a film would be of very great 
value. 

Mr. Dawson then outlined some feat- 
ures the league was considering, and 
Mr. Gallagher of the Narragansett Elec- 
tric Lighting Company called attention 
to the great increase in central station 
business that had been realized during 
1922 and that in spite of this increase 
the meter installations were still only 
50 percent of the saturation point. In 
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the appliance business the saturation 


point can never be reached, it was 
agreed. 


Becoming an Electragist 
By Georce RooME SMITH 


The Writer is Indebted to the New York 
Herald for Statistics Quoted 


The thought which naturally comes 
to one’s mind when considering the 
merchandising of electrical appliances 
of supplies is: What are the prospects 
for growth in business? 
trical contractor contemplating 
into the merchandising —be- 
coming a contractor-dealer or electra- 
the careful consid- 
eration of this question will prove both 
helpful and profitable. 

Metropolitan New York, for example, 
is the largest and wealthiest market in 
the country. 


To the elec- 
going 


business 


gist if you please 


It is the quickest buying 
and largest buying market in the world. 
The possibilities of this huge market 
are so immense and far reaching that it 
must be developed separately It can- 
not be included as a part of a cam- 
paign, sectional or national. To get the 
maximum results, it must have a cam- 
paign of its own. 

New York metropolitan territory con- 
sists of the five borough of the city 
proper and the adjacent suburban ter- 
ritory—50-mile radius of the city hall. 
The -suburban territory falls into the 
three state of New York, New Jersey 
and Connecticut. 

The population of metropolitan New 
York is 8,960,000. This means that one 
out of every twelve persons in the 
United States lives in this territory. 
Only one state in the Union has a larger 


population than metropolitan New 
York—and that is the state of New 
York. 


There are some 32,626 manufacturing 
establishments in metropolitan New 
York whose combined product annually 
represent a total of $5,267,343,000. The 
earnings of the 932,950 families in this 
area total $1,044,529,000 annually. 

There is no better evidence of the in- 
creasing possibilities for the sale of 
electrical appliances than the growth in 
the number of residential customers 
served by electric light and power com- 
panies. 

Other things being equal, the commu- 
nity that shows a large increase in the 
number of residential customers served 
with electricity, presents a correspond- 
ingly increasing market for electrical 
appliances. 

Although there has been a remarkable 
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increase in the sales of electrical ap- 
pliances in recent years, the potential 
market That is 


because the industry itself is compara- 


is far from saturated. 


tively young and because the need for 
electrical appliances is so universal. 

The potential future market for elec- 
trical appliances. as indicated by the 
number of families not yet using elec- 
‘vicity, is larger in metropolitan New 
York than in any state in the country, 
with the exception of New York State. 

There are 1,122,150 families not yet 
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using electricity in metropolitan New 
York. This is 54.5 percent of the. total 
population. New York state has 1,- 
631.525 families not yet using electric- 
ity. 
With these vast potentialities in 
thought the prospective electragist nat- 
urally asks what are the manufacturers 
doing to codperate with him in an ef- 
fort to sell in this market. 

Dealers are getting the help of the 
manufacturers, who are producing and 
providing wonderful sales helps, dealer 
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booklets, window displays, 


: Motion pp. 
films, 


slides. folders 


leaflets and other aids to educate th 
. © the 
dealer’s customers and help hin « 


ture lantern 


eoods. 

The prospective ele tragist would 
well to survey the field and select th 
manufacturer whose products he op 


. 
templates handling, then get in contge 
with the merchandising organization > 
this manufacturers and let them Suppes 
and work out with him a plan to pil 
his local condition. 


Winter the Time to Push Lamps 


By W. B. StoppARD 


This Particular Time of Year Naturally Helps Elec- 
tragists to Make Extensive Sales in Lighting Equipment 


Now that the days are short and ar- 
tificial light is needed more and more 
the ideal time has arrived to push the 
sale of electric lamps of all descrip- 
While much can be accom- 
plished by individual effort, team work 
is always more effective and the plan 
adopted by the merchants of Los An- 


tions. 


geles, Cal., could be worked out to good 
advantage in any community. 

Shortly after the holidays, when the 
days were short and rainy, all of the 
lamp men of the city codperated to push 
the sale of lamps. A certain period was 
designated as Lamp Week, and during 
that time every store featured lamps in 
their windows and in their stores, in the 
newspapers, and through direct mail ad- 


‘ FIVE CENTS 
WILL NOW 





The merchants started their 
campaign by a large general ad, no store 
being mentioned, the idea being to sell 
the public on the idea of buying lamps 
NOW, and allowing them to select their 
for this The ad 


vertising. 


own store purpose. 
read: 

DO YOU READ BY CANDLE 
LIGHT? 

Of course you don’t—since 
electricity has been brought to 
you in so many admirable forms. 
Aladdin's Magic Lamp wrought 
no more fairy like effects than 
does one of the poetic lamps and 
lamp shades conceived by a pres- 
ent day artist. 


Introduce into an uncompro- 


COME 





After Displaying Oldtime Methods the Bureau of Power, Los Angeles, Made up This 


Exhibit Showing the New Electric Way 


misingly harsh room a grea 


shade, say mulberry over rose 
lining, and quick as—electric 
light—the harsh room is trans. 


formed into a soothing place oj 
relaxation and happy thoughts. 
Soft light has done it all. 
Celebrate Lamp Week by get- 
ting that lamp you have long 
needed for drawing room or den. 
dining room er boudoir. 


Later in the campaign each store ad: 
vertised individually, and during Lam 
Week lamp ads appeared on every page 
of the daily papers. The newspaper 
themselves gave plenty of free public 
ity, with reading notices on the impor 
tance of good light for the students, and 
the esthetic value of art lamps in th 
home. All the stores likewise blo 
somed out with lamp displays, and 
among the best was the Bureau of 
Power that arranged companion wil- 
dows showing the wonderful strides i 
household labor and convenience sinc 
the advent of electricity. 

The first window showed an average 
home of a quarter century ago. At one 
side was a coal-oil stove, with coflee 
pot, toaster (in which was some half 
burnt toast) and an old fashioned iro. 
There was also a candle and an opé 
gas jet and at the other end a somewhat 
frazzled broom. Standing guard ové! 
all was an old fashioned kerosene lamp 
The second window showed an electr! 
toaster (in which was crisp toast), # 
electric iron, and a_percolator, all # 
tached to a wall plug by three cords 
At the other side was a vacuum cleanet 
while the centre of attraction was! 
beautiful electric lamp with art shace 
“a thine of beauty and joy forever. 
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february: 192: 


, card on the side wall advised : 
-Be uptodate. Wire your home NOW. 
(in the wall was a huge five cent piece 
nd beneath it a card: “Five cents will 
Cool your dining room on the 
» davs during fifteen meals—do an 
verage ironing-—light an average room 
msi ten hours.” Another card near the 
‘a advised “Just attach to your elec- 

light socket.” Cards in the two 
vindows suggested “The Old Way” and 
‘The New Way.” 

Where the codperation of all the mer- 
hants cannot be obtained, a single one 
an put over an effective campaign if 
aficient time and thought is given to 
+ The Union Electric Company, Pitts- 
woh. Pa., during the month of Janu- 
art focused its 
amps for the home and school and did 


attention on reading 


excellent business. Their ad. which 


a 


showed a student bending over his 
woks under the glow of a shade 
amp. said: 


WHEN DAYLIGHT FAILS 
some sort of light must be sup- 
plied. tor its work, work, work in 
college! {nd the eves of the stu- 
lent are too easily ruined to tol- 
erate the ordinary swinging and 
glaring electric bulb. . 

{djustable floor lamps in sim- 
ple old brass finish are ideal for 
desk, study table. 
dresser or chair. The chief fea- 
ture in their favor is their gen- 
uine practicability. There are 
also desk lamps in finishes of old 
ivory, dull gold and bronze. 


use beside 


Prices and descriptions of all of these 
lamps were given, and the reader was 
referred to the special lamp section— 
which was aglow during the entire 
month with scores of floor and stand 
lamps, with shades of art glass, parch- 
ment, of soft silken draperies in any 
hue to match the upholstery of the room. 

The windows reflected the lamp cam- 
paign as they were given over to dis- 
plays of student lamps. The first 
showed a number of mounds covered 
with green velvet, and on each of these 
were desk lamps with chains and green 
shades, In the rear was a large poster 
showing a boy studying under the bright 
rays of one of these lamps, and the pic- 
lure was captioned: “Be kind to your 
eyes.” All of these lamps were illu- 
munated at night. The second window 
‘pecialized in a single type of lamp. On 
a table covered with a gold brocaded 
cloth were half a dozen electric lamps 
with brass bases and shades. Others 
Were piled on the floor, while still more 
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was clamped to the wall or window 


glass. A large card advised: 


THE LAMP OF A THOUSAND 
POSIT:ONS 
You can hang it, stick it, clamp 
it or stand it. 
There's a sojt, mellow light just 
where you want it most. 
Ask to see itt demonstrated. 


A black background and green floor 
covering gave good contrast to the many 
In the 
pyramids 


brightly polished brass lamps. 
background were — several 
formed of boxed lamps, wrapped and 
tied, ready for delivery. 

\ special lamp drive that attracted 
much attention was arranged by the 
Gray Electric Company, 
Ohio. Through the 
newspapers 


Springfield, 
of the 
announced that they 


columns 
they 
would put on sale a handsome electric 
The 


“See this handsome lamp in our show 


chandelier. ad concluded with: 
window.” 
For the benefit 


not have read the 


of those who might 
ad they gave a full 
explanation in the window. The chan- 
delier was hung from the ceiling, and 
chalked on the let- 
ters, with a red arrow pointing to the 
“This 
lamp will be reduced one dollar each 
beneath the 


lamp had printed in big figures “22.50,” 


window in white 


electric lamp, were the words: 


day until sold.” A card 
the price at which the lamp was put on 
sale—of course it was not strictly a sale 
but rather unique idea to attract atten- 
tion. 

The next day there was a line drawn 


through the figures and beneath ap- 


29 


peared the numbers 
time 


21.50." By this 


great interest was aroused, and 


several people had their eye on the 


lamp waiting for it to come lower. By 
the third day there were a score of 
people considering it—and on_ the 


fourth day there appeared in large black 
letters the word “Sold.” One of the 
watchers had become apprehensive and 
snapped it up. As a matter of faci the 
lamp was sold appreciably ‘above cost, 
while the publicity it had brought the 
firm was immeasurable in value. 

On the floor number of 
boudoir lamp with shades of red, yellow, 
blue or green silk. All of these were 
lighted at night, causing the window to 


were a 


present a beautiful and colorful appear- 
ance. A small window at the other side 
of the cntrance was filled with students’ 


lamps of different kinds, and chalked on 


the glass were the words: “Welcome 
student! Get Your Study Lamps 
Here” Inside the store the lamps were 


all brought to the front so that they 
would be seen immediately upon enter- 
ing the store. 

There was a case of boudoir lamps, 
and over it a rack on which were hung 
bulbs ranging from 40 watts up. It was 
thus easy to demonstrate the brilliance 
of any bulb, and also to show the light 
that each would cast when covered by 
shades of different density. A table on 
the opposite side of the aisle held sev- 
eral stand lamps, while floor lamps with 
handsome silken shades were set at each 
end of the table. An art card, set 
among the larger lamps, bore the sug- 
“He Who Lamp, 


Gives Cheer.” 


gestion: Gives a 





Without the Aid of Other Dealers the Union Electric Company of Pittsburgh Emphasized 
Lighting Equipment in the Above Manner 
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Merchandising From the Jobber’s 
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3y W. R. HERSTEIN 


Vol. 22. No. 1 


Viewpoint] 


How to Know the Amount of Profit to Expect From 


Certain 


[NOTE: Mr. Herstein’s discussion of the 
problem was so full and complete that 
it is deemed advisable to print his paper 
in two parts. The second part will be 
run in an early number.—The Editor. ] 
In dealing with the subject of mer- 

chandising from the electrical supply 
jobbers’ point of view I shall assume 
that the matter to be discussed is not 
the broad field of activity pertaining 
to the entire electrical jobbing line but 
that it is to be narrowed to that particu- 
lar class of goods which consists very 
largely of household appliances and 
similar shall 
that the character of merchandising to 
be considered is that which is engaged 
in by the retail dealer, and that we are 
to discuss it from the standpoint of the 
jobber who is interested in marketing 
his lines through such retail outlets. 

It may be well at the outset to give 
some thought as to which of these lines 
lend themselves to jobbing practices 
and which are not of such character as 
to make their handling by the jobber 
possible or profitable. From experience 
gained in the past ten years I presume 
I will be safe in saying that the mere 
fact of a device being operated electric- 
ally does not automatically or necessari- 


devices. | assume also 


ly bring it into the category of things 
to be stocked by the jobber. I think I 
will be equally safe in saying that com- 
modities which lend themselves to 
jobbing in certain sections of the coun- 
try may be totally unsuited for jobbing 
in others. By way of illustration we 
may take the now celebrated case of 
the washing machine, which is still a 
prolific source of business to some job- 
bers in eastern, northern, and western 
cities, but which is practically a total 
The equally 
celebrated case of the farm lighting 
plant has had its phase of big business 
for certain jobbers, followed by almost 
total eclipse—recently—a reviving de- 
mand here and there, but still a bitter 
memory for most of us. 

The vacuum sweeper is another bone 
Whether it is now or 
will ever become a proper object for 
jobbing is still in the minds of many 
an open question. The storage battery 
has been tried and discarded by most 
of us, and the new subject of radio is 
staring us in the face. 


loss to southern jobbers. 


of contention. 


Lines—tTalk Before 


There remain, however, a goodly 
number of lines about which there can 


scarcely be a diversity of opinion. 


Incandescent Lamps a Staple 

First and foremost of these I would 
place the incandescent lamp, or rather 
[ should say the Mazda lamp, because 
the far seeing and square dealing gentle- 
men who have created the Mazda lamp 
and its plan of distribution have made 
it an article of commerce which proba- 
bly has no equal in the satisfaction it 
gives to the jobber, the retailer, and the 
central station, and in the item of real 
value per dollar to the consumer. To 
speak of incandescent lamps and fail to 
discriminate between the Mazda lamp 
and its competitors would stamp me as 
a poor sort of jobber indeed. 

The Mazda lamp, by reason of its 
comparatively large volume of sales, its 
small selling expense, and the liberal 
remuneration to be earned, easily takes 
first place, in my opinion, among mer- 
chandising lines, both for the jobber 
and retailer. When sold it usually stays 
sold. It requires no servicing, and the 
state of perfection to which it has been 
brought by the manufacturers makes 
friends for both the lamp and the dealer. 

Following the incandescent lamp the 
mind almost naturally turns to what is 
known as the heating device line. Al- 
most as naturally the average jobber 
immediately rejects from this line the 
electric range. As a rule the range has 
not met with favor among jobbers ex- 
cept in localities where water power or 
natural gas is available, or where other 
circumstances have rendered possible 
low range rates for current. Even in 
such localities the range is not particu- 
larly satisfactory to 
retailer, because for some apparently 
unknown reason the device must be 
placed in the hands of the consumer 
for absurdly near the price at which 
it is placed in the hands of the jobber 
and retailer. Diligent inquiry fails to 
disclose the reason for this state of 
affairs, and when the earnest investi- 
gator has made the rounds of the manu- 
facturers the only definite impression 
he carries away is the feeling that 
among makers of electric ranges the 
national game of passing the buck has 
reached the acme of perfection. 


either jobber or 


Cleveland Convention 


Heating Device is Jobbers’ Provin 
. rhe great bulk of the heating device 
line, however, is particularly the iol 


bers’ province. Second possibly to the 
incandescent lamp in volume, the ma- 
jority of its items are now so staple 
that their selling expense has been re. 


duced to a low point. The Margin of 
i 


profit, of which I shall speak later. js 
not satisfactory either to jobber or deal. 
er, and if the standard of excellence 
set up by devices manufactured under 
the Marsh patent is to be maintained. 
this must be rectified. Otherwise re. 
tailers and possibly jobbers also will be 
compelled to seek more profitable if 
less meritorious lines. 

Following the two lines just named 
the electric fan in a large part of the 
country ranks next in imporiance. |t 
may surprise some of you when I say 
that in my opinion the electric fan is 
the least profitable, least desirable. and 
most unsatisfactory line a jobber 
handles. I do not even except in my 
own case the washing machine, because 
a jobber may discontinue handling the 
washing machine if he likes but he is 
practically compelled to handle fans. 
The objectionable features to the fan 
may be enumerated as follows: 


_ 1. It is not only a seasonal article but 
its season is largely confined to a brief num- 
ber of days. In my own section this brief 
season sometimes develops in May, some- 
times in June, and sometimes in July. 
has been known to develop in April. Dur- 
ing a period of four months then a maxi- 
mum stock must be held in readiness for 
this uncertain sales opportunity. 

2. Few jobbers can successfully forecast 
the demand by types and sizes. Almost in- 
variably one or more catalog numbers be- 
come exhausted; there are then frantic et- 
forts to quickly replenish the stock with in- 
evitable dissatisfaction to customers, and 
not infrequently the replenishment stock ar- 
rives too late and must be carried over to 
next year. 

3. It not infrequently happens that cool 
weather prevails uniil so late in the summer 
that the public becomes acclimated and de- 
cides to pull through without a fan. The 
stock carried over then becomes a matter 
of real concern, because no efforts however 
aggressive can liquidate this asset unt 
eight or nine months have passed. 

4. Competition in the sale of fans & 
keen. Beginning usually in January solute 
tation of contracts by salesmen runs through 
until the first hot spell arrives, and im ie 
interval by delaving action and playing one 
salesman against the other shrewd buyers 
are usually able to name their own dis- 
counts or at least secure the jobber s best 
price regardless of quantity. It is not 
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uuyer Whose requirements 
e large to obtain maximum 
roduce a volume of only a 
during the season. While 
chic 1S happening to the jobber the retailer 
- aonfronted with the cut price bargain 
*» of the department store which seem- 


will § ¥ 
-oynts and Pp 
Us 4 

few dozen Tans 


sale 


ty glories in opportunities of this kind 
ap ate 4 false impression as to the cheap- 
pet f its own lines by deliberately cheap- 
ess -0 > ‘ . a 


the prices of lines in which it is not 
ning ] 
orimarily intere sted. . a 

\s before stated the big sale of tans 
: lops and passes with a rush. While it 
jeveiOps ¢ 


‘ts the ordinary line of credit extended 


o esomnet is doubled, trebled, or quad- 

led \ retailer buying and paying for 

enpled. d , - 3 “a 

ba ‘hundred dollar’s worth of goods pet 
e | 


month will owe his jobber two thousand 
iollars during the fan month. Nearly ev ery 
: . encounter some customers who are 
aa a my able to get back to a thirty day 
= a reason they fail to pay for 
< during the month succeeding their 
5 sted and a dreary campaign of dun 
re tethers from the credit department not 
aly fails to get the money but loses the 
odwill of a formerly valuable dealer. I 
venture to say that nearly every jobber ex 
seriences one or more ot these hand 
aon from each season’s fan business. 

On the whole therefore I feel safe in 
reiterating the assertion that fans are 
the least profitable and least satisfac- 
tory line the jobber handles. Even at 
hest, considering the perilous nature of 
the business, the remuneration given 
jobbers and dealers is woefully inade- 
quate; and the price at which the job- 
ber is expected to sell fans to syndi- 
cates and holding companies is such 
ss would make his banker suspect the 
iobber’s solvency or sanity, if the bank- 
er ever learned of it—which heaven 
forbid. 

Ranking next in importance to the 
three lines named, washing machines 
might be named by some jobbers, vacu- 
um sweepers by others and possibly 
varying lines by still others. With my 
own company and probably with a ma- 
jority of jobbers radio undoubtedly 
ranks fourth. Here is a comparatively 
new line which in the light of experi- 
ence ought to have got started right but 
didn’t. One or two of the largest manu- 
facturers did adopt a policy in the se- 
lection of distributors which was in the 
right direction and which, considering 
the mushroom growth of their industry 
and the necessity for emergency action. 
showed remarkably good judgment. 

Their emergency judgment concern- 
ing remuneration to the jobbers and re- 
tailers was equally good, but their tardi- 
ness in modifying this remuneration to 
ithe requirements of the case indicates 
‘seeming lack of perception that the 
‘mergency is over. This is giving a 
decided advantage to their smaller com- 
etitors which these latter are eagerly 
sasping; and as in the case of the 
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heating device if the standard of quali- 
ty is to be maintained the compensation 
to the dealer must be such that he can 
profitably handle the product. Paren- 
thetically it may be remarked that the 
value of radio as a merchandising line 
is greatly reduced and may be practic- 
ally lost if the spark set nuisance is not 
curbed. The young amateur should not 
be discouraged but his activities should 
be limited to certain daylight hours. 
It is putting a great deal of power into 
the hands of one boy when he is per- 
mitted to render valueless thousands of 
dollars worth of radio apparatus in- 
stalled in his neighborhood, and by his 
lone and selfish caprice to deprive an 
entire city’s population of the privilege 
of enjoying radio broadcasting for as 
long a time as he sees fit. 


Less Important Devices 


The foregoing I believe constitute the 
outstanding individual lines of mer- 
chandise now being handled by jobbers. 
There are of course numerous less im- 
portant devices such as sewing machine 
motors, electrical toys, electrical auto- 
mobile accessories, flash lights, thera- 
peutical devices, and so on, practically 
without end. There can be no longer 
any question as to whether the jobber 
will continue to function as distributor 
of these commodities. So long as com- 
petition exists among manufacturers we 
will always be found representing one 
or another of them; largely as regards 
the lines I have enumerated, and less 
actively regarding such lines as wash- 
ing machines, vacuum cleaners, farm 
lighting plants, etc.; because a certain 
small demand for even these lines will 
come to us practically unsolicited and 
solely by virtue of our being known as 
jobbers. To what extent the electrical 
jobber shall share the distribution of 
his major merchandising lines with the 
hardware, drug, dry goods, notions, 
and grocery jobbers, and even with the 
manufacturers themselves, is a serious 
and growing problem, and is one with 
which the remainder of this paper will 
largely deal. 

Concerning the choice of outlets 
offered the jobber on his merchandis- 
ing lines, opinions vary. There is a 
very well defined sentiment in the in- 
dustry and particularly among the 
manufacturers that business should be 
accepted wherever offered, and that the 
fitness of the outlet for marketing elec- 
trical devices is of minor consideration. 
I think it is only fair, however, to start 
with the premise that even the simplest 
of these devices is more or less technical 
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in character, and that some acquaintance 
with the rudiments of the science is es- 
sential to successful salesmanship. The 
interest of the industry, particularly the 
manufacturing section, lies in the two 
factors of intelligent salesmanship and 
a due regard for quality. If we can as- 
certain where these requisites may best 
be had, we have solved the problem of 
retail distribution. 

Jobbers’ Association Plays Part 

A brief reference to the work of the 
Electrical Supply Jobbers’ Association 
may here be helpful. Beginning in the 
early days when electrical jobbers and 
manufacturers were both comparatively 
few in number there originated a feel- 
ing that we were trustees for the future 
of the industry and that we were under 
an obligation to deal squarely with a 
more or less ignorant public. Manu- 
facturers took pride in the production 
of meritorious devices and jobbers 
gladly coéperated with them in main- 
taining the quality of their product. 
As time passed and the number of manu- 
facturers and jobbers increased bringing 
into the field devices varying in excel- 
lence the lessons of earlier years to show 
results, and the older jobbers stood by 
the manufacturers whose watchword 
had been Quality First. So it has come 
about that wherever one finds an asso- 
ciation jobber he continues to find an 
advocate of quality in electrical devices. 

As the jobbers in those early days 
acquired a respect for quality they did 
not fail to pass it on to their customers 
who were also few in number and who 
were chiefly contractors and central 
stations. Merchandising lines were 
practically unknown then, save the elec- 
tric fan which compared with other de- 
vices, may almost be termed prehistoric, 

With the advent of the iron, the toast- 
er, and the disc stove, the contractor 
began to put up shelving, and the more 
ambitious bought a show case. though 
as yet the central station was not in- 
terested. The jobber, however. contin- 
ued to talk quality, and when the central 
station finally took notice it learned 
that if quality meant anything to the 
dealer it meant everything to the 
operator because faint glimmers of an 
enormous offpeak load began to show 
through, if only the devices gave satis- 
faction. 

But the immense possibilities of the 
appliance business attracted the atten- 
tion of others besides the central sta- 
tion. Manufacturers of nonelectrical 
lines got into the game; competition 
for representation became keen: the 

















































































inevitable production of devices low in 
price and in quality followed, and there 
is where we find the industry today. 
Association and other reputable jobbers 
rule continue their efforts to en- 
Their 


as a 


courage merit in production. 
influence over their old customers, the 
still 
prevails to some extent over the lure of 


A fac- 


tor in the retail situation, however, par- 


contractors. and central stations, 


cheapness in price and quality. 


alleling the nonelectrical manufacturers 
The 
tailer has also been attracted to the field. 
His first ventures as 


has developed nonelectrical re- 
1 rule were insti- 


eated by the newcomers in the manu- 


farturing end, followed presently by 
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his recognition by the older manufac- 
turers and then by the jobbers. 


Keep Quality Above Price 


We have now reached a point where 
[ feel that a well defined issue presents 
itself to the industry. As I said a while 
back there is a large sentiment that 
business should be accepted wherever 
offered. The plain, clean cut issue is: 
Shall we continue to accept business 
wherever offered, or shall we endeavor 
to confine our own particular lines to 
customers who will coéperate with us 
in the endeavor to keep quality above 
price and to pass the production into 
the hands of the user through the medi- 
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um of keen, intelligent 


salesmanship? 
Let me say that | 


have no quarrel 
with manufacturers who produce a mod. 
erate priced or even what we term a 
cheap device so long as it is not done 
at the sacrifice of merit and safety 
Similarly I hold no brief for mene 
facturers of superior goods at higher 
prices. I sincerely believe there should 
be grades in electrical merchandise just 
as there are in clothing, footwear. jew. 
ry, and nearly everything else, and that 
the purchaser should have the Privilege 
of buying according to his purse, but 
there should be a limit below which no 
self respecting dealer. jobber, or manu- 
facturer would be willine to oo, 


Increasing the Convenience of Appliances 


By W. A. WoLrr 


How to Enhance the Household Use of Electricity 


So 


Even in this enlightened day when 
newspapers and magazines are full of 
discussion and praise for the electrical 
home, it that 
paratively few people have any 


seems safe to say com- 
idea 
how complet ly electricity can be made 
to perform the myriad household tasks 
that confront the average 
each day. With a full 
such possibilities, however, often comes 
the question of whether the bother of 
using electrical devices may not to some 


housewife 
realization of 


extent at least offset their accomplish- 
ments, for in order to get the full bene- 
fit from household use of electricity it 
is often desirable to put current to sev- 
eral or possibly half a dozen uses in a 
single room at the same time. 

The solution of this problem lies in 
more convenience outlets. In other 
words, electricity is in a sense a serv- 
ant and when sufficient outlets are not 
provided, it handicaps this servant just 
as much as it would handicap a human 
servant to tie one of his hands behind 
his back. On the other hand, if the 
household electrical servant is encour- 
aged to do his best, through plenty of 
convenience outlets properly placed, it 
will render more uniform and satisfac- 
tory service in every room in the house, 
and twenty-four hours each day if nec- 
essary. than any human servant could 
do. 

To assure such service, however, one 
must have a clear mental picture of what 
tasks electricity is capable of perform- 
ing in each room. 

Electric lighting, for instance, should 





That More Prospects Wiil 
not be limited to ceiling pendants, but 
wall 
brackets, floor lamps, reading lamps, 
table lamps, and candlestick lamps. The 


provision should be made for 


ereatest comfort in a home is adequate 
When a per- 
son comes into a room where the light 
is abundant and yet not glaring—where 
the multicolored lamp shades present 
total warmth—an_indescrib- 
able restfulness is experienced which 
makes it a 


and proper illumination. 


a certain 


pleasure to prolong the 
visit. 


Kitchen Methods 


In the kitchen it is not enough mere- 
ly to provide receptacles for lights, an 
iron, and possibly a fan. In the 
kitchen of an electric home one finds 
provisions, at least in the way of con- 
venience outlets, for complete electrical 
equipment. Probably the greatest la- 
bor saver in the way of such equip- 
ment is the electric range, in the best 
type of which the heat in the ovens can 
be turned on automatically at any de- 
sired time and turned off in like man- 
ner when the required temperature has 
been reached, thereby permitting the 
housewife to cook steaks, roasts, chops, 
pies, cakes, and the like, while absent 
from the house or when attending to 
duties with the that 
such foods will be done just right. 


other assurance 

Other labor saving and comfort as- 
suring electric equipment for the mod- 
ern kitchen includes the dish 
sweeper, iron, fan, waffle iron, refrig- 


washer, 


erating machine, and by no means least, 


Become Buyers 


a small electric motor. For polishing 
. . . . a 
silverware and utensils and grinding 
knives a small 


worth all it 


will be found 
casts. In addition if the 
man of the house is the least bit me. 
chanically inclined, he can with a sim- 
ple speed reducing device belt such a 
motor to the household meat and food 
grinder and put it to other labor saving 
uses, some of which will be mentioned 
later in this article. 


motor 


All of the numerous electric devices 
mentioned for the kitchen are giving 
satisfactory service every day in thou- 
sands of homes throughout the world 
and if a little intelligent thought is 
given to providing a reasonable num- 
ber of convenience outlets for their use 
and to placing such outlets advanta- 
geously, almost any housewife who 
know will certify that the use of the 
devices mentioned is a pleasure rather 
than a bother. 

In the dining room the use at the 
table of the electric percolator, toaster, 
chafing dish, and grill or toaster stove 
has become habitual in many homes. 
In fact, dining room furniture is now 
being made with concealed wiring for 
the use of such devices. In addition, 
the advantages of provision for use of 
the electric sweeper, fan, and heater in 
the dining room are apparent. All this 
makes an ample number of convenience 
outlets in the dining room and the care 
in selecting their locations as importan! 
as in the kitchen. 

The same is true of the living room, 
where is found need for floor, reading, 
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and table lamps, sweeper, fan, and elec- 
tric heater. 
Consider Bedroom and Bathroom 


In bedroom and boudoir must be 
made provision for lamps, curling iron, 
warming pad, sweeper, fan and electric 
heater. 

Mention of the bathroom brings to 
sind the need of the electric water 
heate: to heat water for shaving, for 
the sick room, and for the many times 
a small quantity of hot water is needed 
in a hurry; also the electric sterilizer; 
the electric heater or reflector to dry 
one’s hair or to radiate a welcome 
warmth on a chilly day; and the fan 
which is so necessary to every room in 
the house in hot weather, but doubly 
«) in the bathroom, because it makes 
an easy matter of drying the hair after 
a shampoo. One convenience outlet for 
these varied uses would scarcely fit in 
with the modern idea of convenience 
and efciency. 

Even the sewing presents a 
number of labor saving uses of elec- 
iricity which make a requisite number 
of convenience outlets desirable. First 
of course is proper provision for the 
sew motor or the electric sewing ma- 
chine, after which comes provision for 
sweeper, lamps, fan, electric heater, and 
a light iron for pressing newly made 
garments. 

The nursery and play room demand 
enough outlets to accommodate the 
milk bottle warmer, warming pad. 
water heater, sweeper, lamps, fan, elec- 
trie heater and electric toys. — 

In the laundry provision must lf 
course he made for the electric washing 
equipment and the electric ironer and 
in the basement or cellar an electric 
heater will often be found desirable. 
Here also a small electric motor such 
a is recommended for use in the 
kitchen, will be found valuable in a 
dozen different ways. 

It can easily be arranged so that its 
power can be applied to turning an 
ice cream freezer and it is excellent for 
stinding tools and buffing metal arti- 
cles. It can also be rigged up to serve 
effectively where accurate drilling of 
holes is necessary. If the man of the 
house is of a mechanical bent, it might 
also be worth while to have a small 
electric glue pot as a part of his work 

ch equipment. In fact unexpected 
uses for electricity in the lower part 
of the house often come up, and it is the 
part of wisdom to have more conve- 
mence outlets there than actually seem 
necessary, 


This thought is really so important 


room 
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that it deserves emphasis in connection 
with the entire home. Even in this ap- 
parent electrical age, the development 
of this wonderful force is still in its 
infancy and it is practically an assured 
fact that each year will bring forth 
many more household uses. And since 
it is evident that more convenience out- 
lets mean more convenience in fact, it 
is much better to have what at present 
may appear too many than not to have 
enough. 


Meaning of Title Realtor 
By CuHaArRLEs E. RousEK 


How and Why It Was Brought Into Being 
Is Explained 


[NOTE: As the word Realtor has an ap- 
plication in the real estate field similiar 
to the word Electragist in connection 
with things electric, it is urged that all 
Electragists read this article and profit 
by the facts of 
Editor. | 


the discussion.—The 


fact that 
“back of every perfected achievement 


is it not an undeniable 


of man is specialization?” Very well, 
the National Association of Real Estate 
Boards would have you become better 
acquainted with the specialist in real 
For the Realtor 


is truly a professional man, he is a 


cstate—The Realtor. 


technical expert. He is invar:ably the 
specialist in real estate in his commu- 
nity. The foremost works today in the 
real estate field—whether in salesman- 
ship auctioneering, long term leasing or 
appraising, are written by Realtors. The 
license commissioners in 
states are almost without exception 
Realtors. The classes in the colleges 
and universities that offer a course in 
real estate and insurance are conducted 
by Realtors. The Realtor leads because 
he is a specialist. 

Perhaps to many the word is new. 
But from its use, esvecially in the press, 
many believe the word to mean merely 
one engaged in the real estate business. 
Often local papers refer to real estate 
men as Realtors, even though these real 
estate men may have no local board and 
do not belong to their state association, 
which are necessary qualifications for a 
Realtor. A Realtor is one engaged in 
the real estate profession, who is a 
member in good standing in his local 
Real Estate Board, which board belongs 
to the National Real Estate Association. 

As for the derivation of the word, 
Realtor, it was coined by N. C. Chad- 


bourn, a member of the Minneapolis 


our various 
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Real Estate Board and was adopted and 
copyrighted by the National Real Es- 
tate Association some seven years ago. 
The true meaning of the word Realtor 
is as large, as big as that organization 
of trained men who have banded them- 
selves together by a code of ethics to 
govern their actions. The older and bet- 
ter men in the business gathered to- 
gether and determined to protect the 
profession—which is possibly the oldest 
in existence, dealing as it does with the 
very “foundation of all wealth”—and to 
elevate it to the highest plane attain- 
able. 

Being in a truly legitimate business 
and devoting their lives to its study and 
practice, these men dedicated to govern 
themselves that none of their number 
might give other than true service. And 
today the Realtor obligates himself to 
protect the interests of his clients: his 
motto is Service, Knowledge and In- 
tegrity. This better government by the 
real estate men, starting as it did from 
among their own numbers, has_pro- 
gressed until now eighteen or 
twenty states require that those dealing 
in real estate be licensed. 

Those who are privileged to use the 
word, Realtor, and it is indeed a privi- 
lege, have had to qualify with their ex- 
perience, and more especially their rep- 
utation, which has been well scrutinized. 
And while one must possess certain 
qualifications to be entitled to use 
the word Realtor he must at all times 
conduct his business in a manner be- 
yond reproach. Unscrupulous dealings 
are not tolerated and deprive one of the 
privileged title. Just as it may appear 
somewhat easy to procure a State Real 
Estate License, but impossible for the 
unscrupulous to retain it, so it is with 
the title Realtor. 

All real estate boards advocate that 
the public deal with a Realtor for the 
reason that the service rendered will be 
honest, intelligent and responsible. It 
cannot be otherwise. A Realtor is proud 
of his name; he will give you true 
Service. 


some 


Machinery Output 

According to the New York State 
Committee on Public Utility Informa- 
tion, New York is the leading state in 
the manufacture of electrical machinery. 
Ohio is second. New York, Pennsyl- 
vania, Ohio, Illinois, New Jersey and 
Massachusetts together produced 80.3 of 
the total value of the industry’s output 
in 1919, which was then approximately 
$1,000,000,000, and is now consider- 


ably larger. 
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Analyzing Costs and Character of Service 


Extract From Speech of John F. Gilchrist Before 
Last Meeting of Great Lakes Division, N. E. L. A. 


At the last meeting of the Great 
Lakes division of the National Electric 
Light Association held at French Lick 
Springs, Indiana, John F. Gilchrist, 
vice president of the Commonwealth 
Edison Company of Chicago, presented 
a paper entitled, “Policies in Merchan- 
dising Electric Appliances.” The au- 
thor dwelt somewhat at length on mer- 
chandising policies and then expressed 
an argument in favor of analysis of 
costs and service in the retail branch 
of the electrical industry. 

Going into detail, Mr. Gilchrist took 
the case of the washing machine as 
typical of the entire business, and 
prefacing his remarks on this subject 
he read the following letter received 
from an able and intelligent dealer in 
a midwest city: 


The average dealer’s discount, as you 
are no doubt aware, varies trom 25 to 
35 and 5 percent. The average dealers 


overhead, as determind by the National As- 
sociation of Contractors and Dealers from 
stores in operation, is 28 percent. 


Every family uses a cook stove, either 
gas or coal, but a cook stove of some kind. 
and the discount to the dealer on cook 
stoves is from 40 to 60 percent, varying 


with the make and quality of the product. 
Cook stoves sell themselves. Washing ma- 
chines have to be sold and require not 
only expensive force but expensive 
advertising as well. 

If the margin on washing machines was 
50 percent, every electrical dealer and con- 
tractor could be an outlet for the washing 
machines, but dealers today are only sell- 
ing washing machines because they have 
listened to some persuasive argument of a 
good salesman, and not because they are 
making any money upon them. 

Checking up our own cost for the last 
year, taking the total machines sold at 
the selling price on the one hand and the 
cost of selling the machines on the other 
hand including the cost of the machine, 
the delivery charges, the advertising 
charges, the demonstrating charges, and 
the servicing charges, we find that we 
paid each one of our washing machine cus- 
tomers during the year 1920, $8.22 for the 
privilege of selling them the machine. 

This will give your our viewpoint on 
the washing machine business, and why we 
are going to discontinue it. 


sales 


The only trouble with this gentle- 
man’s statement, says Mr. Gilchrist, is 
that he has not done business in a big 
enough way to appreciate what all of 
the real costs are, and that in a big 
business they are actually much heavier 
Had he been doing busi- 
ness on a scale which would have re- 
quired his going after it in the most 


than he states. 


vigorous way, he would probably have 
found that it had cost him $20.00 to 


$25.00 per machine for the pleasure of 
being in business, instead of $8.22. I 
think any of us who have done any 
analyzing will realize that the cost of 
selling washing machines is higher than 
the average cost of selling the general 
They must be sold 
on deferred which means 
high cost of financing. In the selling 
of them the highest type of salesmen’s 
service is required, if satisfactory re- 
sults are to be obtained, and 
ing, which custom dictates should be 
furnished free by the dealer, is costly. 

Yet I can point out to you large com- 
panies, which generally speaking, have 
some ideas of making profits, and also 
some ideas of their responsibilities to 
the dealers, large and small, in their 
territory, which plume themselves 
greatly on selling a large number of 


line of appliances. 
payments, 


sery ic- 


lowpriced washing machines at a gross 
profit of 33 1-3 percent, when their 
average cost of doing business on the 
entire appliance business is 371% per- 
cent. This means to me that their cost 
of selling washing machines is _ prob- 
ably over 40 percent. The central sta- 
tions’ own immediate loss of money is 
the matter of least importance in their 
transactions. The serious thing is that 
such policies check the whole wash‘n » 
machine industry in a estab- 
lishing in the minds of the people a 
standard of value of washing machines 
which will be hard to dislodge later. 
at which no well constructed washing 
machine can be sold without absolute 
loss to the dealer, to say nothing of a 
reasonable profit. 

In my judgment, the central station 
as a leader in the community should 
pick out as its standard the highest 
grade of washing machine which it can 
find, and charge a price for that ma- 
chine which will cover its and 
such a profit that the small dealer can 
compete at the same price and make a 
reasonable profit; then put all the 
prestige and energy of the central sta- 
tion behind the article, knowing that 
every one of its customers who buys 
one will get good and fair value. Thev 
will get the best machine made, and 
get it on a basis which only yields a 


city, by 


costs 


very reasonable profit to the distribu- 
tor. 

This will have the following result: 
Many of the independent dealers will 


sell 


lower grade machines which go a 
° a} 
a lower price. 


They will be able t 
sell more of them, and they will on 
this class of machines get a price which 
will let them out with a profit, and 
the washing machine business jl] 
thrive and prosper in the communit, 
because it will yield a_ profit which 
warrants the necessary effort to put out 
a lot of machines, and a lot of ma. 
chines can never be put out in any com. 
munity even at a ruinous price without 
a great deal of effort. 

The washing machine is something 
which the public does not buy. It must 
be sold to them. On the other hand, 
its very great value is evidenced hy 
the fact that when a family has used 
one for six months, and has learned to 
appreciate thoroughly what it means in 
the saving of time, energy, good looks 
and clothes, you will find that there 
will not be an article of furniture in 
the entire home which they will not 
sive up, rather than the washing ma. 
chine. This is only another illustra. 
tion that the public as yet does not 
know the value of electrical appliances, 
and when it does fully grasp the pos 
sibilities of efficiency, economy and 
helps in raising the standards of liv- 
this 
mendously. ' 

Before we get off the subiect of the 
washing machine, however, I want to 
In my ex 


ing, business will increase tre- 


take you into confidence. 
perience in Chicago we have been sell- 
ing a machine for $192.20. which costs 
the Commonwealth Edison Company 
$94.50 in lots of five or more. When 
many of the other companies in more 
or less of a panic reduced their prices 
on washing machines, this company in- 
creased its price, as it had found that 
it was obliged to do so in order to sell 
a dependable machine and get out 
whole. Many of the people in the 
company, especially the salesmen, felt 
that the increase in price would cut 
down the sales very decidedly, but the 
has been true, due to the in- 


reverse 
creased advertising and the increased 
salesmen’s commissions which were 
possible. 


The company nets more money Ppél 


machine, and. sales are practicalls 


double what they were eight or tem 
months ago under the former policy. In 
fact this company is selling at this 
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ment of -iverage Unit Cost of Selling 
Sigtehte R 


yerage ne . 
x erage cost per machine 


rT 5S pri fit per ne ichine S eteed 


\verage expenses per macl hine sold— 


Selling : 
Commissions 
Bonus 
Premiums 
Demenstr: iting 
Salaries, adjustment 
Delivery and salesmen’s 


Repairs 


Total selling. 
Buying 

Occupancy 

Publicity 

Administré atin e 


Overhead 
Total 
\verage loss per 


expenses 
expenses......... 
machine. ....<..; 


elling Type “L” Washers, 


verage Cost of » > 
i Instead oj a 


List PYICE. 22. eee ee eres ceeses eeee 


Wwerage allowance...............0-85. 
\yverage premium 
\verage cash discount. 


Average price reduction............. 

Pe RONNIE PTICE. so 56k c ces cece 

Cost of Type “L” Washer.......... 

Gross pr‘ fit per Type “LL” Washer......... 
Expenses as above, exclusive of premiums.... 


Average loss per Type “L” 
price more washers today in Chicago 
than are sold in the city of all other 
makes of washers put together, not- 
withstanding the fact that Chicago is 
one of the most highly competitive 
washing machine markets in the coun- 
try. 

But now point which I 
wish to make particularly. There were 
so many people in the company who 
believed that we were selling at too 
high a profit that the writer called 
the services of unbiased expert account- 
ants to analyze the washing machine 
business, and presented herewith you 
will find the results for the 
of June and July of 
centages, 


comes the 


months 
last year in per- 
While some of the costs may 
be open to question, and while a lot 
of you may think that you can do busi- 
ness a great deal ‘better than the com- 
pany in question, they are the actual 
costs. To the very great surprise of 
everyone, they showed that even on 
these higher prices the machines were 
being sold at a loss instead of a profit. 
You can well imagine that this was a 
“ery great shock, when we were pro- 
ceeding from the standpoint of trying 
lo justify a relatively high price, and 

‘ay to you here that’ notwithstand- 


New Washing 
June and July, 


Sere Pere tee 


and sundries........ 
automobiles. .... 


Treating Preimiums 
Selling Expense 


Washer....... 
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Machines for the Months of 


1922 





June July 
er ee 100.0% 100.0% 
a» aiGa wick ee eee as 30.0% 38.0% 
é tia ele aE 43.4% 42.0% 
PT ee ee ee 17.% 18.7% 
oa knee enee 0.8% 0.8% 
ree 1.8% 2.7% 
ink a 1.4% 1.7% 
Ce a eae 1.6% 2.2% 
. o bate gato 4.0% 5.77% 
PPE ee 1.1% 1.6% 
ree eee 28.5% 33.47% 
FN oti 2.1% 2.3% 
5 a heal eels Boake ae 3.6% 4.27% 
PP 2 SO APB 4.9% 4.6% 
- eae 8.5% 12.2% 
ee ee eee 19.1% 23.5% 
ee oy Pee 47.6% 56.9% 
eS nt ar ee 4.2% 14.9% 


As a Reduction of Price 


June July 
ea 100.0% 100.0% 
1.2% 20% 
I 7% 2.5% 
3 0.0% 
22% 6.0% 
95.8% 94.0% 
54.0% 54.0% 
<r 42.8% 40.0% 
45.1% 51.9% 
ston 2.3% 11.9% 


ing the opinions you have, if you will 
go into your figures and have your ex- 
perts analyze them as thoroughly as 
in the company to which I refer, and 
get as broad a grasp of the situation. 
you will I am satisfied find that the 
final net profits on the washing ma- 
chines you are selling are not on a 
satisfactory basis. 

with reference to the 
sale of washing machines while extreme 
is more or less typical of the entire 
merchandising situation, and it is time 
for everyone in the business to give 
careful attention to these features. 


The situation 


Novel Heat Display 
Centra! Station and Manufacturer Build 
Sales for Electragists 


It was a clear, snappy evening in New 
York City. Dinner time was o’er and 
the din of metropolitan life was at its 
height. Theatre going time had arrived, 
and coupled with the bustle of early 
holiday shoppers as they went in and 
out-of the attractive Broadway shops, 
the crowds as they surged to and fro in 
quest of the most énticing drama or the 
ereatest screen scandal gave one the im- 
pression of so many ants taking posses- 


ec 
oO 
sion of a tree trunk. First a group 


And all the 


Almost perpetual motion 


here, then a group there. 

time going. 

it seemed. 
But suddenly, like a 


bolt out of 


clear sky, something happened. The 
crowd stopped—a portion at least. 


People gazed upward, fixed their eyes 
on something, smiled, and nodded ap- 
proval. Another instant and they were 
on their way again. What was it? 

It was merely the heat from an elec- 
tric heater. That was what had caused 
the change. And looking closer it was 
found that a giant electric radiant 
heater in operation was mounted on an 
electric truck, the bowl of which was 
being moved in different directions so 
that its glow of heat would travel 
cordingly, and the truck was kept in 
motion along the street. 

Some stunt, you say? It was. In the 
opinion of Roger Williams, New York 
manager for the Simplex Electric Heat- 
ing Company whose equipment was 
used in codperation with the New York 
Edison Company to make the display. 
it marks the first event of its kind. Mr. 
Williams is enthusiastic 
sults and 


about the re- 
says it worked out most ad- 
vantageously for the electragists in the 
territory covered by the route of the 
moving display. 

The territory covered was the metro- 
politan area of New York City and 
Brooklyn. The outfit started out in the 
morning and kept on the move about 
five hours or so and then the storage 
It took several 
hours generally to completely charge 
the cells, when the display was set forth 
again to run for 


batteries were charged. 


three to five 
hours in the afternoon and evening. 

As a rule no heaters were sold in the 
course of the display’s journey. On oc- 
casions, however, when experiments at 
actual selling tried the results 
were almost Eleven de- 
vices were sold one night in thirty min- 
utes while the outfit stood outside of a 
New York hotel. To demonstrate the 
selling value of the display. when it 
passed on the street by one woman, she 
yelled out, “ 


from 


were 
unbelievable. 


1 want one of those things 
right away to take home with me.” 
The heater itself—the bowl 
four and half feet in diameter. 
and it took one hundred and thirty-two 
350 ampere hour cells to furnish cur- 
rent for it. Four and one-half tons of 
battery were loaded on the truck which 
carried the display. The complete dis- 
nlay, including the man who operated 
the heater, 


was 
one 


is shown in the accompany- 


ing illustration. The picture on the up- 
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The Novel Heating Display Which Created All Kinds of Favorable Comment on the 
Value of Electric Heat 


right sign was an actual oil painting, 
clearly pointing out the action of radi- 
ant heat. 

It was indeed strange, 
canny, to see how people reacted who 
came into contact with the glow of heat, 
as it was played on them from the 
moving vehicle. Groups looking at 
store windows or other attractions were 
made to look around to see where the 
sudden heat came from, even at a dis- 
tance of twenty-five or thirty feet. The 
fact that the wind did not interfere with 
the action of the heat, only tending to 
cool the surface of the reflector, caused 
considerable astonishment. Dozing 
chauffeurs came to their senses in jig 
time. Concerted discussions among by- 
standers were mercilessly interrupted. 
Even workmen couldn’t resist the sud- 
den warmth. And no matter how one 
felt when distracted from the thing in 
hand by such a sudden burst of heat, 
as soon as one had looked up and 
recognized the source of the warmth, 
whatever anger or ill feeling that had 
been aroused was immediately dispelled. 

Printed matter telling the story of 
the heater to be used in the home was 
carried and was given out as opportu- 
nity afforded. Local electragists were 
unanimous in their praise of the idea 
saying that their business in heaters im- 
mediately jumped when the display was 
being used. While naturally the kind 
of heater displayed had the greatest 
relative sale, nevertheless all kinds were 
promoted by the ingenius propaganda. 
While the display was on the move it 


almost un- 


was evident that only the idea of elec- 
tric heat was recognized by the average 
person, but when it stopped of course 
every detail was carried away by the on- 
lookers and the specific products shown 
had the advantage of other products of 
its kind so far as potential sales to those 
onlookers were concerned. 

It was a great idea all right and con- 
tained a fine story of codperation be- 
tween the central station and manufac- 
turer to build sales for electragists. 
“We'll warrant,” says Mr. Williams of 
the Simplex Company, “that the people 
of New York and Brooklyn learned 
more about radiant heat during the 
time that the electric heater truck was 
being shown than they ever knew be- 
fore.” 


Curbstoner is Problem 


Journal of Electricity Asks Industry for 
Solution 


In a past issue of the Journal of 
Electricity and Western Industry the 
leading editorial expresses itself in no 
faint terms on a problem that is of vital 
importance to every electragist. Under 
the caption “Straws Show Which Way 
the Wind Blows,” Editor Sibley said: 

Any observer of climatic changes 
within the electrical industry who has 
been watching the cross currents, eddies, 
and local showers might well forecast 
a storm brewing. To be exact, all does 
not appear to be well, particularly in 
the merchandising and _ contracting 
branches of this industry. 
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It is generally admitted that thoys. 
ands of dollars of advertising spent “a 
the promotion of convenience Outlets 
and better residence wiring upon which 
rests the sale of electrical appiiances 
are being wasted because the major por: 
tion of residence wiring is being done 
by irresponsible curbstone contractors 
who are without the pale of organized 
education work, and who are interested 
only in doing the job cheaply. 

Recognized contractor-dealers and 
strictly electrical stores are being cast 
aside as the preferred medium through 
which electrical appliances are mer. 
chandised. Drug, hardware, depart. 
ment and furniture stores are being 
used in preference. While this may 
cause dissatisfaction in some quarters, 
inevitable that these mediums 
should be utilized in order to properly 
distribute the increasng number of ap- 
pliances manufactured. Distribution of 
appliances cannot be restricted to elec. 
trical stores. 

But the problem of the curbstorer js 
a real one and demands attention. Dif. 
ferent men within the electrical indus. 
try have gradually been awakening to 
this fact, and have been variously cast. 
ing around for a remedy. One large 
jobbing house has sought to overcome 
the first evil mentioned by having a dis- 
tinguishing trademark, signifying qual- 
ity, placed on all of its wares. The elec. 
trical contractor organizations in Cali- 
fornia are seeking to establish a similar 
trademark, to be used by reputable 
firms. There is general dissatisfaction 
with present conditions. 

Little can be accomplished by indi- 


it is 


viduals and organizations working 
alone. It would seem that the various 
cooperative campaigns and _ leagues 


which have been organized to fulfil just 
this purpose should be the medium 
through which these evils should be cor- 
rected. If these organizations are not 
properly fitted by personnel, finances, 
or inclination to undertake this work, 
they should be so fitted at once. 

A combination of organizations, hav- 
ing the wholehearted backing of the en- 
tire electrical industry in the west. 
should study this problem and devise 4 
solution. 

If the establishment of a trademark 
which will indicate quality of workman- 
ship, quality of material and just and 
reasonable price, is the answer, then 
such should be designed. However, a” 
such symbol that does not have the as 
sistance and backing of everyone * 
doomed to failure. 
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EDITORIAL ANNOUNCEMENT 


detail the following sequence of phases of the work of 
making a complete installation: 


After a period of nearly four years the interesting articles 
which have been running in the Contracting Department 
have been brought to an end. This department became a I. 
regular feature of the magazine in May, 1919, since which 
time the leading contributions appearing herein have been 
ably contributed by Allan Coggeshall and Henry F. Rich- 


ardson. 


The purpose of these articles has been to carry our read- 
ers, in a sequence of issues, completely through an electrical 
installation from office organization to the clean up of the 
work, including considerations of financing on the basis of 
contract terms, job organization, the choice of suitable and 
economical methods of installation in the various types of 
buildings, the selection of materials, devices and apparatus, 
and how the contractors’ function should be made comple- 
mentary to the function of the engineer or architect. 

Many contracts which show but little profit, and some- 
times show practically none, might have been made more 
profitable by a different handling of the work. The con- 
tributing editors have endeavored throughout these discus- 
sions to suggest profitable plans for organization and man- 
agement, to help the man on the job to avoid the common 
errors of installation, and to correct false economies which 
are likely to result in unwarranted expense to the con- 


tractor. 


Roughly, the discussion has aimed to cover in more or less 


un de WwW Wy 


Overhead or home office organization. 

The work preliminary to the start of the job. 
Roughing. 

Finishing. 

Clean up. 


With the appearance last month of the article, “LOO 


in the future. 


considered. 


Percent Completion of Job,” the series was completed. In 
order now to determine the conduct of this particular sub- 
ject it is hoped that honest expressions of opinion may be 
forthcoming from our contracting readers relative to the 
interest and value of such matter in the past and what 
editorial treatment of their work will be of greatest benefit 


Suggestions relating to installation problems are solicited 
and any ideas bearing on such questions will be carefully 
If the series just ended did not fully solve 
some of the perplexing things that are met with on the 
job, let there be further discussions. 

Please reply at once, and of course all communications 
will be held in strict confidence. 
to publish in the Contracting Department, as in all other 
departments of the magazine only matter that is of the most 
interest and value to our readers, and accordingly this op- 


It is the earnest desire 


portunity for a frank expression of opinion on their part 


is cordially given—The Editor. 


Chats on the National Electrical Code 


By Husert S. Wynkoop, M. E. 


Monthly Discussion of National Electrical Code Practices by Well 
Known Authority in Charge of Electrical Inspection, City of New York 


Special Motor Generator Sets 


If a motor generator set is designed 
especially for operating motion pic- 
lure arcs it will drop its voltage if 
short circuited. In such an installation 
it is not only unnecessary but actually 
objectionable to place fuses in the direct 
current circuit. 


Leads of Hot Devices 
The best practice seems to require 
hot appliances such as theater 
stand lamps and borders and other 
portables be wired with slow burning 
leads extending out about 18 inches and 
“arying a suitable plug to which ap- 


proved rubber covered cable may be 
attached. Otherwise the rubber cable 
is apt to be carried close to the appli- 
ances or the slow burning leads extend- 
ing many feet to the permanent wiring. 


Bell Wires in Conduit 


May call bell wires fed from a light- 
ing circuit through a transformer or a 
direct current bellringer be placed in 
the same conduit with electric light 
wires? I should rule against this, as 
we would have two “different systems” 
in one pipe, which the Code prohibits. 
If 110 volt wiring and bells are em- 


ployed, then we cannot raise the issue 
of different systems; and it follows of 
course that transformers or bell ringers 
will not be employed. 


Disconnecting Switches 

It is becoming customary to install 
disconnecting switches in the primary 
lines in a transformer vault, so that a 
person working about a transformer or 
a high tension motor may make sure 
that the apparatus is dead. Recent de- 
velopments are in the direction of a 
separate switching vault containing 
truck-type switches. Here the truck 
feature of the device permits it to be 














30 
used as a disconnecting switch as well 
as a service switch. 

We have no specifications for discon- 
necting switches; but if one buys such 
a switch from one of the reliable manu- 
facturers the spacings, etc., will proba- 


bly prove ample. It is proper to insist 


upon a name-plate or other suitable 
marking, in order to eliminate switches 
of more or less amateur make. The 
National Electrical Safety Code goes 


quite deeply into this subject. 


Fusing House Feeders 


It seems difficult to make some con- 


tractors understand why a main line 


cutout is demanded next to the service 
cabinet when the feeder is smaller than 


No. LO. 


here 


None of the lighting companies 


will bother with service fuses 
smaller than 30 amperes, and these they 
seal. A No. 14 wire has a rated ca- 


so that if 
to the service 


pacity of only 15 amperes: 
directly 
LOO percent overfused. 
The contractor has the option of using 
at least No. 10 for his feeder, or mak- 
ing provision for proper fusing. 


it is connected 
cabinet it is 


Grounding Elevator Motors 


\ contractor resently protested the 
violation notice to the effect that the 
frame of the motor was not erounded. 
We found that this particular motor 
was set in a basement and that holding 
bolts ran down through the foundation. 
We found further that the frame was 
grounded through the drum, cables and 
steel frame of the elevator 
The violation was withdrawn. 


runway. 


Two Wires Under One Binding 
Screw 

We require that two wires placed 
under one binding screw shall be sold- 
ered together. Recently we were asked 
to accept washers in lieu of the solder- 
ing. Inasmuch as the purpose of the 
soldering is to keep the wires from 
rolling on each other and slipping out, 
there seems to be no good reason for 
objecting to the alternative of washers. 
where the screw is long enough to ac- 
commodate them. . 


Thermal Cutouts 


Note particularly that the thermal 
cutout (a plug with left hand thread) 
designed to protect wires or motors 
does not take the place of the fuse re- 
quired by the Code. 
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Socket Husks 


My item in last month’s Chats has 
brought the following comment from 
Lighting Fixture Dealers’ Society of 
Cleveland: “In Cleveland our working 
rules require the use of split steel 
washers in any location where the me- 
be 


soldered or a set-screw used. 


cemented, 

We find 
that this is working out very satisfactori- 
ly in holding socket husks tight, and 
eliminating the loosening of the socket 


chanical joints cannot 


when lamps are inserted or removed.” 
This helpful comment is gratefully 
at knowledged. 


Curb Outlets for Pushcarts 


In some sections of this city push 
carts are permitted to stand indefinitely 
at the curb. 
erally lighted by the most flimsy kind 
of temporary flexible cord wiring run 


Formerly these were gen- 


through the fanlight over the store door 
to a stake lashed to the pushceart. 

We instituted a crusade. with the re- 
sult that attempts are now being made 
to provide an electrical connection of a 
by 


nature—namely, by 
means of conduit or lead sheathed 


more permanent 
armored cable carried to a flush outlet 
in the sidewalk just back of the curb. 
The outlet consists of a marine type 
watertight box and plug. 

We approve this, when the sidewalk 
circuit is equipped with a switch and 
cutout placed just inside the wall of the 
Crefield 
gives good results when used as the 
portable cable. 


building. Canvasite or cord 


Making of Service Cabinets 


Some manufacturers are putting out 
service cabinets marked for 125 volts 
and containing provision for the addi- 
tion of a neutral strap connection which 
fits them for 3-wire, 110-220 volt. wir- 
ing. Inspectors are not always sure 
whether they should accept a cabinet 
rated at 125 volts when used for 220 
Since all switch and fuse spac- 
ings are designed for the higher voltage. 
the name plate rating of the cabinet 
should be disregarded. 


volts. 


Unfused Taps From Risers 

It is the general practice of inspection 
departments to accept unfused taps of 
not over 188 inches in length, leading 
from a riser to a distributing panel or 
bank Particularly where 
cutouts are used it is impracticable to 
carry into them wires larger than No. 
1; so that a tap must be taken from the 


of cutouts. 
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riser if the latter is of larger size, 4 
No. 4 tap would be of ample size to 
supply a 70 ampere cutout bank. This 
scheme might be applied to each floor. 
and we might have a 4 0 riser with No, 
| taps. 

Occasionally a contractor forgets that 
we permit the small tap only when it is 
large enough to supply the cutout bank. 
In one case we were asked to approve 
a4 0 power feeder (225 amperes) lead. 
ing to a bank of two double branch cut. 
out blocks, the feeder ending at the first 
block and being extended by No. 4 (70 
amperes). In giving our refusal, we 
suggested that four single branch blocks 
be used. that the riser be carried past 
the farthest block, and that four No, 4 
taps be employed, each feeding one 
brane h block. The brant h blocks have 
a capacity of 60 amperes each, while 
the No. 4 wire is rated at 70 amperes. 


The 4000-Watt Rule 


Few contractors understand why the 
1000-watt provision was ever placed in 
the Code (see No. 23d, 3rd par.). In 
lighting large areas by large gas-filled 
units it was found that the mogul socket 
will not take a wire larger than No. 12, 
and that only two 500 watt lamps or 
one 1000 watt lamps could be placed 
on a circuit if the 1320 watt rule were 
to be observed. The alternatives then 
were to provide a branch cutout on the 
main for each 1000 watts, or to cover 
the ceiling with a network of circuits 
After 


representative con- 


running back to a panelboard. 
with 
tractors and consulting engineers it was 
decided to expand the 660 watt rule 
while retaining its underlying princi- 


conferences 


ples. 

This rule considers a No. 18 fixture 
wire to be properly protected by a 
branch circuit fuse approximately three 
times the rating of the wire (3 amperes: 
10 amperes): The 4000 watt rule con- 
siders the No. 12 fixture tap to be prop- 
erly protected by a fuse approximately 
twice the rating of the wire (20 am- 
peres: 35 amperes). The newer rule 
contemplates a No. § circuit fused to 
35 amperes and carrying unfused taps 
of No. 12 to the lamps—eight 500 watt 
lamps, or four 1000 watt lamps. It 
will be observed that the 4000 watt rule 
is somewhat more conservative than the 


660 watt rule. 
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State 
MARYLAND: 


MICHIGAN: 


MINNESOTA: 


MISSOURI: 


NEW JERSEY: 


NEW YORK: 


OHIO: 


PENNSYLVANIA: 


TENNESSEE : 


wv ISCONSIN 


A. 


ORGANIZATION ACTIVITIES 


Chairman 


C. Brueckmann, 


Secretary 
C. Philip Pitt, 


Keyser Bidg., Baltimore 7 St. Paul St., Baltimore 
Henry Roseberry, H. J. Shaw, 
41 Pearl St., Grand Rapids 613 Lincoln Bldg., Detroit 
John M. Roberts, Arthur P. Peterson, 
1589 Selby Ave., St. Paul 2395 University Av., 
St. Paul 
Osear L. Fickie, A. J. Burne, 
Kansas City 533 Delaware St., Kansas City 
Geo. E. Davis, Elmer D. Wilson, 
23 Central Awe., Newark 23 Central Ave., Newark 
F. A. Mott, 
29 St. Paul St., Rochester 
' 
C. L. Wall, Walter R. Keefer, 
212 S. Main St., 939 E. McMillan St., 
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R. W. Keck, M. G. Sellers, 
Allentown 1518 Sansom St., Philadelphia 
P. W. Curtis J. A. Fowler, 


G. 
1305 Tower Ave., 


Chattanooga 


Ross, 
Superior 


LIST OF LOCAL ASSOCIATIONS AND MEETINGS 


Street 





Address 


313 No. 19 St. 
Elec. Lo. 


Sigler 


Pacific Bldg. 

“4th St. 

3d St. 
Bldg. 


Jessie St. 


308 E. 
118 E: 
Pacific 

165 


Hart & Hegeman 


155 E. Forsyth 
Pullen-Zoll Co. 


Irz & Baker Sts. 


Rock Island 
179 W. Wash. St 
114 E. Wm. St. 
407 E. Ad'ms St. 


317 E. Bro'dw’y 
219 18th St. 
613 Tyler St. 


404 Main St. 
570 Washington 
Peoples Bk Bldg. 
832 N. St. Louis 
120 E. Market St 


600 Bluff St. 
816 Kansas Ave. 
446 N. Main 


528 W. Jefferson 


410 Carroll St 
Elliott El. Co. 
222 Middle St. 
7 St. Paul St. 
24 West St. 
Malden El. Co. 


259 Main St. 


613 Lincoln Bldg 

718 S. Saginaw 

40 Ionia Av.N.W 
Exch. Place 


210 W. let St. 
2395 ~=—s- University 


e., St. Paul 


212 Admir’l Blvd 
904 Pine St. 


142 S. 12th St. 


Kittery 


16 Ohio Ave. 
743 Bergen Ave. 
462 Bath Ave. 





Time “of Meet. 


Tues 
Wed. 


10 a. m. 
5 p. m. 
Tues. 4 p. m. 
Fri. 8 p. m. 
Ist & 3rd 
Tues. Ev’g. 
Tues. 8 p. m. 
12 Noon, 


Ist and 3rd Fri. 


Friday Nights 


2nd Tues. 


Ist Wed. 


On Call 
2d Thurs. 
lst Tuesday 


Thurs. 12:30 
Once a month 
2nd & 4th 

Ist. Wed. 


Ist & 2nd Tues. 


lst 


Ist & 3rd Thurs. 


Tues. 
Ev'g. 


lst 
Wed. 


Mon. 
Mon. 


6 p. m. 
6 p. m. 


Mon. 
Ev. 


Noon 
Tues. 7.30 


2-4 Thurs. 
Last Thurs. 


Weds. 
Monday 


‘Ist 
Ev'y 


Qn call 
3d Tues. 


3d Thurs. 
lst Mon. 
2d Mon. 
Monthly 
2d Thurs. 


Ev'y oth'r Tues. 


Last Thurs. 


Ist Tuesday 
2d 
2d & 4th Mon. 

6:30 P. M. 

Tues Eves. 

Ist Wed. 


Ist & 3d Mon. 
Ist 


2d & 4th Wed 
lst Thursday 


Ist | 


Mon. 


Thurs. 
Tues. 6:30 p. m. 


Wed. 


& 4th Tues. 


& 2nd Mon. 


& 3rd Mon. 


Place of Meet. 


Members’ Offices 


Bldrs. Exc. 


Pacific Bldg. 
Ontario 
Spaulding’s 
Pacific Bldg. 
States’ Cafe 
Pin Ton Cafe 


DG & EL Aud’t. 
Col. Springs 
Commerce Club 


Hartford 


192 Grand St. 


Dewey Hotel 
208 Realty Bidg. 


Dafodil Res. 


Bidrs. Ex. 
Lmbrmns Ex. 
% &..& & 
Arcade Bldg. 

Post Hall 
219 18th St. 


Y. M. C. A. 


Comm. Club 
B. & T. Ex. Bldg 


Chamber Com. 
Jackson Hotel 


Elk's Club 
United Elec. Co. 


B. of T. Bldg. 


Eng'rs. Club 
Boston City Club 
Fay Club 
El. Lt. Sta. 
Various 
44 Frout St. 


Post Tavern 
G. A. R. Hall 


Ass’ ‘n of Com. 
Cham. Com. 


Builders’ Exch. 
Elk’s Club 


University Club 
Am. Hotel 


C. of C. Bldg. 
Various 


Malatesta Hotel 
P. S. Bldg. 


Comm. Hotel 


|| Lancaster 


|| Endicott 





State and City 
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Geo. E. Davis 
H. M. Desaix 
Chas. Russell 
A. H. Hyle 
H. F. Walcott 
E. P. McCormick 
iB. B. St. John 
A. H. Hyle 
W. F. Combs 
Henry Lund 
M. C. Rivenberg 
H. J. Wick 
E. L. Taylor 
J. P. Ryan 
( J. Christesen 
L. F. Luedecke 
H. C Thuerk 
B. B. St. John 
H. F. Janeck 
W. F. Camp 
Mr. Spengler 
H. N. Smith 
W. Taylor 
H. W. Boudey 
Mr. Hall 
I. W. Austin 
L. B. Smith 
Geo. La Salle 
Mr. Mayer 


C. L. Wall 
J. Blumenberg 
W. R. Keefer 
Geo. D. Bury 
O. A. Robine 
0. J. Osmond 
J. R. Yost 
D. C. Hartford 
F. J. Lucas 
F. F. McBride 


F. R. Whittlesey 


A. Hill 

A. H. Hill 
W. T. Kleppinger 
C. E. Blakeslee 

G. E. Hill 

Earl Stokes 

A. Deen 


M. G. Sellers 
Joe Jaques 
A. J. Fowler 
C. E. Blakeslee 
Ambrose Saricks 


A. E. Harris 


E. L. Cashion 
E. C. DeBruhl 


Carl Schnider 
H. M. Moses 
H. A. Street 
J. B. Mullen 


H. A. Brewster 


Gus. Forsberg 
Ellicst 
. Briggs 


Ww. 
K. 
Ww Cutlett 


Pox 


J. R. 


John B. 
Thos 
F 


Barry 


Tingley 
W. Nixon 
H. Patrick 


G. E. B. Grinyer 
K. J. Donoghue 
O. S. Leyes 
A. C. McDonald 
J. A. McKay 
R. Graham 
A. H. Cook 
W. H. Mackenzie 


‘Street 


23 Central Ave 
88 Ellison St. 


Box 
ret Court St. 
555 Wash. St. 

Oneonta 
Binghamton 

21 Main St. S. 
309 Main St. 
Bay Shore 
Tottenville 
26 Cortlandt St. 
101 W. 83d Si. 
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Olea n L.&P. “Co. 
si; Poul St. 
S. Glen Falls 
McClellan St. 
P. O. Box 809 


Address 


2d & 4th Thurs. 
Subject to call 
Ist & 3d Monday 


10 S. Second St., Memphie 


H. M. Northrup, 
25 Erie St., Milwaukee 


Time of Meet. Place of Meet. 


lst Monday 
Last Friday 23 Central Ave. 
P. S. Bidg. 
3d Thursday Pekin Rest'nt 
ist. Mon. Cham. Com. 
Fridays 507 Elec. Bidg. 
3d Tues Vanoo 
Tues Cham. Com. 
3d Mon. Migrs. Ass'n 
Ist Thurs. _Penn'a Hotel 


2nd & 4th Wed. 226 W. Suth St. 
“Monthly vane “Stores 
Sd Thmeetep | anccomee 

Ist. & 4th Mon. Eggleston Hotel 


“ara’ga & G. Fa's 


Tottenville, S. I.) let & 3d Thurs. St. George, S. I. 
First St. Ist Tues. Gas Office 
Gray Elec. Co. Ist. Tues. Eiks’ Club 
We EET cnctennecm | _. weneneeeie’ 
Roth Block 3d Fridays Utilities Bldg. 
Westbury egenennen ---- 
Manor House Sq Monthly § ------- 
212 So. Main St. Monthly 2d Nat. Bk. Bl'g 
Bellaire Call of Sec'y Bellaire 
939 E. McMillan Tues. 3 P. M. Cham. of Com. 
Elec. League Ist & 3d Thurs. Hotel Statler 
243 N. High St.. Every Thurs. Girls Ath’ic Club 
41 Fountain Av. Ist & 3d Mon. Bidrs. Exchange 
tttanaeum On call Various 
piemdindeds Ist Wed. Nat. Ex. Bank 
ee ae On Call M'ts. & Mfrs. As. 
Builders Exch. Mon. Noon Y. Ma. C. A 
212 Henry Bldg.|2d & 4th Monday Cham. of Com. 
Bethlehem Monthly oscanese 
See RV NE |, -eeeketecs | , \ whenenaees 
ececnene Last Thursday a 
ececucee Monthly oe 
Bethlehem . es Or ee 
Bidrs. Exch. eS eae Bldrs. Exch. 
eptvnnhiions 3rd Friday Und'w't'rs Offa 
15i8 Sansom St. ind ‘thurs. 1518 Samson St. 
McCance Bldg. Ist. Friday Various 
Bd. of Tr. Bldg. Tues. Zenke's 
Dubois Mon. eer 
. 2d & 4th Thurs 
E. King St. 2d & 4th Tues. wcenacce 
Sumter, S. C. outa) ~~ wees 
ee «Do wettees, | 1, “adidas 
Wednesday 
412 Kirby Av. Noons. Manhattan Cafe 
615 Market St. Monthly Rwy. Lt. Co. 
285 Madison Av. Ey. other Wed. Allyn Cafe 
Arcade lst & 3d Wed. Tularie Hotel 
409 S. Eway On call 409 S. Eway 
69 E. 4th So. Wed. 12:15 p.m. Newhouse Hotel 
Lynchburg Ist. Wed. Local Stores 
Arcade Bdg. Wednesdays Old Col. Clb. 
Jeff. & Grace Sts ana == |  eaesiinnns 
Pantorges Bldg. Thursdays Elks Club 
223 Cherry St. Ist Thurs. Nicolet B'dg. 
719 Majestic Bld.) 2nd Tuesday Maryland Herel 
1545 W. Blvd. Ist. Tues, Racine Bldg 
oe a washipnie 
VS US OS maiilpiett 
clo Doerr El. Co.) -..-.-.. seashell 
128 Osgoode St.| Mon. 8:00 p.m. Elec. Insp. Office 
24 Adelaide St. 2d Tues. Bd. of Trade 
929 Pender St. Ev'y Tuesday 724 Pacific Bidg. 


609 Moy Ave. 
09 Mov Ave W 
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New Field Men Now at Work 


Two Representatives to Cover Eastern and 
Central-Mountain Territory Respectively 


One of the most important and most 
valuable activities of the Association of 
Electragists will always be direct con- 
tact between the Association and the in- 
dividual member through personal cails 
by fieldmen. During the past three 
years the work of maintaining this con- 
tact has been carried alone by Special 
Representative Davis, but with the en- 
tire United States and Canada to cover 
such personal contacts have necessarily 
been discouragingly infrequent. 

Under the reorganization plan of di- 
rect membership between the individual 
and the Association of Electragists the 
opportunity has come to greatly extend 


the field work of the Association. Two 
additional fieldmen have already been 
appointed under the direction of Mr. 


Davis as manager of the newly created 
Department of Development and Pro- 
motion, and others will be appointed as 
soon as suitable men 
fill the position. 

L. O. Whitten was employed by the 
15th and after 
intensive study of Asso- 
ciation work at headquarters entered on 
his duties as field representative for the 
Eastern Division the first of January. 
Mr. Whitten is now at work in New 
England and will probably be in that 
territory for several months, although 
he will adapt his schedule from time to 
time to the best needs of his entire ter- 
ritory. 

Arthur P. Peterson, who has been the 
eficient secretary of the Minnesota State 
of Electrical Contractors 
and Dealers for several years, will enter 
upon his duties as field representative 
in the Central and Mountain territory 
on the first of February. 

L. O. Whitten is unusually well fitted 
for his position as field representative 
and brings into his work a good knowl- 
edge of industrial engineering and busi- 
ness efficiency which will be of great 
value in his helping the members with 
their individual problems. 

Mr. Whitten was for a number of 
years connected with the Matthews En- 
gineers, Incorporated, of Boston, and 
during the past two years has been a 


can be found to 


Association on December 
several weeks’ 


Association 


director of the company, and in charge 
of all factory installation. Mr. Whitten 
is an veteran, having served 
for over a year in France in the medical 
corps. 


overseas 


He has a very pleasing person- 
ality and a sincere winning way of ex- 
plaining his subject, and we feel cer- 
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tain that he will soon become a very 
popular and welcome visitor among the 
members. 

Mr. Peterson has had a varied ex- 
perience. He is a graduate of the Uni- 





L. O. Whitten 


versity of Minnesota, College 


of Engi- 


neering, and the Harrington Emerson 
Institute of Efficiency. He has also 


studied the works of several authorities 
on the various phases of factory man- 
agement and industrial organization. 
For four summers during his univer- 
sity experience Mr. Peterson did sales 





Arthur P. Peterson 


work for the Current Literature Pub- 
lishing Company of New York, three 
of which he had charge of the com- 
pany’s student salesmen from the Uni- 
versity of Minnesota. 

After being an instructor in radio 
telegraphy at the William Hood Dun- 
woody Institute, Minneapolis, he re- 
signed to go to the South Dakota State 
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School of Mines as a radio expert, f, 
entered the employ of the Electric Ma. 
chinery Company of Minneapolis, ang 
held the positions of assistant to the 
service engineer, secretary to the gen- 
eral manager, and service engineer, te. 
spectively. A temporary connection was 
made as engineering assistant to the 
chief engineer of the Tri-State Tele. 
phone and Telegraph Company. 

Mr. Peterson spent three years as an 
instructor at the University of Minne. 
sota in the department of drawing and 
descriptive geometry before becoming 
secretary of the Minnesota State Asso. 
ciation of Electrical Contractors and 
Dealers, and the Minneapolis and S$. 
Paul District Associations, which posi- 
tions he held prior to entering the work 


of the A. E. I. 


A. E. I. Special Committee 


A special committee of the Associa- 
tion of Electragists was appointed at 
the last Executive Committee meeting in 
Cincinnati to study the recommendations 
made by Special Representative Lau- 
rence W. Davis in his report before that 
body. 

Studies of the recommendation were 
made by the committee and a meeting 
was called at Headquarters in New York 
City on January 5 to consider and act 
upon these recommendations. Those 
present were as follows: P. H. Jaehnig, 
chairman, James R. Strong, Laurence W. 
Davis, Farquson Johnson. The other 
members of the committee, J. C. Hatzel 
and L. K. Comstock, were unable to 
attend, but they both have approved the 
committee report. 

It was decided to establish a research 
department under the title of “Depart. 
ment of Promotion and Development” 
with Mr. Davis in charge. 

It was reported that the work of re- 
vising = Data Book of the Association 
is now in process and it is hoped that 
the new ie will be ready within 4 
short time. 

The committee agreed that a census 
of our members should be taken and 
the character of their business shown 
on the membership list by symbols, as 
follows: 

FE—Contractor-dealer with store 

C—Contractor without retail store. 

D—Dealer doing no c ‘struction W' rk. 

R—Snecializing in residence wiring. 

M—Operates a motor repair shop. 

’-—Displays lighting fixtures. 

Other activities which will be taken 

up by the new department are 4 ol- 


lows: 
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1, Collecting, analyzing ana listing the 
euecessful activities cf local associations, 
and publication of a complete hand book 
with constructive several 
years’ work. 

"9 Systematic correspondence with local 
and state ass‘ ciation « ficers to keep closer 
contact with their work and our members 


programs tor 


interests. , a 
, Promote and direct Divisional meet- 


ings in all Divisions. 

4 Study of the development of the con- 
tracting business with special attention to 
costs and overhead. 

s Study of the developments of mer- 
chandising, with special attention to practi- 
cal systems for servicing electrical devices. 

6. Education of both contractors and 
dealers to prepare sys.-ematic plans and 
budgets for dev eloping their business. 

- Study of the residence wiring prob 

a = . . ° - 
lems with efforts to direct it into improved 
channels; and to work out plans for suc- 
cessful residence wiring campaigns in co- 
operation with the central stations. 

It was recommended by the commit- 
tee that these activities be taken up as 
soon as the finances of the Association 
would permit and that the field men 
be instructed immediately to collect 
such information as would help towards 
carrying out this work. 


Executive Committee Meets 


It is expected that the coming semi- 
annual meeting of the Association of 
Electragists’ Executive Committee will 
undertake work of far reaching impor- 
tance to the electrical industry. Two 
day sessions on March 14 and 15 will 
he held at the Building Trades Club, 34 
West 33d Street, New York City—not 
at Association Headquarters as in the 
past. 

Coming as it does immediately follow- 
ing the public hearing on the National 
Electrical Code in New York City on 
March 12, thoses who are present at 
this hearing may easily arrange to at- 
tend the Executive Committee meeting. 

In accord with the new constitution 
and bylaws of the A. E. I. the commit- 
tee will be represented by eleven mem- 
bers instead of nineteen as formerly, and 
this should make for more expeditious 
handling of all matters. The meeting 
is open to all electragists and to the 
public as well. 


Wisconsin Meeting 


The annual convention of the Wis- 
consin State Association of Electragists 
was held at the Hotel Pfister, Milwau- 
kee, on January 24-25-26. An interest- 
mg program was provided with enter- 
lainment features for the ladies as well 
as for the male attendants. 

F. A. Coffin, general sales manager 
of the Milwaukee Electric Railway and 
Light Company, spoke on the subject, 
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“Problems of Mutual Interest to Cen- 
tral Stations and Contractor-Dealers.” 
K. A. McIntyre, special representative 
of the Society for Electrical Develop- 
ment, took as his subject on which to 
talk, “Business Development.” 

John A. Clark, of the Westinghouse 
Company, presented a paper on “Small 
Motors as a Merchandising Possibility 
for the Electragist,” while the two well 
known characters Harry Kirkland and 
Dick Turpin spoke on other topics re- 
lating to the carrying on of successful 
business in the electrical industry. 

P. F. Parker, president of the Radio 
Corporation of America, gave a talk 
on the “Merchandising of Radio.” 
Laurence W. Davis, as manager of the 
newly formed Department of Promo- 
tion and Development of the Association 
of Electragists, set forth “Some Reme- 
dies for the Present Ills in the Electra- 
gist Business.” 

In addition to these speeches Dr. 
W. T. Dorward, a well known lecturer 
in the middle west, presented an ad- 
dress, “The Master Key.” The fact 
that Dr. Dorward is a Scotchman is 
sufficient explanation of the ever pres- 
ent humor he displayed in his talk and 
which was worth the time and expense 
of going miles to hear. 

On the opening night a theater party 
was given the ladies and gentlemen. 
The second afternoon, after having 
lunch at the Milwaukee Athletic Club 
as guests of the Association, the ladies 
were taken to a matinee, and at night 
the big banquet and dance took place 
for all in the Fern Room of the head- 
quarters hotel. 

During the business sessions the two 
important topics to be discussed were 
the revision of the Association’s con- 
stitution and bylaws and the proposed 
new state licensing law. 


A. E. I. Committee Nominees 


Following nominations have been made 
for committee chairmanships of the Ex- 
ecutive Committee, Association of Elec- 
tragists, subject to approval at the meet- 
ing on March 14 and 15: 


Architects, Clyde L. Chamblin, 687 Mis- 
sion St., San Francisco, Calif.; Code, A. 
Penn Denton, 17th and Oak Sts., Kansas 
City, Mo.; Conventions and Meetings, 
James R. Strong, 526 West 34th St., New 
York City; Cost Data, Arthur L. Abbott, 
182 East 6th St., St. Paul, Minn.; Credit 
and Accounting, Arthur L. Abbott, 182 
East 6th St., St. Paul, Minn.; Electragisis’ 
Data Book, Jos. A. Fowler, 1o S. 2nd St., 
Memphis, Tenn.; Engineers, C. C. Carter, 
739 Hastings St. W., Vancouver, B. C.; 
Legislation, E. C. Headrick, 89 Broadway, 
Denver, Colo.; Liability Insurance, Jos. A. 
Fowler, 10 S. 2nd St., Memphis, Tenn.; 
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Membership, James R. Strong, 526 West 
24th Street, New York City; Publication, 
R. A. L. Gray, 85 York St., Toronto, Ont.; 
Standardization, L. G. Ross, 1305 Tower 
Ave., Superior, Wis.; Trade Policy, W. 
Creighton Peet, 7o East 35th St. New 
York City, and U. S. Chamber of Com- 
merce, L. K. Comstock, 21 East 4oth St., 
New York City. 

The list of these committees showing 
the name and address of the respective 
chairmen will be printed each month on 
a separate page for that purpose. It 
is urged that this committee work be 
kept constantly in mind and the chair- 
man advised of any development right- 
ly coming up for his attention. 


Get What’s Due You 

The Manual of Estimating is a neces- 
sary adjunct to every contractor-dealer 
business. Like a desk or a bureau in 
the home it is indispensable when once 
installed. 

It is copyrighted and published by 
the Association of Electragists, and 
since it is released only to members in 
good standing of that body it behooves 
every nonelectragist to join the Asso- 
ciation and those that are in arrears in 
dues to pay up promptly and get what’s 
due vou. 


Electrical Conference 

An electrical conference was held in 
the Musical Fund Hall, Philadelphia, 
on Thursday night, January 18. Mat- 
ters of daily importance were taken up 
in order to promote more and better 
business in all branches of the electrical 
business. 

Charles J. Russell, vice president and 
general commercial manager of the 
Philadelphia Electric Company ad- 
dressed the meeting on the subject, 
“The Wireman and His Central Sta- 
tion.” He used lantern slides and mov- 
ing pictures to illustrate the important 
points of the discussion. Joseph G. 
Crosby, of the Whalen-Crosby Electric 
Company, Philadelphia, outlined how 
to conduct an electrical contracting 
business successfully. 


S. E. D. Expresses Goodwill 

A message of goodwill was received 
from the Society for Electrical Develop- 
ment in behalf of the codperation rend- 
ered it by the electrical trade press. 
The message bore the signature of the 
newly appointed secretary, J. Smieton, 
Jr., who advised that such expression 
had been voted by the board of directors 
after the reading of the assistant to the 
president’s semi-annual report in which 
the matter was called attention to. 

































































































Talk Up a New Field 
By G. L. BEAVER 


How the Electragist Can Aid His Own 
Business—Opinion of G. E. Expert 


Someone has made the statement that 
the electragist is the doctor of electricity 
for his community; and while it may not 
be that the average contractor-dealer has 
his name followed by the remainder of 
the alphabet in capital letters inscribed 
on a shingle suspended above his store 
entrance, it is nevertheless true that the 
average citizens of our smaller towns 
look to their electragist for counsel and 
euidance in matters electrical. 

[The members of the medical protes- 
sion are not only interested in making 
repairs to our human mechanisms when 


required, but are also much more con- 


cerned in the advancement of public 
sanitation and other measures for the 
improvement and safeguarding of the 


public health. The doctor of electricity 
is not fulfilling his entire responsibility 
to his community if he is content only 
with the repair of burntout appliances. 

The electrical of established 
standing in the community should also 


doctor 


he interested in safeguarding the public 
interest by striving to put to work in 
his town as many as possible of the best 
and most modern electrical servants in 
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order that his townspeople may realize 
the maximum of health, safety, and 
comfort. 

\side from the use of household ap- 
pliances in their individual homes there 
is probably no one electrical matter 
which is of more general interest to the 
of the smaller town than the 
proper lighting of the streets. The bene- 
fits of properly illuminated streets ac- 
crue to all alike, and it is 
from the pockets of these residents that 
the money for the installation and op- 


citizens 


residents 


eration of their street lighting equip- 
Good street light- 
ing is therefore one matter of general 
interest that the local electrical doctor 
can talk up to his fellow townsmen. 


ment must come. 


Two instances have recently come to 
my attention where electrolier systems 
are being installed, or are to be in- 
stalled, in small towns, due largely to 
the efforts of the local electrical docs 
in doing the early promotion and mis- 
work. Paul Keller. dealer in 
Concord, Contra Costa Company, Cali- 
fornia, a town of approximately 2,000 
inhabitants, talked it up with the re- 
sult that his town is just completing an 


sionary 


extensive electrolier system. 
Mr. Keller was a member of the town 
hoard of trustees and helped to sell the 


When the 


idea to his fellow members. 
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proper time came he enlisted the sery. 
ices of specialists, representatives of the 
jobbers and the electrical manufactyy. 
ers, and the rest was easy. His last rp. 
port states that people living on tke 
side streets, not included in the original 
layout, are now clamoring for those ney 
street lights. 

In Hayward, Alameda County, Cali. 
fornia, a community of approximately 
3.900, Jack Vieux, local electrical doe. 
tor. talked it up for over a year, He 
assisted in the 


Club, 


street lighting 


organization of a local 
arranged for talks on 
by the jobber’s repre- 


’ 
Boosters 


sentatives, and got the Chamber of Com. 
merce interested. The result was that 
when the matter came before the town 
board of trustees the town was sold on 
the idea of an electrolier system, and it 
only remained for the city engineer to 
select the equipment best suited to its 
needs. 

What direct benefits can the electra- 
gist expect from street lighting improve- 
ments ? 

First, the possibility, if he is inter- 
ested, in securing a good installation 
contract and perhaps a new lamp con- 
tract in with the new 
electrolier system. Second, and perhaps 
of more importance, experience indi- 
cates that increasing the intensity of il- 


connection 











































































































| 
kig.|1 
Ys yire me pt 
‘a j .s i| 
7 Te { }BUILDING PERMITS |105 CITIES 
' H A TY A 
a IX WAL 4A}: N ] Wied 1! WA/ 
wo" / iM nN 
1 i ' 'y : ’ : 
i ; i \ H : 
: : \ af | Normai| Line! 
' 4 } i 
\ ‘BUSINESS INDEX | 
' ‘ ‘ A t\ —— : \ i | \ 
if f AG Vie fi Phe ¥ \ Sa 
ii ' Vy HN in 1 \ , ° \} } 1 \ I \ | 
wh A H ‘ H H \ \ H f 
ay | H j \} ' : eis 
Y | \ | 
| a 
Fis.|2 ‘ | | 
SALES 
NG 
| | 
T —- | ‘ ‘ ¢ P pa * ns ‘o_ as } 990) 1921 | 1922 
1906 | 1907 | 1908 | 1909 | 1910 | 1911 | 1912 | 1913 | 1914 | 1915 | 1916 | 1917 | 1918 | 1919 | 192 S21 | be) 























Showing building permits by months for 105 cities from 1906 to close of 1922, as charted by the Frank Adam Electric Com- 


pany of St. Louis. 


The solid line represents estimated normal requirements for each year. 
years 1906-7-8 was close to normal, and above normal for 1909-10-11-12. 
far below normal that there is now an estimated shortage of 2 14 years of normal construction. 
general business conditions, fluctuating above and below normal, and represents the business cycle. 


Building construction for the 


Since 1904 building construction has been 5° 


The dotted line is an index of 
The downward tre 


in building construction precedes the downward trend of general business, and the revival of the construction industry like- 


wise precedes the revival of general business. 
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ypination on the streets causes an im- 
nediate demand for better store and 
window lighting and more and better 
Jectrical display signs, all of which 
yean lamp business and wiring con- 
tracts. 

‘Therefore for the advancement of 
the electrical art, the welfare of their 
for one 


own and their own business 
other 


eason or for all, as you please— 
‘cal doctors of electricity may do well 
. follow the example set by “Doctor” 
Keller of Concord and “Doctor” Vieux 
‘Hayward in talking up a matter which 
afhand might not seem to be within the 
province of an electragist—the prope 
chting of the town streets. 


‘ 


hath 


Optimistic Notes 
Jovous optimism is being noted in 
many quarters with reference to 1925 
ssinees. Howard Foley, down Wash- 
inoton way. states that from present in- 
dications this will be the best year his 
company has ever had. H. L. Walker 
of Raleigh, N. C., another electragist. 
writes that contracts are being signed 
by his concern these days faster than 
Childs restaurant in New York can flip 
He is completely equipping 


pancakes. 
high public 


electrically several 
shool buildings in his city. 


and 


Unprecedented volume of electric 
leaner business is reported by The P. 
\. Geier Company, Cleveland, for the 
losing months of 1922 and the begin- 
ning of the new year. “Not even in the 
times of greatest prosperity have we ex- 
perienced such heavy buying,” states F. 
]. Gottron, general manager of the com- 


pany. 


Reviews Engineering Feats 
The past year has witnessed the same 
remarkable contributions to the world 
in engineering from the engineering 
headquarters of the Westinghouse Elec- 
trie & Manufacturing Company in East 
Pittsburgh which have characterized the 
activities of its engineers in the decades 
which have gone before, according to 
H. W. Cope, assistant director of en- 
gineering, in an annual review of the 
company’s engineering achievements. 
The electrical art is subject to con- 
‘ant change and improvement, notwith- 
sanding the great strides which have 
been taken in the past- New fields of 
vestigation and development, such as 
those typified by the introduction of 
radio engineering, are being evolved 
‘t carrying on those things which have 
“en produced heretofore. 
€ year 1922 witnessed many things 
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which will add to the comfort of man- 
kind and make the world a better one 
in which to live. In some instances. 
this has been accomplished by the in- 
troduction of new devices and knowl- 
edge, while in others, the benefits will 
come indirectly through improved eco- 
For 


introduction of 


conditions. instance 
the 


cient machinery which will conserve the 


nomical 
through more efhi- 


nation’s natural resources, 


Improved Wiring Resulis 


Field Representative of Denver League 
Makes First Report 

An analysis of the field activities of 
the Denver Electric League’s outside 
representative, Frank J. McEniry, since 
his appointment last November discloses 
many noteworthy points of interest to 
every member of the electrical industry 
in that city. 

Within time the 
held representative contacted the build- 


almost a month’s 
ers of approximately 55 homes in north. 


east, and south Denver. In some few 
instances he dealt with builders of in- 
dividual homes, but more frequently 
with builders, 


and real estate dealers each of whom 


conferred contractors, 
plan constructing as many as three to 
eight homes in the next few months. 
Briefly. he talked electricity and con- 
venience outlets to 13 builders who now 
are constructing 34 homes, averaging 
Although it would be 
impossible to cite exact figures at this 


five rooms each. 


time showing have been 


what gains 





made in the installation of additional 
outlets and improved wiring in these 
homes, it is estimated these builders 
will provide from four to five additional 
convenience outlets in each new home. 
Before they were approached they most 
likely would have limited their wiring 
jobs to an average of one or two outlets 
in each new home. 

In addition to the 13 builders of 34 
homes. Representative McEniry inter- 
viewed 14 builders who virtually have 
completed the construction of 21 homes 
These latter 

occupancy 


in all parts of Denver. 
homes will be ready for 
soon. Provision was made in most of 
these homes for one and two conven- 
ience outlets. 

Of these 14 builders of 21 completed 
homes, approximately 10 are planning 
construction of more dwellings and 
have promised to provide convenience 
outlets for the most part, in kitchens, 
dining and living rooms, and in numer- 
ous cases, halls and bedrooms. 

Generally speaking home builders in 
Denver are receptive to house wiring 
arguments. It goes to prove they gen- 
erally will entertain any suggestions 
which will boost values of their homes 
and enable them to more readily find 
a purchaser. They are commencing to 
realize that electricity is just as essen- 
tial in modern homes as plumbing, heat- 
ing, ventilation, ete. 

One argument which seems to win the 
greatest favor is that every dollar spent 
in the electrical equipment of a home 
$4.00 to its Investment 


adds value. 


Here Were Some of the Exhibits Shown at the Recent Electric Show in Columbus, O 


Attended by 10,000 People 


*? 
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builders of homes are on their toes to 
add the latest touch of modernism if 
the cost is not prohibitive. 

Past experience has shown that many 
investment and individual home build- 
ers are inclined to cut the corners on 
most house wiring jobs if possible to 
save money for other and frequently 
less important essentials. 

On the other hand some builders are 
readily receptive to any 
looking to more adequate house wiring 
but an alarming number are adverse to 


suggestions 


anything which tends to encourage in- 
creased use of electricity. In contact- 
ing this latter group of builders it first 
becomes necessary to break down any 
resistance which may manifest itself 
and then win the absolute confidence 
and goodwill of the person concerned 


before boosting convenience outlets, 
better and more wiring, improved 
illumination, and _ otherwise obtain 


definite gains for the electrical industry 
generally. 

Once the interest of the individual 
concerned has been developed it then 
remains for the electrical contractor to 
follow up closely the results obtained 
by the field representative. By so doing 
he cashes in on the special market which 
has been developed through coéperative 
effort. 

Extensive building operations of 1922 
will continue in 1923. The volume of 
work will warrant adequate profits pro- 
vided the contractor sells a quality job 
and does the work for a legitimate price. 
Volume of work means little when there 
are no net profits. One job properly 
figured to carry a profitable margin is 
better than a score of jobs coming from 
cheap competition. Salesmanship will 
sell and it will be found much easier 
to do better, more complete, and higher 
quality jobs if the proper follow up 
will be maintained after the League 
has done its missionary work. . 


Electragist for Trophy 


Many other qualifications beside be- 
ing the silver tongued orator of the 
south are noted in the life of one Joseph 
A. Fowler of Memphis, Tennessee. 
They’re too numerous to mention here. 
but the fact that he has been picked as 
the likely candidate to receive a distin- 
guished civic trophy evidences in pub- 
lic matters the value of his personal ac- 
quirements, 

Under the heading of Nominees at va- 
rious intervals the Memphis News 
Scimitar prepares and prints a writeup 
of certain individuals as candidates for 
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the civic trophy being offered by that 
newspaper to the person deemed most 
prominent in the advancement of the 
city’s interests. Between twenty-five and 
fifty names will have been presented 
when the prize is awarded by a commit- 
tee of civic club presidents, it is re- 
ported. 

Who is Joseph A. Fowler? Why, 
why, think a minute. Of course he’s 
the man that represents the Southern 
Division on the Executive Committee of 
the A. E. I. So all together now, every- 
body, three cheers for him! And we 
hope he gets the trophy. 





Society Field Work 

Kenneth A. McIntyre of the staff of 
The Society for Electrical Develop- 
ment, started early in January on an 
extensive trip to visit about seventeen 
different cities throughout the United 
States and Canada. Mr. McIntyre will 
visit these communities with the speci- 
fic object of carrying out the Society’s 
obligations to the industry as implied 
by the Robertson resolution adopted at 
the conference of local electrical co- 
operative organizations at Association 
Island last September. 

His services will be available to local 
electrical leagues and clubs for meetings 
with the executives or governing com- 
mittees, for the purpose of discussing 
the best methods of effectively carrying 
on local codperative work through the 
interchange of experiences of the various 
leagues throughout the country. 

He will also address the industry 
where meetings are arranged for the 
purpose of stimulating interest in local 
work and offering firsthand information 
of activities in other communities. 

It is also Mr. MclIntyre’s purpose to 
call on Society members and acquire in- 
formation regarding their problems and 
suggestions as to ways and means by 
which the Society can increase the value 
of its activities. 

Local newspapers will be visited 
wherever possible and the operation of 
the Society’s weekly news and educa- 
tional copy service explained and ef- 
forts made to interest editors in the 
use of this material. 

It is the desire of the directors of the 
Society that its services shall be made 
of greatest possible value to the indus- 
try as a whole. and to this end in all 
of its field work the plans of the Joint 
Committee for Business Development 
will be explained, together with the part 
the Society is filling in this program. 

It is hoped that this work of the So- 
ciety will aid materially in broadcasting 
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the message to the industry to Electrify 
and thereby add to the effectiveness yig, 
which the public is being taught to p, 
It Electrically. 


Goodwill Advertising 


In a series of advertisements in the 
Moline Daily Dispatch, the Tri-Ciy, 
Electric Company of Moline, Ilinois 
ran one advertisement, two columns jy 
width by 11 inches in length setting fo; 
the electragist and emphasizing the 
value of goodwill. A paragraph on 
Reputation, written by W. J. Ball, map. 
ager of the company, reads as folloys: 

The man who builds and the man why 
buys are both beneficiaries of a good 
reputation. To the one it is a continy. 
ous spur and an incentive—to the other 
the strongest of all guarantees that what 
he buys is worthy. 

We sometimes speak of winning a 
reputation as though that were the final 
goal. The truth is contrary to this, 
Reputation is a reward, to be sure, but 
it is really the beginning not the end of 
endeavor. It should not be the signal 
for a let down, but rather a reminder 
that the standards which won rezogni- 
tion can never again be lowered. From 
him who gives much—much is forever 
after expected. 


Hold Series of Exhibits 


The recently organized bureau of ex 
hibitions of The New York Edison Con: 
pany under the auspices of which all 
future specialized exhibits by the com- 
pany are to be held has announced a 
schedule of seven shows to be held for 
several months ending in June. These 
seven shows will cover electric signs, 
electric heating, household equipment, 
electro therapeutics, ventilation and re- 
frigeration, and electric trucks. 

All the displays will be in the shov- 
room of the company in New York City 
and will be free to the public. As with 
previous shows of this sort, the ex 
hibits are by invitation and there are 
no sale of space to exhibitors The 
electric sign is the first of the series. 
It is being held during the week ol 
January 29-February 3. The other 
shows scheduled are as follows: 

Heating—Feb. 19 to 24. 

Washing Machines, Ironing Machines a7] 
Dishwashers—Mar. 12 to 17. 

Power, Ventilation and Refrigerati— 
April 2 to 7. ‘ 

Electro Therapeutics—April 23 t0 28. 

Vacuum Cleaners and Floor Machines~ 
May 14 to 19. y 

Electric Trucks, Cars and Accessor” 
June 4 to 9. 
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Coming Conventions 
\ catalog of convention dates for the 


nonths of February and March is as 
follows: 
February 
43—-New Mexico Electrical Associa 
- Albuquerque, New Mexico. Charles 


Twogood, Secy., Albuquerque, New 


aE 
vty ig Electrical Supply Jobbers’ Associa 
~ (Central Division), Chicago, III. 
ceanklin Overbagh, Gen. Sec’y, 411 South 
Clinton St., Chicago, Ill. : ie 
~ —Flectrical Supply Jobbers’ Association 
antic Division), New York, N.Y. E. 
Honald Tolles, Sec’y, 165 Broadway, New 
\ rk, N. : 2 P - . z 
14-16—American _Institute of Electrical 
Engineers (Mid-svinter Convention), New 
York, XN. Y. F. L. Huschinson, Sec’y, 29 
\\ est 39th St., New York. ' ie 
it-2g—Home Builders’ Exnosition, Ok 
toma City, Okla. H. G. Eastban, Sec’y, 
Liverty National Bank Bldg., Oklahoma 
City, Okla. é 
=22—Universal Exposition of Inven 
r ns and Patents, Grand Central Palace, 
New York, N. Y. (Auspices: Universal 
Patent Exposition Corp.) A. B. Gale, 
Vice-Pres. 110 West 4oth St.. New York, 


NY. 
March 


12-13-14—Oklahoma Utilities Association, 
Oklahoma City, Okla (Fifth Annual Con 
vention). (To be held in conjunction witt 
Southwestern Division of N. E. L. A.); 
0. D. Hall, Sec’y, 1106 First National Bank 
Bldg. Oklahoma City, Okla. 
14-15-16—Southwestern Div. N. E. L. A., 
Oklahoma City, Oklahoma. (In conjunc 
tion with Oklahoma Utilities Association.) 
S. J. Ballinger, Sec’y, San Antonio Pub. 
Service Co., San Antonio, Texas. 
16-17—IIlinois State Electric Association, 
Chicago, Ill. R. V. Prather, Sec’y, 305 
Mine Workers’ Bldg., Springfield. II. 
19-24—The Hiome Beautiful Exposi- 
tion, Scranton, Pa. H. A. Dickworth, 
Sec’'y, Corn Exchange Bldg., Scranton, Pa. 
22-23—Wisconsin Utilities Association, 
Milwaukee, Wis. Headquarters, Hotel 
Piister, J. N. Cadby, Sec’y, 445 Washing- 
ton Building, Madison, Wis. 

24-31—Own Your Home _ Exposition, 
Chicago, Ill. Manager, 111 West Jackson 
Boulevard, Chicago, Ill. 


New League Plans 


Cleveland Group Recommends 
Divisions of Industry 


Four 


After having successfully conducted 
a special educational and commercial 
program for the past two years. it is 
the unanimous opinion of not only the 
oficers and directors but of every active 
member of the Cleveland Electrical 
League that the development work 
should continue throughout the year of 
1923. 

It is the opinion that even more ef- 
fective work can be done by dividing 
the industry into the four natural groups 
or sections as follows: 

The Wiring Section—To include all who 
‘ave to do with the production, insialla- 
ton or distribution of any of the material. 


“iuipment or devices used in connection 
with wiring installations. 
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The Lighting Section—To include all who 
have to do with the production, installa- 
tion or distribution of lighting equipment. 

The Appliance Section—To include all 
who have to do with the produciuon or 
distribution of appliances. 

The Industrial Fower and Heating Sec- 
tion—To include all who have to do with 
the producticn or distribution of power and 
electrical heating equipment. 

Under this arrangement it is the plan 
to provide a special program for each 
section, so that each subscriber or mem- 
ber can, depending upon the nature of 
his business, contribute toward the part 
of the leagu2’s program which will be 
most beneficial to the member. 

It is reported that Cleveland had 65 
electric homes exhibited in 1922. The 
three homes in 1921 were operated at 
a cost of approximately $15,000. On 
the fourth home the builder paid 25 
percent of the expense and on the fifth 
home the builder paid all of the ex- 
pense. In addition to the fourth and 
fifth homes, which were operated by the 
league, there were two homes exhibited 
by individual builders in codperation 
with two contractor-dealers. 

In addition builder exhibited 
forty-three electric homes and another 
builder exhibited eighteen electric 
homes. All of these homes, the forty- 
three and eighteen, had wiring and 
lighting installed according to recom- 
mendations from the league. In each 
case only one of the houses was fur- 
nished and equipped with electrical ap- 
pliances but all were advertised as elec- 
trical homes and were exhibited to the 
public. 

During the past year the league made 
recommendations for wiring on 300 sets 
of home plans—recommendations called 
for an average increase of 23 outlets 
per house. A check on some of these 
houses shows an increase of 50 percent 
over the number of outlets that had 
been recommended by the architect be- 
fore plans were brought to the league. 
In the case of the forty-three houses, 
the builder was persuaded to install 17 
additional outlets in each house, making 
a total of 731 additional outlets which 
were sold with but little effort. 

A survey in 1921, showed that 13,550 
Cleveland homes had an average of 31% 
convenience outlets per home. A recent 
check on more than a hundred homes 

in various parts of the city shows an 
average for houses with from five to 
eleven rooms, of 10.2 convenience out- 
lets per home. 

One builder who built 360 houses in 
1922 increased the convenience outlets 
from 3 to 10, or a total increase of 2,520 
outlets. Without considering addi- 


one 
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tional switch and lighting outlets, it is 
reasonable to assume that the average 
increase in new houses has been at least 
seven outlets per house; then for a to- 
tal of 6,000 new homes built in Cleve- 
land in 1922, the increase in outlets 
would be 42,000. 

In connection with the 1922 plans to 
“Make every new house an Electric 
Home,” a special twelve page booklet 
was prepared and 4,000 copies have 
been distributed to architects, building 
contractors, wiring contractors and to 
each person who takes out a permit to 
erect a dwelling building. 


That Window Trim Service 
How Chicago Edison Company Carries it 
on for Dealers’ Benefit—Progress 
Noted 
Apparent progress is noted in the 
plan and development of the window 
trim service offered by the Commonrn- 
wealth Edison Company of Chicago to 

electrical dealers in its territory. 

During the last six months weekly 
dinner meetings were held at which it 
was endeavored to present instructive 
and practical ideas of salesmanship and 
retail merchandising. The company 
hopes to be able to hold such meetings 
throughout this year about twice a 
month. Practical demonstrations of dis- 
play methods are made at these meet- 
ings. One plan devised is the construc- 
tion of a full sized window with which 
merchandise is displayed to show ex- 
amples of bad as well as good methods. 

An arrangement has been made 
whereby dealers can secure trading 
stamps under the same coupon plan as 
used by the Commonwealth Edison Com- 
pany. These stamps are given out by 
merchants and have a tendency to in- 
crease the attendance in stores. 

The dealer can redeem the stamps 
and coupons under the same conditions 
as obtain in the practice of the Edison 
Electric Shop. These coupons cost him 
2 percent of the gross value of the mer- 
chandise on which he gives out cou- 
pons. The coupons which the dealer 
redeems are picked up by the Edison 
company and turned in to the Profit 
Sharing company and credits for mer- 
chandise are issued to the dealer at a 
rate of $1 for each 1,000 coupons. 
These credits are the same as cash on 
the purchase by them of appliances from 
the Profit Sharing Company. 

If any dealer desires to sell the same 
washing machines and vacuum cleaners 
as are handled by the Edison company 
he may do so under a time payment 
plan. The Edison company will col- 
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lect all deferred payments on the cus- 
lighting bills. The 
also spread on_ its 


tomers’ monthly 
Edison company 
lighting bills the time payments of other 
appliances but it does not assume re- 
sponsibility for the final collection of 
these accounts. In a delinquent case 
the dealer is notified and must take some 
steps to see that the bill is paid. In 
this connection the names of dealers 
handling this class of merchandise are 
featured in the advertising matter in the 
daily newspapers covering washing ma- 
chines, vacuum cleaners, and special 
campaign articles handled by them. 
Dealers collect light and 
power bills at their stores. This ar- 
rangement is made through the medium 
of the local electrical contractor-dealers’ 
the 
for the necessary bonding of the dealers. 
The Coupon Profit Sharing Company 
the 
coupon plan and experienced in retail 


electric 


association, association arranging 


furnishes a salesman trained in 
merchandising that visits their places 
the 


dealers in every way to improve thei 


of business regularly and assists 


merchandise displays and sales. Some 
of the service rendered is furnishing 
hand lettered display cards, paper and 
cloth The 
dealers are assisted in canvassing theit 
particular neighborhood for the sale of 
merchandise and also have a window 


banners, price tags, etc. 


trimmer visit them when requested. If 
they use newspaper advertising they are 
helped in preparing copy and are as- 
sisted in addressing the envelopes for 
the delivery of advertising matter to 
local users of electricity. 

This program of window trim and 
other service is given in order to help 
the dealers place their business on a 
In time it is felt 
needed, 


better business basis. 
that this service will not be 
when the dealers have sufficient knowl- 
edge of the work. 


New York Luncheon 


An enjoyable luncheon meeting was 
held in New York City on Wednesday, 
January 10, at the Engineers. Club in 
honor of J. S. Tritle, the mer- 
chandising manager of the Westinghouse 


new 


Company. 

Samuel Adams Chase was master of 
ceremonies, and what a master he 
proved to be. The menu was delightful 

ah, indeed, most delightful. The be- 
loved Sam promised each guest he 
would not be called upon to speak as 


the purpose of the meeting was not to 


listen to formal speeches but just a 


After 


little party for Mr. Tritle’s sake. 
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adjournment, however, it was found 
that this part of the program had not 
been followed to the letter. But every- 
body had a good time anyway; what 
else mattered? 


S. E. D. Adds to Staff 

In order to encompass the far reach- 
ing program laid out for the year by its 
directors, The Society for Electrical De- 
velopment has made several additions 
to its staff. 

Albert Kapteyn, a man of wide edu- 
cation and experience along engineering 
and other lines, joined the Society ai 
the close of 1922. His work with the 
Machine and Air-Brake 


Companies, supplemented by consider- 


Westinghouse 


able experience in export work, espe- 
cially fits him for the making of orig- 
inal the preparation of 
for the Society. 


studies and 


booklets 
W. W. 


knowledge gained from an extensive ad- 


Ayre brings to the Society 


vertising and publicity training. He 
has successively and successfully filled 
positions with the McGraw-Hill Com- 
pany, the advertising department of the 
Western Electric Company; Tucker Ad- 
vertising Agency, in the copy and pro- 
duction department, and was more re- 
cently managing editor of the Pulishers’ 
Autocaster Service in New York. His 
work with the Society will be on the 
preparation of advertising and mer- 
chandising suggestions, and the writing 
of booklets and monographs on elec- 
trical subjects. 

and fostering 
work, the 
sought the services of Mrs. Harriett C. 
She is a graduate of Pratt 
Institute, household science department; 
American H. E. Asso- 
former director of the Home 
Economics School at Chautauqua; late 
field editor of Modern Priscilla; mem- 


To assist in organizing 


home economics Society 


Emmons. 


member of the 
ciation: 


ber of many women’s business clubs. 
With a general business experiencing 
extending over many years, Mrs. Em- 
mons seems eminently fitted for the 
work for which she has been engaged. 

As a much needed:link man to con- 
tact with newspaper editors and man- 
agers, to assist them and the industry in 
seeing that the public receives authen- 
tic information about things electrical, 
the Society’s choice fell upon W. S. 
Sands. 
in the advertising and publicity fields, 
making commercial surveys for leading 
agencies, as editor of a market condi- 
tion summary, and manager of the mer- 
chandising service department of The 


From his previous experience 
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Springfield Union, Mr. Sands should ® 
invaluable and the industry may ex. 
pect its message to be more effectively 
broadcasted with beneficial results 4 


all. 


On Selling the Architec 


A True Instance When an Unu 


ment Persuaded — Argu- 


: An interesting conversation took place 
in the office of a leading Cincinnat; 
architect who could not quite see re 
necessity of being particularly inter. 
ested in luminous equipped switches and 
sockets, etc. He admitted the usefulness 
of luminous material but possibly wy 
cause he had so many new things put 
up for his attention, used the time 
honored “Well, I haven’ 
seen them used in very many places so 
far.” 

Just at this time the telephone rang 
and he was called away a moment and 
the salesman had to wait until he y 


argument, 


as 
through before he could answer the ar. 
gument. While waiting, his gaze fell 
upon a framed picture of a rather large 
hotel standing on what was intended to 
represent the busiest corner of the city. 
After the usual manner of such draw- 
ings, the foreground was represented as 
consisting of two intersecting broad 
avenues filled with vehicles and ap- 
parently no other buildings within a 
thousand miles. 

Directly in front of the main entrance 
were beautifully equipped Vic- 
torias each drawn by a pair of prancing 


two 


horses and driven by a highly uphol- 
stered coachman accompanied by a sinm- 
ilarly attired footman. On both ave- 
nues several more of these now antique 
vehicles appeared, as well as three or 
four horse drawn commercial vehicles. 
Street cars appeared on the avenue in 
such a way as to show only the rear 
platform but they looked suspiciously 
like horse cars. Across the street was 
one lone electric roadster, with its sin- 
ele seat, its curved dashboard and its 
nickel plated steering handle. 

The architect finished with the tele- 
and_ the remarked. 
“That’s a very nice picture and not s0 
I notice your signature on 
‘1 also notice that 


phone salesman 
old either. 
it and the date 1903. 
out of a dozen or more vehicles onl 
one is an automobile.” 

The salesman then started to point 
out the various items enumerated above 
but he didn’t get very far. The archi- 
tect was a man appreciative of modern 
The idea appealed to 
He also visualized that 
tting and 


improvements. 
him instantly. 
same corner with a modern se 
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thought back just as the salesman had 
to the probable feeling of an individual 
in 1903 who was told that in a few 
brief years automobiles would not only 
be common but that horses would be 
nearly obsolete. 

“| think you're right,” said the archi- 
tect, “and | am going to add luminous 
material to my standard specifications 
for electrical devices.” 

This is a true story. What do you 
hink of it? Electragists have similar 
opportunities presented constantly 
yhereby they may make worthwhile 
sales if they keep a sharp lookout for 
the other fellow’s weak points and take 
advantage of them. 


New Use for Appliances 

So far as is known, the manufacturers 
of electric percolators have produced 
and distributed their product for the 
ood and sufficient purpose of filtering 
aqua pura through the crushed coffee 
bean. The result produced is a stimu- 
lating cup of clear coffee. What more 
could anybody want? 

The customer of a modern electrical 
store in the roarinz forties of New York 
City wanted more, and he got what he 
wanted. He purchased the latest crea- 
tion in electric coffee percolators not 
to brew coffee, but to humefy his apart- 
ment. He claims that the modern dry 
heated apartment requires more humid- 
ity than can be supplied by a pan of 
So he fills his 


connects the at- 


water on the radiator. 
percolator with water, 
tachment to the convenience outlet, and 
is supplied with the desired degree of 
humidity, day or night, as he wants it. 
Count another useful 
electric coffee percolator. 

The hair dryer, because it has a hun- 
dred uses other than just that of fluffing 
milady’s locks, has been graduated into 
awider sphere of service by The P. A. 
Geier Company. Its new model machine 
alled the Royal Electric Dryer is to 
be sold as a general utility for house- 
hold and shop. 

“Housewives and other users of the 
dryer have found it so handy for many 
different purposes that we no longer 
feel justified in offering it merely as a 
hair dryer,” said J. L. Mahon, mer- 
“The photog- 
tapher uses it to dry his plates, the 
mother turns to it to dry the children’s 
muddy shoes, or to remove the least sug- 
fstion of dampness from a_ freshly 
toned frock which the little tot must 

at once. 

Was the hair tonic spilled on the 
Messer scarf, or the jam pot upset at 


service for the 


thandising manager. 
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breakfast? A damp cloth and the warm 
breeze from the dryer will save the labor 
of laundering the stained linen. The 
same blast of air removes the moth ball 
taint from garments which have been 
packed away, and banishes any sugges- 
tion of gasoline odor from the suit or 
dress from which a spot has been re- 
moved. 


Decreasing Servants 


The decrease in the number of domes- 
tic servants, as shown by the last cen- 
sus is not due to the shortage of per- 
sons willing to accept this sort of em- 
ployment, according to Edward N. Hur- 
ley, Jr., vice-president of the Hurley 
Machine Company of Chicago. 

“While the census shows that there 
has been a decrease in the number of 
persons listing themselves in the domes- 
tic service classification,” said Mr. Hur- 
ley, “a recent survey of the field force 
of our company shows that more women 
than ever before are doing their own 
household work by preference. This 
is largely due to the increased use of 
electrical conveniences.” He 
ued: 


contin- 


There are now approximately 2,500,- 
000 washing machines of all makes and 
types in use in the United States. While 
the washing machine has been on the 
market for many years, the full appre- 
ciation of this labor saving device did 
not reach its climax until the period of 
the war, when thousands of women left 
domestic employment to go into muni- 
tion factories. 

Back in 1909, there were only about 
3,000 electrical washing machines in 
the United States. Today the Hurley 
Machine Company alone is manufactur- 
ing 12,000 a month. The future possi- 
bilities of the industry are shown by the 
fact that there will be at the end of this 
year 9,500,000 wired homes in_ the 
United States. 


News Notes Concerning Elec- 
trical Contractor-Dealers 


Business Changes, Store Improvements, 
and New Establishments Opened 


Paul H. Jaehnig, Incorporated, an 
electrical supply and contracting busi- 
ness located at 109 Bank Street, New- 
ark, New Jersey, will move to 283 Plane 
Street, where an enlarged merchandis- 
ing department will be established, 

R. E. Rounsaville & Company are 
making extensive improvements to their 
electrical supply and fixture store at 
Tulare. California. Floor space will be 





47 


enlarged and mezzanine floor will be 
erected. 

Fred Kastel, Belleville, Illinois. will 
erect a building at Main and Second 
Streets and will occupy as soon as com- 
pleted. A full line of electrical sup- 
plies will be carried. 

Frank Voelker Electric Company, an 
old established electrical supply busi- 
ness, has established headquarters at 
3610 North Fourteenth St., St. Louis. 
Missouri. Incorporated capital, $10,000. 


Premier Service Corporation is open 
for business at 114 East Third Street. 
Jamestown, New York, where a com- 
plete line of electrical appliances will 
be handled. 

Alexander Radio Company will locate 
at 1003 Pine St., St. Louis, Missouri. 
An extensive line of electrical and radio 
supplies will be handled. Incorporated 
capital, $10,000. Would like good con- 
nections with radio firms and jobbers. 


R. E. Sanders has opened a new elec- 
trical supply and appliance store at 
Madison and Washington Streets, Cam- 
den, Arkansas. 


Gratiot Electric Company is opening 
an electrical supply store at 9206 Gra- 
tiot Avenue, Detroit, Michigan. 


Electric Household Incor- 
porated, will feature electrical appli- 
ances at new store of which Edward 
Karl, 4806 Pabst Street, Milwaukee. 
Wisconsin, and others are incorpora- 
Incorporated capital, $10,000. 


Shops, 


tors. 


Robertson-Cataract’ Corporation, in 
the electrical supply business at Buffalo, 
New York, has bought out the Mohawk 
Electrical Supply Company at 348 West 
Fayette Street, Syracuse, New York, and 
will continue to do business in that city. 

Martin Stelling, Jr., has established 
headquarters at 548 Jones St., San Fran- 
cisco, California, where he will conduct 
an electrical supply and contracting 
business. Estimated worth of concern, 


$10,000. 


Murray-Lash Electric Company is 
opening -a branch store at 124 East 
Long Street, Columbus, Ohio. A full 
line of electrical appliances will be 
carried. 

R. H. Moran & Company are opening 
an electrical supply business at Madi- 
sonville, Kentucky. Incorporated cap- 
ital, $15,000. 


Schlueter Commercial Company will 
feature electrical appliances in new 
store located at Eighth and Market 
Streets, San Francisco, California. 
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Cook & Foster will open an electrical 
supply business at Astoria, Oregon. Es- 
timated worth of concern, $15,000. 


Home-O-Lite Company of which C. 
G. Ognibene, 299 Broadway, New York 
City, and others are incorporators, will 
feature a complete line of electrical fix- 
tures. 

Harbor Electric Harbor 
Beach, Michigan, is increasing capital 
stock from $10,000 to $20,000. 


Company. 


The Torrington Shop has established 
headquarters at 304 West Fourth Street, 
Joplin, Missouri. 


Mundell & Fulmer Electric Company, 
228 Fourth Street, Santa Rosa, Califor- 
116 Fourth Street. 
where a complete line of electrical sup- 


plies will be carried. 


nia, will move to 


E. R. Wright has opened an electrical 
supply store at 222 South Main Street, 
Memphis, Tennessee. 


Schott Radio & Electric Company of 
which Wm. P. Schott and F. H. Schott 
are proprietors, will locate at Eming- 
ton, Illinois, where an extensive line of 
electrical supplies will be handled. 


Lloyd Conklin is featuring electrical 
supplies in new store at 107 South Di- 
vision Street, Peekskill, New York. 


Henry Kropp has moved to 3317 Irv- 
ing Park Boulevard, Chicago, Illinois, 
where he will conduct an electrical sup- 
ply business. 

Peoples Electric Supply Company of 
which L. B. Garver is proprietor, has 
established headquarters at Grinnell, 
lowa. 

Van Nuys Electric Company has 
opened a new electrical supply store at 
Van Nuys, California. Proprietors: R. 


J. Brown and H. A. Bell. 


Thor Electric Shop of which P. O. 
Perry is proprietor, wiil locate at 113 
Main Street, Salt Lake City, Utah. For- 
merly at 157 Regent Street. 

Pacific Appliance Company is estab- 
lishing headquarters at Eighth and Mar- 
kets Streets, San Francisco, California. 
Estimated worth of concern, $25,000. 

Lang Electrical Company will con- 
tinue to conduct electrical supply busi- 
ness at 1647 South Thirty-ninth Street, 
St. Louis. 

Holt’s Electrical Company will oc- 
cupy new quarters at Gaynor Block, 
Berlin, New Hampshire. 


Forbes Supply Company of which 
Louis R. Lurie is proprietor, is erect- 
ing store building at northwest corner 
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Fifth and Clementine Streets, San Fran- 
California, where an electrical 
supply and contracting business will be 
conducted. 


cisco, 


Cresson Electrical Supply Company 
is conducting an electrical appliance 
business at Keystone Avenue, Cresson, 
Pennsylvania. 


Royal Fixture Corporation, Milwau- 
kee, Wisconsin, will feature an exten- 
sive line of electrical supplies. Incor- 
porators: D. Lappin, 124 West Water 
Street, and others. 
ital, $50,000. 


Incorporated cap- 


H. J. Stone & Company will move to 
quarters at 142 Bank Street, Nor- 
folk, Virginia, where an electrical sup- 


new 


ply and contracting business will be 
They will 


stock generally. 


conducted. also. enlarge 


Tilton & Dietrich have opened an 
electrical appliance and supply store 
at 622 South Salina Street, Syracuse, 


New York. 


Home Radio Company of which Wm. 
Feigenbaum, 1937 North 33rd Street, 
Philadelphia, Pennsylvania, and others 
are incorporators, will feature radio 
and electrical supplies. Incorporated 
capital, $10,000. 


James MeGabe will locate at 1012 
East Genesee Street, Auburn, New York. 
Present location is 132 Genesee Street, 
where Mr. McGabe conducts an elec- 
trical supply business. 

Acme Electric Shop has established 
headquarters at 109 South Third Street, 
Niles, Michigan. Proprietors: W. F. 
Forbes and Chas. D. Hills. 

Oil Cities Electric Company has 
opened a new electrical appliance store 
at Breckenridge, Texas. 


Premier Service Company is opening 
an electrical supply store at 94 North 
Forsythe Street, Atlanta, Georgia. 


J. D. Near will enlarge electrical ap- 
pliance business at 810 South Third 
Street, Clinton, Iowa. 


Cumming & Barker will open an elec- 
trical contracting and supply business 
at the Estabrooke Building, Water 
Street, Houlton, Maine. 


United Electric Stores Corporation is 
open for business at New Market Street, 
New Jersey. Incorporators: S. Eise- 
mann and others. Incorporated capital, 
$100,000. 

Electric Supply Company, 16 South 
Lauderdale Street, Memphis, Tennessee, 
is increasing capital stock from $100,000 
to $250,000. 
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Leases New Building 

The Westinghouse Electric & Many. 
facturing Company has leased a gx 
story building to be erected in Atlant 
Ga., at a cost of $360,000. The build. 
ing will be constructed according to the 
company’s specifications and will he 
used as an office, warehouse and service 
station. 


If Utilities Stop 

The Indiana Public Service Commis. 
sion tells us that in time of adversity 
or hard times the private business 
ceases to borrow money, immediately 
cuts down expenses by discharging men, 
by cutting wages, by refusing to by 
unless the price is satisfactory, and jf 
necessary it reduces its output or closes 
up shop or waits for more prosperous 
times. 

The public utility can do none of 
these things. It must continue to ope: 
rate at full blast regardless of the na. 
ture of the times. 
borrow 


It must continue to 

' excessive rates, It 
must continue to buy the materials and 
supplies required. It must retain its 
full force of employes and increase the 
force as the demands. for its service in- 
crease. It cannot reduce salaries and 
wages to the same extent as private 
business, for its salaries and wages 
were never increased to anything like 
the heights of private business. 

If trained employes were discharged, 
if inexperienced, cheap labor were em- 
ployed, if the necessary material and 
supplies were not on hand, if money 
were not borrowed to make required 
additions and extensions, the service 
immediately would suffer and the pa- 
trons would be the first bitterly to com- 


plain. 


money at 


A Wise Investor 


There is an old couple who live in 
central Illinois. They had some money 
for investment and the husband bought 
foreign bonds and mining stock. while 
the wife bought stock in the local elec- 
tric light and power company. When 
their banker brought up the question 
as to why she bought utility stock she 
replied: 

“Well, I don’t know much about 
mines or foreign countries, but I cam 
see the sun go down across the prairie 
here in Illinois every night. If I get 
worried about my investment, all I have 
to do is to turn a switch, see the light 
and then I know my investment is safe 
and working.” 
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*>~MANUFACTURING: 


\ A Department Devoted to the Latest Devices Used by the Electrical 


Contractor and Dealer 











New Flood Light 
\ new development in show window 
ohting has been announced by the Na- 
‘onal X-Ray Reflector Company of 
Chicago, the Show Window Spotlight. 
The unit though new has already be- 
popular with display men and 


me 





rchants throughout the country, it is 
aimed. 

This Spotlight, known as No. 33, dif- 
ies from the ordinary spotlight in this 
ect: it lights the entire window with 
food of direct light from the 200-watt 
Mazda C lamp which it takes, and con- 
entrates the beam of light in the cen- 
et of this flood. 
omentrated beam is to high light one 
uticle in the dispay without a sharp 
ring or cutoff of light showing at the 


The purpose of this 


same time. 

Furnished complete as shown, with 
wivel supporting base, socket, holder, 
\o. 800 reflector, color frame, and four 
pieces of colored gelatine. Height over 
il, 11 inches. Diameter of color 
frame, 1154 inches. 


New Safety Switch 
The Mutual Electric & Machine Com- 


pany of Detroit has placed on the mar- 
ltt anew Bull Dog Safety Motor Start- 


Switch. The cut shows its general 
‘pearance and operation. 

Ata recent sales meeting tests were 
ducted in which the rotor of a 74% 


h.p. 40 degree, 230 volt A. C., 3 phase, 
induction motor was blocked so that 
it could not move, and a 30 ampere 250 
volt, 3 pole motor starting switch was 
thrown on and off repeatedly, showing 
a reading on the ammeter of from 100 
to 130 amperes. 

The manufacturer claims that the 
switch successfully withstood this test 
in every respect, and that it was in first 
class condition after the test was com- 
pleted. 

This switch is extra rugged, and as 
shown by the test was built to stand ex- 
treme conditions. 

Otherwise the general construction is 
the same as that used throughout the 
Bull Dog Safety Switch line. It has 
received Underwriter’s classification A 
rating for fire and safety, and also has 
been approved by the Associated Fac- 
tory Mutual Fire Insurance Companies. 


New Fuse Plug 
A new fuse plug of the renewable 
type has been placed on the market by 


















the Hart & Hegeman Manufacturing 
Company, Hartford, Conn. Several 
novel and practical features are incor- 
porated in this plug, which will strongly 
appeal to consumers. 

The body of the plug consists of a 
fluted porcelain cap, into which a porce- 
lain core is inserted. The porcelain 
cap carries the threaded brass member 
which fits the standard fuse receptacle. 
The separable procelain core, which is 





hexogonal in shape, carries the fusible 
element and the pointed contact button. 

Examination of the fusible element 
may be instantly and easily made by 
slipping the core from the body cap, 
exposing the fusible element to view. 
Should the fusible element be blown, it 
is instantly discernable, and a new core 
carrying a perfect fusible element can 
be inserted. 

Aside from the basic renewable fea- 
ture of the H. & H. Fuse Plug, it offers 
the following advantages: 

The top of the plug is entirely of porce 
lain— the fingers of the user touch no metal. 
Chat this feature is an advantage, 
from the fact that the averave person is 
timid about touching any metal part of a 
tuse plug when the plug is in circuit: more- 
over, glazed porcelain presents a_ neater 
appearance. ; 

The top of the plug has no flare, and 
there is ample space between plugs to per- 
mit the user’s fingers to firmly grasp each 
plug. : 

- he fluted design of the cap further fa- 
cilitates the handling of the plug; easy and 
positive inspection of fusible element by 
merely pulling out core; and easy replace- 
ment of blown fusible element by merely 
inserting new core. . 


New Bridge Lamp 
A new bridge lamp, designed par- 
ticularly to extend over a card table, 
has been offered by the Faries Mfg. 
Company, Decatur, Ill. The arm slides 
down to make a conventional floor lamp 


arises 









when desired. It is adjustable for 
height and arm has vertical swing ad- 
justment besides extension feature. 

The lamp is made of brass and the 
standard finish is polychrome black and 
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cold. lt 


in the new Gift Lamp circular just pub- 


is illustrated in actual colors 


lishe d by the company. 


- . 
jovel Insulation Process 
Che advantages of the Rimco Insula- 

on Process, a product of the Rubber 

Insulated Metal New York 


City. shows that it is a scientific method 


Corp. ot 


of bonding rubber to metal. thereby es- 





tablishing a permanent chemical union 
between the two. In consequence the 
rubber cannot work loose, cannot come 
off, and crack or break upon 
hard impact because of the semisoft 
compound, claims the manufacturer. 
The rubber compounds are of high 
electrical resistance and are valuable in 


cannot 


high tensison requirements. Rimco tools 
linemen, as it is felt 
greatly in- 


are valuable to 


the margin of safety is 
creased over the use of rubber gloves, 
erip 


etc. Such tools also insure added 


and less fatigue in usage. 


New Lighting Unit 
The Holophane Glass Company, New 
York, N. Y., has placed on the market 


a new lighting unit designed for use in 


schools. offices and stores. 
This new unit is of the enclosing type 
and lamps from the top instead of the 


bottom. The upper portion has ac- 


curately formed reflecting prisms de- 
signed to redirect the light downward. 
The lower portion has combined hori- 
zontal refracting prisms and vertical 
diffusing flutes. The function of these 
combination refracting prisms and dif- 
fusing flutes is to give the proper dis- 
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light and to diffuse the 


light so that the unit has uniform low 


tribution of 


brightness. 

An important feature of the unit is 
that it 
opening in the top will pass only lamps 


cannot be 


There are two sizes 
of this unit, No. 2170 fer the 100-150 
walt lamps and No. 2180 for the 200 
watt lamps. 


of the proper size. 


The unit is supplied as reflector globe 
only, complete chain pendant, or com 
plete ceiling type fixture. For average 
conditions, the high utilization efficiency 
of 58 percent is obtained. The over all 


eficiency is 84 percent, it is claimed. 


BX—A Trade Mark 
Steel first 
introduced to the trade by the Sprague 
Electric Works of New York City under 


the trade mark BX more than 25 years 


armored conductors were 


ago. In a short time this trade mark 
had become universally known and by 
the time the first competitive make of 
appeared on the 
market BX had become synonomous 
with armored conductor or cable. The 
title BX was loosely applied to any 
make of armored conductor and the mis- 


armored conductor 


use of the Sprague trade mark gradual- 
ly became general. 

In an endeavor to correct this con- 
dition, the Sprague Electric Works is 
carrying on a campaign of education. 
One measure adopted is the use of an 
orange and blue tag which will be at- 
tached to and will distin- 
cuish BX from other makes of armored 
conductor. BX is the registered trade 
mark of Sprague Electric Works and 
cannot be legally applied to armored 
conductors of any other make. 


every coil 


Condensed Notes of Interest 
to the Trade 


The Beardslee Chandelier Mfg. Com- 
pany of Chicago has issued a handsome 
book covering its Sheraton and Minuet 
lighting fixtures. Forty-eight pages of 
illustrations and interesting material on 
home lighting designs and their use ap- 
pear in this catalog. It is attractively 
four being devoted 
through four color process to the true 


printed, 


pages 


color reproduction of Minuet design. 


In several announcements issued by 
Vice-President G. E. Emmons of the 
General Electric Company a reorgan- 
ization of the general manufacturing 
department of that company is pro- 
claimed. This reorganization which 
was effective January 1 includes the 
appointment of H. F. T. Erbin, here- 


overlamped as the 


Vol. 22. No | 
toltore manager of th 


Schenectad, 
works, as vice chairman : 


of the Many. 
of which Mr. Em. 
and ranking en 
ber of the general manufacturing staf 


facturing committee 
mons is chairman 


[he vacancy thus created in the po 


the Schenectady 
plant is to be filled by the advancemen 
of Charles E. Eveleth, who has been 
serving since last September as ' 


tion of manager of 


ant works manager under Mr. Ethos 
Mr. Eveleth will become works man. 
ager. 

An attractive catalog has been issyeq 
by the Robbins & Myers Company, 
Springfield, Ohio, improve. 
ments in the design and construction of 
its fan 


showing 


line. Twenty-four pages set 
forth the company s products. Two col. 
ors are used throughout and the cover 
contains additional colors in order tp 


portray the illustration accompanying, 


The P. A. Geier Company of Cleve. 
land announces a new complete set of 
attachments for the Royal electric 
cleaner. 

U. D. Street, general manager of dis. 
tribution of the Western Electric Com- 
pany, has resigned his position to or. 
ganize a company of consulting spe. 
cialists to deal with questions affecting 
management distribution. Mr. 
Street connected with the 
Western Electric Company for twenty- 
two years, most of that time in an ex 
ecutive capacity, and for the past ten 
years has been in charge of the com- 
pany s operations through its chain of 


and 
has been 


distributing houses. ° 

The Arrow Company of 
Hariford, that Ed- 
ward P. Doherty has joined its sales 
Mr. Doherty will travel 
part of the southern territory and will 
his headquarters at Atlanta, 
He cover South Caro- 
Georgia, Florida and _ border 
towns of North Carolina. For the past 
four years Mr. Doherty has sold wiring 
devices to all of the Atlantic Coast 
States. 

H. O. Klug of the Betts & Betts Corp., 
New York City, has taken over the ter 
ritory formerly covered by F. Maples 
consisting of Western Pennsylvania, 
Ohio. Michigan, Eastern Indiana, North- 
ern Kentucky and West Virginia. Mr. 
Klug will probably make his headquar- 
ters in Cleveland. John Gilmore, for- 
merly of the Barber Mfg. Co., replaces 
J. E. Eldredge. whose territory will con- 
sist of the New England States. the 
Hudson river towns and New York 
State. 


Electric 
Conn., announces 
organization. 


have 
Georgia. will 


lina, 
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This underground system of forty years 


ago served less than one square mile of 


territory in lower New York City for 
the original Edison Electric Illuminating 
Company. The drawing was made for 
Harper’s Weekly, by W. R. Snyder—a 
famous news artist. The upper picture 
shows “Laying the Electrical Tubes” and 
thelower, “Testing Tubes for Insulation.” 
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“Electrical Tubes” of today, made of 
Orangeburg Fibre Conduit. The concrete 
in which these tubes are laid would 
have been a curiosity forty years ago. 








pers years ago, if an underground conduit installation 
worked at all, everybody was satisfied. 


Today, underground construction must do more than this. 
Its cost, freight and trucking charges must be low. It must 
have the flexibility to meet unusual requirements. The system 
must have a low maintenance cost. 


Consider how completely Fibre Conduit meets these requirements. 


It is not expensive and is so light that its freight and truck- 
ing charges are far less than for other materials. 

Light weight, long sections (60") and quickly coupled joints 
make laying easy and rapid. 







It adapts itself to curved streets, grade changes and crossings 
with the least trouble. It gives greatest protection to its cables 
with the lowest upkeep expense. 


JOHNS-MANVILLE Inc., Madison Ave. at 41st St., New York City 
Branches in 56 Large Cities 
For Canada: CANADIAN JOHNS-MANVILLE CO., Lrd., TORONTO 
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Every Day, in Every Way 
—our business gets results 


The army of electragists is increasing by leaps and bounds. 
Hardly a day goes by that the ranks are not increased. Contractors 
and dealers, internationally, find membership in the Association 
vitally important. 


So much interest is being shown in the Asso- 
ciation of Electragists on account of the trade- 
marked word electragist alone that the urgent 
question arises: 


What is the Extent of this Widespread 


Interest ? 


[t is felt that one way of measuring this interest 
is to note closely the methods of promoting the 
word electragist on the part of those privileged 
to use it. 


While a number of such photographs are already on file, As- 
sociation Headquarters is keenly anxious to use more pictures of 
electragist displays, showing the adoption of the name if possible. 
Won't those that have not yet honored Headquarters with views 
of their store—or old members whose views were received long 
ago—please send in pictures recently taken? Also include clip- 
pings of any insertions you have made in business or telephone direc- 
tories concerning the word electragist. 


Keep Headquarters informed! 


Photographs will be published in the National 
Electragist as fast as space will permit. 


ASSOCIATION OF ELECTRAGISTS 


INTERNATIONAL 


15 West 37th Streat New York City 
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Cleveland’s Finest Apartment Building 


Architects 
GEO. B. POST & SONS__________NEW YORK AND CLEVELAND 


General Contractors 





JOHN GILL AND SONS__________-______________. CLEVELAND 
Electrical Contractors 
THE DINGLE CLARK COMPANY___--__-~ Stel CLEVELAND 
Electrical Wiring Devices 
THE BRYANT ELECTRIC.COMPANY_____- BRIDGEPORT, CONN. 
New York Chicago San Francisco 
On January first, in Cleveland, Ohio, to the workmen who built it. 
Wade Park Manor was opened for oe- In such a conspicuous building only 
cupancy. the most conspicuously satisfactory 
This wonderful apartment building materials could be used. 
is a credit to the architect who designed Bryant Superior Wiring Devices 
it, the contractors who directed it and were chosen as a matter of course. 


THE BRYANT ELECTRIC COMPANY 


BRIDGEPORT, CONN. 


NEW YORK CHICAGO SAN FRANCISCO 
342 Madison Ave. 844 West Adams St. 149 New Montgomery St. 
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Prehistoric Questions 


FIYHIS is a story about questions. You 

have them—everybody has them. 
(Juestions are as old as the hills. They 
were asked in the day of Adam and be- 
fore that prehistoric man developed 
special nods of the head to satisfy his 
desires in asking questions. But what 
has this to do with the Code at a Glance? 
Just this: There are more questions be- 
ing asked now concerning things electric 
than ever before. You have been called 
upon to answer some of them yourself. 
And in the future your answering will 
be more frequent and precise. It will 
have to be! For the public is demand- 
ing more electrical knowledge and you 
are the one to give it because of your 
direet consumer contact. That means 
vou MUST know the National Electrical 
Code and enforee it. And the Code at a 


Glance answers your questions coneern- 
ing that. Requirements are tabulated 
in A.B.C. order. You don’t have to look 
in a dozen places or so for the informa- 
tion you need—as you do in the Code 
itself. Finding just the point you want 
is made as easy as looking up a word in 
Webster’s. The book—handy pocket 
size—also contains Code, Definitions that 
clearly explain the many puzzling re- 
quirements, as when a person is ‘‘au- 
thorized,’’ ‘‘competent,’’ ‘‘qualified’’; 
whether a spring hinged door is auto- 
matic, and all such. And it is sent to 
you postpaid for only a dollar bill. You 
are missing many a good dollar’s worth 
by being without it. Send for a copy 
today, and be prepared to answer the 
next question you run up against con- 
cerning the Code. 


The next National Electrical Code will not be ready 
for general distribution until after the middle of 1923 


ASSOCIATION HEADQUARTERS 


ROOM 602 


NEW YORK 
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Westinshouse 


MAZDA JAMPsS 














Manufactured in accordance with standard specifica- 
tions and tested to prove their structural perfection. 


WESTINGHOUSE LAMP COMPANY 


165 BROADWAY, NEW YORK, N. Y. 


Sales Offices and Warehouses Throughout the Country 
For Canada: CANADIAN WESTINGHOUSE CO., Ltd., Hamilton, Canada 
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FROM THE DEALER’S STANDPOINT 


In practically every locality, industrial lighting is a 
promising field for the electrical dealer. 


Neglect of this business is very surprising to one 
familiar with such dealer helps as the “Handy Wir- 
ing Fables and Illumination Data” supplied by West- 
inghouse. With the aid of this booklet, a dealer can 
quickly and accurately specify the kind and amount 
of equipment each prospect will need. Westinghouse 
Lighting Specialists and the Westinghouse Illuminat- 
ing Bureaus will provide additional or special in- 
formation. 





Westinghouse-Cutter Holder-Socket Reflectors are 
“easy to wire’—the installation of each fixture tak 
ing but three minutes. This time-saving feature is a 
big selling point because it means a large saving in 
installation costs. 


The necessity of good lighting is more apparent at 
this time of the year, the season of short, dark days. 


There are prospects right in your territory. They 
mean repeat business. See them. 


We would like to show you how easy it is to get the 
profits from the industrial lighting field and how easy 
it is to keep them coming your way. Write our 
nearest district office or direct. 


Westinghouse Electric and Manufacturing Company 


rE a — eS 
George Cutter Works, South Bend, Indiana THE TIMES. 





P™MNRes VONDAY MORNING SEPTEMBER tf Iam 









Westinghouse-Cutter Holder- 
Socket Reflector of Standard 
Angle Type as installed in 
this newspaper press-room. 


Westinghouse 
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Speaking of Fans~ 
4 seme 


There has never been a real home fan 
before but now Westinghouse has 
made one. It is Ivory finished. It 
harmonizes perfectly with home deco- 


rations. 


Think of the attention it will attract 
in your window and store. Think of 
the sales you can make. The real 
intensive selling of fans to the home 





begins this year. 


There's a real home campaign to help 
you sell the home fan. New literature, 
new National ads, new dealer helps— 
all in addition to the regular fan cam- 
paign. 


Two separate campaigns are ready 
for you where there has only been one 
before. If you do not know all that 
Westinghouse has for you this year— 
go right down and see our nearest 


agent-jobber. 


Westinghouse Electric & Mfg. Co. 
Newark Works, Newark, N. J. 
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The Small Motor Idea 


Get your share of this business now 


Fe 





See what has happened to small motors in the last few years. 


Why is the small motor idea going over? Because it is being sold to 
the public every day. In the home, vacuum cleaners and washing 
. machines are selling it. In the office, motor driven adding machines 
and mimeographs are selling it. In the shop, countless small motored 
appliances are selling it. Schools are selling the small motor idea 
through their domestic science and manual training classes. All of 


these are creating a great potential demand for small motors. 


rr ce =O et se |G 


Put a small motor in your window now and then. Display several in 
your store. Let people know you carry small motors. We know the 
demand is there, so why not cash in? 


<= 


Don't forget that the American boy of today is more thoroughly sold on 
small motors than ever before. Play up your motors to him. When you 
get a chance, see the school principals and manual training instructors. 
Get them talking small motors to their pupils and they will make sales 
for you. 


o#g52g3 0 @ 


Other dealers have done these things, are doing them today, and reap- i 
ing the benefits in sales. 








How about yourself? Dont let this business slide past your door. 


Give your small motor business a chance to grow. Feature Westing- 


house small motors NOW! 


| Westinghouse Electric & Manufacturing Company | 
} 
L 


Ns ee 








East Pittsburgh, Pa. 
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CAN SELL SMALL MOTORS 
ay LIKE THAT, THEN | 
“__J | can,t00! 
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This Motor 
Made 750,000 
Starts 


A's hp. ARS motor which 
was being tested by the 
Ward Love Pump Company 
of Rockford, Ill., made 
750,000 starts before fail- 
ure. Upon inspection after 
this test it was found that 
the only trouble was the 
wearing down of one brush 
so that it failed to make 
contact. Otherwise the 
motor was in perfect shape 
mechanically and_ electri- 
cally. 


Some dealers call the ARS 
the Bulldog motor. You 
can safely use it almost 
anywhere. It is a low start- 
ing current motor with a 
strong pull. A dangerous 
overload on this motor 
causes the motor speed to 
be gradually reduced, thus 
calling attention to the 
overload. This permits re- 
lieving the overload in time 
to save the motor from 
breakdown. The Westing- 
house ARS motor will stand 
all kinds of wear and tear 
and does not require close 
attention. 
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Going Across 








BUT WHAT MOTOR 
SHOULD | USE 


IN PUTTING IT OVER? 











USE TYPE ARS 
IT MAKES 
GOOD MOST 





ANYWHERE 
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If you have no bookkeeper and want to know 
how much money you have; how much you owe; 
how much money is due you; how much stock on 
hand; how much stock you buy; how much yoy | 7 
sell; how much it costs you to do business; how 
much profit you make; or how much you lose; and 
all other necessary facts regarding your business, 
you should employ the 





New Business Record 
















An easy way of keeping your accounts 
without a bookkeeper. Everything about 
it is plain and easily understood. It con- 
sists of only eight forms, and these show 
the money taken in and paid out; the bills 
to be collected and to be paid; the 
general expense, investment and stock. 


There also is binder and memo book. 


The New Business Record is for use by the Electragist without 
a bookkeeper. For the larger business that has a regular book- 
keeper the Standard Accounting System is recommended. Both 
are copyrighted and issued by the | 


Depend on it. It is handy, and always 
ready for you to use; it is reliable and 
accurate; it saves you time, money, and 
worry; it settles disputes and _ saves 
money for you; it helps you straighten 
out matters with your banker, your job- 
ber, and the tax collector; it is a neces- 
sary factor in your business. 


ASSOCIATION OF ELECTRAGISTS 


INTERNATIONAL 


Formerly National Association of Electrical Contractors and Dealers 


15 West 37th Street, New York City 








february: 1923 
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Surface Type 
No. 8421 
No. 8171 








No. 8143—Three Way 








ee ARE 


A Complete, Profitable ;Line 


Easily Installed and 
Reliable in Service 


OU can recommend these ‘‘Service Type’’ Tog- 

gle Switches for long, reliable service under 

all conditions. Both surface and flush types are 

operated by positive acting mechanisms—simple, 

yet sturdy. Large, deep-set binding screws per- 
mit easy wiring. 


Flush Type No. 8141 is single pole and rated at 10 
Amperes—125 Volts, and 5 Amperes—250 Volts; 
No. 8148 is three-way and rated at 5 Amperes—125 
Volts and 3 Amperes—250 Volts. 








Surface Type No. 8171 is made single pole and 
three-way in 5 Amperes—125 Volts, and 3 Amperes 
—250 Volts; No. 8421 is single pole and rated at 
10 Amperes—125 Volts, and 5 Amperes—250 Volts. 


HARVEY -HUBBELL« 


ELECTRICAL , SPECIALTIES 


BRIDGEPORT CONN, U.S.A. 2355-U 
WIZE? 
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ELECTRICAL SPECIALTIES 
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“Buy Electrical Supplies from Electrical Supply Jobers” 


QUICK REFERENCE LIST for the Convenient Use of Contractor-Dealers, in which Electrical 
Supply Jobbers in various Sections invite Your Patronage 


















American Electrical Supply Company 
955 WASHINGTON BLVD., 


Chicago 


A jobbing distributor which conducts its busi- 
ness with a full realization of its responsibilities to 
other branches as well as its own branch of the 


electrical industry. 





W arehouses 
HARTFORD SCRANTON WILKES-BARRE 
ALBANY READING ELMIRA 
BUFFALO 
Sales Offices 
1270 Broadway, New York City 
Wholesale Only Policy 
FSTARLISUED 1 & & (REFORE GOODWIN 


















VER Forty Years of Constant Obser- 
vation and Study of Your Require. 
ments in Electrical Supplies. 


National Electrical Supply Company 


DISTRIBUTORS—JOBBERS 
132830 New York Ave., Washington, D. C. 


More than 100,000 Square Feet of Floor Space. 
Large Stock. Prompt Shipments. 
QUALITY! SERVICE! 








FOBES SUPPLY COMPANY 


Wholesale Electrical Supplies 


SEATTLE 
PORTLAND 


SAN FRANCISCO 
OAKLAND 















For Service— 


RUMSEY ELECTRIC COMPANY 


1007 ARCH ST., PHILADELPHIA 


Distributors 


Electric Supplies and Machinery 








SUBSCRIBE FOR THIS MAGAZINE TO- 
DAY AND RECEIVE THE REPORTS . 
OF ASSOCIATION ACTIVITIES 


IN EVERY ISSUE 
Published Monthly. $2.00 a Year. 


NATIONAL ELECTRAGIST 
15 West 37th Street, New York City 













LARGE STOCK PROMPT SHIPMENT 


Oldest and Largest Electrical 
Supply Jobbers in New Jersey 


Newark Electrical Supply Co. 


“The House of Quick Service” 


223 Market Street Newark, N. J. 








Yours for Co-operation 


Brooklyn Electrical Supply Co. 
56 Myrtle Ave., Brooklyn, N. Y. 



















25 YEARS’ RELIABLE SERVICE— 

Complete Stocks, High Grade Electrical Supplies, 
LX.L. Rubber Covered and W.P. Wires, Bryant, 
Hubbell and Arrow E Specialties, Unilet Conduit Fit- 
tings, Bdison Mazda Lamps, Manning Bowman Heat- 
ing Devices, Crystal and Rotapex Washing Machines, 
Sweeper-Vac and Apex Cleaners, Capitol Ironers, 
Gould Storage Batteries, Radio Supplies, etc. 


DOUBLEDAY-HILL ELECTRIC Co. 


WHOLESALE 


Pittsburgh, Pa. Washington, D. C. 








Deal with a jobber that has always recognized the 
electrical contractor and where you can depend 
upon 


HIGHEST GRADE OF ELECTRICAL 
MATERIALS 


Right Prices and Immediate Delivery 


Baltimore Electrical Supply Co. 


BALTIMORE, MD. 
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Where to Purchase Lighting Fixtures 


READY REFERENCE LIST of Lighting Fixture Manufacturers for the convenience 
of Electrical Contractor-Dealers. 





—— 





—————— 


ELECTRIC SUPPLY & EQUIP. CO. 


Warehouses 
HARTFORD 


ALBANY 


SCRANTON 
READING 


Sales Offices 
1270 Broadway, New York City. 


Wholesale Only Policy 


Established 10 B. G. (Before Goodwin). 








DESIGNERS 
and 
MANUFACTURERS 
of 


LIGHTING FIXTURES 
ARTISTIC LIGHTING FIXTURE CORP. 


21-5 East Houston St. 
New York City 





Display Rooms 
136 Bowery 






















MORE SALES 


—IF YOU SPECIFY—— 


X-Ray Reflectors 
Show Window Lighting 


NATIONAL X-RAY REFLECTOR COMPANY 
CHICAGO 





| NEW YORK SAN FRANCISCO 


Shapiro & Aronson, Inc. 
Lighting Fixture Manufacturers 


Build your business with S. & A. 
Standardized Lighting Fixtures in 
Standardized Finishes. They com- 
bine the “made-to-order” look 
with prices rivaling those offered 
on ordinary “ready-made” fixtures. 
20 Warren Street, 





y 
No 5355 
ESIGN OCATENT 


New York City 





















Intelligent supervision and infinite care give 


us confidence to say of Hygrade: 


“YOU CANNOT BUY A BETTER LAMP.” 


HYGRADE LAMP CO. 


General Office and Factory, 


SALEM, MASSACHUSETTS 





Designers and Manufacturers Lighting 
Fixtures of Good Taste at Moderate 
Prices 


107-109 W. 13th St. New York 











Our aim is to distribute only Quality Electric 
Products and we are ready to serve your re- 


quirements for the New Year. 


THE PHILADELPHIA ELECTRIC 
COMPANY SUPPLY DEPARTMENT 
130-132 So. Eleventh St., Philadelphia, Pa. 


A complete line of 
Adjustable Electric 
Brackets Portables and Metal Shades 

VERDELITE PORTABLES 
Catalog No. 27. 

Prompt shipments from a _ complete 
stock of Original, Artistic and Ecoromi- 
cal Fixture Trimmings, Gas Electric and 
Combination Brass Fittings, Stampings, Spinnings, Cast- 
ings and Parts for Fixture Manufacturers and Dealers. 





‘Catalog No. 26. 


FARIES — MANUFACTURING COMPANY 


DECA ILLINOIS 








You SHOULD Use 


Universal Estimate Sheets 
They Simplify Your Estimating 
SUPPLIED BY 
ASSOCIATION OF ELECTRAGISTS 


INTERNATIONAL 
Formerly National Association of Electrical Contractors 


and Dealers. 


15 West 37th Street, New York 











I. P. FRINK 


Incorporated 


REFLECTORS 

DESIGNERS AND MANUFACTURERS OF 
SCIENTIFIC AND ARTISTIC LIGHTING SPECIALTIES 

24th Street and 10th Avenue, New York, N. Y. 
Chicago, Iil., San_Francisco, Cal., Philadelphia, Pa., 
Monadnock Bldg. 77 O'Farrell St. Franklin Trust Bldg. 
Boston, Mass., Cleveland, Ohio, Cincinnati, Ohio, 
161 Summer St. 336 The Arcade 17 Greenwood Bldg. 
Detroit, Mich., Seattle, Wash Louisville, Ky. 
325 State St. 609 Seaboard “Bldg. 415 W. Main’ St. 
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Light and 
Power 
Switchboards 
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Reversible Cover 














Hanger 
Outlets 
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Leadership 

The Frank Adam Electric Company have 
gained the leadership of their field by be- 
lieving that the successful installation and 
service of their products is as necessary as 
the sale of them; by developing and se- 
verely testing new ideas; by treating all sug- 
gestions from customers thoughtfully; by 
analyzing the years of past experience for 
the good of the future; by supplying goods 
that have lowest-cost-installed rather than 
low selling cost, and finally, by always look- 
ing at every problem from the consumer’s 
viewpoint. 

You cannot expect to find more, in either 
materials or service, anywhere. Write for 
Bulletins. 


Fronk Adam 4 


ELECTRIC*>COMPANY << 


ST.LOUIS 


DISTRICT OFFICES: 


Detroit, Minneapolis, Dallas, Kansas City, Cincinnati, Chicago, Cleveland, 
shomesmanetacn New Orleans, San Francisco. t.n« Anceles. Seattle. 














Note the close interweaving 
of insulating fibre and cot- 
ton. Also the conventent car- 
ton that handles with one 
hand—can be thrown over 
the arm. 

















Kink it— 


Bend it— 
Twist it— 


N° MATTER> how you abuse 
FLEXTUBE—the solid wall 
loom—it can be readily worked back 
into shape with the fingers and there 
won't be the slightest indication of 
injury. 

Simply because FLEXTUBE is built like a 
cord tire—an interweaving of insulating fibre 


and cotton with no separate lining inside or 
braid outside to become loosened. 

The new improved solid wall FLEXTUBE is 
still double compounded to insure double 
protection. 

You're safe with FLEXTUBE because FLEX- 
TUBE is safest. 


Send for literature and further information 





National Metal Molding Company 
1345 FULTON BUILDING 
PITTSBURGH, PA. 


Represented in <All Principal Cities 




























_National Products _ 


SHERARDUCT& ECONOMY CONDUIT--FLEXSTEEL & OVALFLEX 
ARMORED CABLE --FLEXTUBE-- METAL MOLDING--BRACKETS~COW 
DUIT & CABLE FITTINGS~-OUTLET BOXES~-LIBERTY WIRE~ CABLES 
&CORDS-- 

















































AUTO-STEELFLEX -- CARBURETOR, EXHAUST, & PRESSURE TUBING 


Sor Quality Electric Work, 
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REG. U.S. PAT. OFF. 


Keeps the Portable Tool on the Job 


Keeping the portable tool at work is largely 
a matter of protecting the cord. 


The old way of allowing it to sag across 
machines, rest in oil puddles on the floor, endure 
the wheels of trucks and the heels of workmen, 
and a dozen other abuses is certain to put the tool 
up for repairs—and usually just when you need 
it most. 


Reelite corrects this quickly and permanently. 
The automatic reel which operates with an action 
similar to a roller shade pays out just the amount 
of cord needed, and then automatically retrieves 
it when the job is done. 





Reelites are made also for use with portable 
lamps, and as adjustable fixtures—real profit 
builders for your plant. 


Write for folder 314 D. It shows what 
Reelites can accomplish in your plant. 


Manufactured by 
APPLETON ELECTRIC COMPANY 


Factory and General Of fices 


1704 Wellington Avenue, at Paulina 
CHICAGO 
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Throw the Switch 
in the Dark 


O the uninitiated a switchboard has 

alwavs been a thing of danger and 

mystery. No one would think of grop- 
ing for a switch in the dark. 


Sprague Safety Type Panel Boards are 
constructed so that no current-carry- 
ing parts are exposed; a main switch 
tells at a glance whether the current is 
ON or OFF. These features, coupled 
with the refined appearance of the 
panel and cabinet, account for the wide- 
spread popularity they have attained 
among those who are particular in 
their choice of equipment. 


Sprague Safety Panel Boards 
have been chosen for many of 
New York’s leading residences 
and commercial buildings. 


(SPRAGUE ELECTRIC WORKS)) 


Main Offices Of General Electric Company Branch Offices 
527 W.34% St. NewYork 
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in Priacipal Cities 
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BUYERS’ GUIDE 
of some of the products manufactured by the concerns advertising in this 
issue. To be listed here is a badge of reliability. To buy from here is a 
guarantee of satisfaction. When you buy from here please mention the 
NATIONAL ELECTRAGIST 
ADAPTERS, LAMP BUSHINGS, BOX AND CABINET CUTOUTS 


Bryant Elec. Co. 
General Elec. Co. 
Hubbell, Inc., Harvey 


ALARMS, BURGLAR, FIRE 
Conn. Telephone & Elec. Co. 
Ostrander & Co. 
Partrick & Wilkins 
Stanley & Patterson. 
Western Elec. Co. 


Co. 


ANNUNCIATORS 
Ansonia Elec. Co. 
Conn. Telephone & Elec. Co. 
Ostrander & Co., W. R. 
Partrick & Wilkins Co. 
Stanley & Patterson. 


ARRESTERS, LIGHTNING 
General Elec. Co. 
Westinghouse Elec. & Mig. Co. 


ASBESTOS WOOD 
Johns-Manville, Inc. 


ATTACHMENTS, SOCKET 
Hubbell, Inc., Harvey 


BATTERIES, DRY 
Manhattan Elec. Supply Co. 
Stanley & Patterson. 


BATTERY CHARGING OUTFITS 
Westinghouse Elec. & Mfg. Co. 


BELLS, ELECTRIC 
Ansonia Elec. Co. 
Connecticut Tel. & Elec. Co. 
Electrical Sales Co. 
Menbattan Elec. Supply Co. 
Ostrander & Co., W. R. 
Partrick & Wilkins. 
Schwarze Elec. Co. 
Stanley & Patterson. 


BENDERS, CONDUIT 
Steel City Elec. Co. 
Thomas & Betts Co. 


BLOCKS, MOLDING 
Bryant Electric Co. 
Roberts Elec. Sup. Co., H. C. 


BOOKS, ELECTRICAL 

National Ass’n Elec’t. Con. & Dealers. 
BOLTS, TOGGLE 

National Metal Molding Co. 

Westinghouse Ele & Mfg. Co. 
BOXES, CONDUIT 


Appleton Elec. Co, 
Chicago Fuse Mfg. Co. 
Hart Mfg. Co. 
wvanonal Metal Molding Co. 
Sprague Elec. Works. 
Dicei Lity biec. Lo. 
Thomas & Betts Co. 
Tucker Mfg. Co. 
westinghouse Lic & Mfg. Co. 
BOXES, FLOOR 
Frank Adam Electric 
Sprague Elec. Works. 
Stanley & Patterson. 
Dieei City hiec. Co. 
snomas & Betts Co. 
Westinghouse Elec. & Mfg. Co. 


Co. 


BOXES, MANHOLE (JUNCTION) 


Frank Adam Electric Co. 
General Eiec. Co. 
Johns-Pratt Co. 


*OXES, METER PROTECTING BOXES 
General Elec. Co. 


Westinghouse Elec. & Mfg. Co. 
BOXES, PULL 
Westinghouse Elec. & Mfg. Co. 


BOXES, WOOD OR CABINET 
Stanley & Patterson. 


BRACKETS, TELEPHONE 


Stanley & Patterson. 
Western Elec. Co. 


BRUSHES 
General Elec. Co. 


Westinghouse Elec. & Mfg. Co. 


Fralick & Co., S. R. 
Pass & Seymour. 
Westinghouse Elec. & Mfg. Co. 


CABINETS, METAL 


Frank Adam Electric Co. 
Hart & Hegeman. 

Thomas & Betts Co. 
Westinghouse Elec. & Mfg. Co. 
Wurdack Elec. Mfg. Co. 


CHARGING OUTFITS 

General Elec. Co. 

Robbins & Myers Co. 

Westinghouse Elec. & Mfg. Co. 
CIRCUIT BREAKERS, AUTOMATIC 

General Elec. Co. 

Westinghouse Elec. & Mfg. Co. 
CLAMPS, CABLE SUPPORTING 

Steel City Elec. Co 


CLAMPS, GROUND CONNECTION 
Fralick & Co., S. R. 
General Elec. Co. 
Hart Mfg. Co. 
Minerallac Elec. Co. 
National Metal Molding Co. 
Sherman Mfg. Co., H. B. 
Sprague Elec. Works. 
Thomas & Betts Co. 


CLAMPS TEST 
Appleton Elec. Co. 


CLEANERS, VACUUM 
Western Elec. Co. 


CLIPS, FUSE 
Bryant Electric Co. 
Johns-Pratt Co. 


COILS, CHOKE 
General Elec. Co. 
Westinghouse Elec. & Mfg. Co. 


COLORING AND FROSTING, INCAN- 


DESCENT LAMPS 
Philadelphia Eec. Co. 


CONCENTRIC, WIRING FITTINGS 
General Elec. Co. 


CONDENSERS, TELEPHONE AND 


TELEGRAPH 
Connecticut Tel. & Elec. Co. 
Western Elec. Co. 


CONDUIT, INTERIOR 
Alphaduct Co. 
American Circular Loom Co. 
Amer. Wiremold Co. 
Clifton Mfg. Co. 
Enameled Metals Co. 
National Metal Molding Co. 
Sprague Elec. Works. 
Steel City Elec. Co. 
Trumbull Elec. Mfg. Co. 
Tubular Woven Fabric Co. 


CONDUIT, UNDERGROUND 
Johns-Manville, Inc. 


CONNECTORS, BRASS CYLINDER 
Bryant Elec. Co. 
Frankel Connector Co. 
Trumbull Elec. Mfg. Co. 


CONNECTORS, EXTENSION CORD 
Hubbell, Inc., Harvey. 


CONNECTORS, FIXTURE 
H. B. Sherman Mfg. Co. 


CONNECTORS, SLEEVE 
Bryant Elec. Co. 

CONNECTORS, SOLDERLESS 

Dossert & Co. 

Frankel Connector Co. 

Westinghouse Elec. & Mfg. Co. 


COOKING UTENSILS, ELECTRIC 
Manhattan Elec. Supply Co. 
Westinghouse Elec. & Mfg. Co. 


COUPLINGS, SHAFT 
General Elec. Co. 





- 


Arrow Electric Co. 

Bryant Elec. Co. 

Chicago Fuse Mfg. Co. 
General Elec. Co. 

Hart & Hegeman Mfg. Co. 
Johns-Pratt Co. 

Pass & Seymour, Inc. 

Trumbull Elec. Mfg. Co. 
Westinghouse Elec. & Mfg. Co. 


DECORATIVE LIGHTING 
General Elec. Co. 


DYNAMOMETERS 
Sprague Elec. Works 


FANS, A. C. AND D. C. 


Emerson Elec. Mfg. Co. 
Western Elec. Co. 
Westinghouse Elec. & Mfg. Co. 


FANS, HANGERS 
Adam Electric Co., Frank 


FANS, MOTOR 
Emerson Elec. Mfg. Co. 
General Elec. Co. 
Manhattan Elec. Supply Co. 
Robbins & Myers Co. 
Sprague Elec. Works. 
Western Elec. Co. 
Westinghouse Elec. & Mfg. Co. 


FARM LIGHTING GENERATORS 
Westinghouse Elec. & Mfg. Co. 


FIBRE 
Johns-Manville, Inc. 


FITTINGS, FIXTURE, IRON 
Appleton Elec. Co. 
Beardslee Chandelier Mfg. Co. 
Bryant Elec. Co. 
Fralick & Co., S. R. 
General Elec. Co. 
National Metal Molding Co. 
Sprague Elec. Works. 
Steel City Electric Co. 
Thomas & Betts Co. 
Trumbull Electric Mfg. Co. 
Westinghouse Elec. & Mfg. Co. 
FIXTURES, SHOW CASES AND 
WINDOWS 
Acme Ltg. Fixture Co. 
Artistic Ltg. Fix. Corp’n. 
Beardslee Chandelier Mfg. Co. 
Faries Manufacturing Co. 
Frink, Inc., I. P. 
Frankel Light Co. 
National X-Ray Reflector Co. 


Shapiro & Aronson, Inc. 


FIXTURE STUDS 
Fralick & Co., S. R. 


FURNACES, ELECTRIC 
General Electric Co. 
Westinghouse Elec. & Mfg. Co. 


FUSES, ENCLOSED 
Bryant Electric Co. 
Chicago Fuse & Mfg. Co. 
General Electric Co. 
Johns-Pratt Co. 
Westinghouse Elec. & Mfg. Co. 


FUSES, OPEN LINK 
Chicago Fuse & Mfg. Co. 
General Electric Co. 
Westinghouse Elec. & Mfg. Co. 


FUSES, TELEPHONE 
Chicago Fuse & Mfg. Co. 
Western Elec. Co. 


GENERATORS, LIGHT AND POWER 
Emerson Elec. Mfg. Co. 
General Electric Co. 
Robbins & Myers Co. 
Sprague Electric Works. 
Westingbouse Elec. & Mfg. Co. 


GLASSWARE 
National X-Ray Reflector Co. 


GUARDS. LAMP 
Hubbell, Inc., 


HANGERS. ARC LAMP 
General Electric Co. 
Westinghouse Elec. & Mfg. Co. 


Harvey. 
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HANGERS, CONDUIT 
Appleton Elec. Co 
Minerallac Elec. Co 
Pass & Seymour, Inc. 
Steel City Elec. Co. 
Thomas & Betts Co. 


AND CABLE 


HANGERS, FIXTURE 


Westinghouse El: 


AND BOX 
& Mfg. Co. 


HANGERS, LAMP 
Bryant Elec. Co. 


HEATERS, LIQUID 
General Electric Co. 
Westinghouse Elec. & Mfg. Ce. 


HEATING DEVICES 
Commonwealth Edison Co, 


Westinghouse Elec. & Mfg. Co. 


HOLDERS, SHADE 
Hubbell, Inc., Harvey. 
National X-Ray Reflector Co. 


HOLDERS, BATTERY 
Ostrander & Co., W. R. 
Stanley & Patterson. 


INSTRUMENTS, INDICATING 
General Electric Co. ‘ 
Westinghouse Elec. & Mfg. Co, 


INSTRUMENTS, LAMP TESTING 
Co. 


General Elec. 


INSTRUMENTS, MINIATU 
Lees RE SWITCH. 
General Elec. Co. 
Westinghouse Elec. & Mfg. Co. 


INSTRUMENTS, POCKET 
Connecticut Tel. & Elec. Co. 


INSTRUMENTS, RECORDING AND 
CURVE DRAWING 
General Elec. Co. 
Westinghouse Elec. & Mfg. Co. 


INSTRUMENTS, TESTING 
General Elec. Co. 
Westinghouse Elec. & Mfg. Co. 


INSULATION, MOLDED 
Johns-Manville, Inc. 
Johns-Pratt Co. 

AY estinghouse Elec. & Mfg. Co. 


INSULATORS, CANOPY 
General Elec. Co. 


INSULATORS, HIGH VOLTAGE 
General Elec. Co. 
Stanley, Arthur F. 
Johns-Manville, Inc. 
Westinghouse Elec. & Mfg. Co. 


INSULATORS, TREE 
Westinghouse Elec. & Mfg. Co. 


IRONS, CURLING 
Westinghouse Elec. & Mfg. Co. 


IRONS, SOLDERING 
General Elec. Co. 


JOINTS, CABLE 
Dossert & Co. 


Westinghouse Elec. & Mfg. Co. 


JOINTS, FIXTURE INSULATING 
Thomas & Betts Co. 


LAMPS, ARC 
General Elec. Co. 
Westinghouse Elec. & Mfg. Co. 


LAMPS, AUTOMOBILE 
Connecticut Tel. & Elec. Co. 


LAMPS, INCANDESCENT 
Edison Lamp Works 
General Electric Co. 
Hubbell, Inc., Harvey. 
Hygrade Lamp Co. 
National Lamp Works. 
tohns-Manville, Inc. 


LAMPS, PHOTO-ENGRAVING 
General Elec. Co. 


LAMPS, TROUBLE, AUTOMOBILE, 
PORTABLE. HAND 
Connecticut Tel. & Elec. Co. 
Stanley & Patterson. 


LIGHTS, STAGE 
Sprague Elec. Wks. 
Western Elec. Co. 
National X-Ray Reflector Co. 


LOCKS, AUTOMOBILE 
Connecticut Tel. & Elec. Co. 


LOCKNUTS 
Fralick & Co., S. R. 
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Here’s Your Opportunity—You 
Dealers, Who Want to Sell to a 
Non-competitive Market— 


We want to get in touch with dealers who know 
the clothes washer business and who want to 
sell a clothes washer which is without competi- 
ion. 


Such a clothes washer is the “Modern Home 
Washer.” It has been sold successfully by elec- 
trical dealers for over ten years and we are now 
ready to start quantity production. 


No matter what clothes washers you are now 
selling the “Modern Home Washer” will be a 
welcome addition to your line. As it is designed 
solely for use in set laundry tubs it will open up 
a field for new profits which your present clothes 
washers do not touch. 


We want to place the “Modern Home Washer” 
on an exclusive selling basis with dealers who 
are accustomed to selling quality clothes washers 
on a “no service basis.”. We have a clothes 
washer which has proved its worth to dealers 
and customers. Let us make you our exclusive 
distributors’ proposition. 


Home Devices Corporation 
Main Office and Showrooms 
11 East 42nd St., New York, near Grand Central Terminal 
Telephones—Murray Hill 9343-9344. 
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Emerson Junior 


JUST AS GOOD AS IN 1922 
A nine-inch induction fan at a popular 
price. 


Emerson quality all through and the Emer- 
son 3-year Guarantee. 


Bulletin 4024 shows this and the com- 
plete line of Emerson, including the new 


D. C. Ceiling fan. 
Write for it. 


The Emerson Electric Mfg. Co. 


2018 Washington Avenue, 
St. Louis, Mo. 


50 Church Street, 
New York City 















































































































































































BUYER’S GUIDE— Continued 


LUGS, TERMINAL 
Doseert & Co. 


Trumbull Elec. Mfg. Co. 
Westinghouse Elec. & Mfg. Co. 


MOLDED INSULATION 


Johns-Manville, Ine. 
Westinghouse Elec. & Mfg. Co. 


MOLDINGS, METALLIC 


Appleton Elec. Co. 
National Metal Molding Co. 


MOTOR GENERATORS 


General Electric Ca 
Sprague Elec. Wks. 
Westinghouse Elec. & Mfg. Co. 


MOTORS, POWER 


Emerson Elec. Mfg. Co. 
General Elec. Co. 

Robbins & Myers Co. 

Sprague Elec. Works. 

Western Elec. Co. 
Westinghouse Elec. & Mfg. Co. 


OZONIZERS, INDUSTRIAL 


Sprague Elec. Wks. 


PADS, HEATING 
Westinghouse Elec. & Mfg. Co 


PAINTS AND COMPOUNDS 
General Elec. Co. 
Johns-Manville, Inc. 
Minerailac klec, Co. 


Standard Underground Cable Co. 


Westinghouse Elec. & Mfg. Co. 


PANEL BOARDS 
Adam Electric Co., Frank 
Plainville Elec’l. Products Co. 
frumbuli Electric Mtg. Co. 
Westinghouse Elec. & Mfg. Co. 


PERCOLATORS 
Westinghouse Elec. & Mfg. Co. 


PLANTS, LIGHTING 
General Elec. Co. 


Western Elec. Co. 
Westinghouse Elec. & Mfg. Co. 


PLATES, FLUSH SWITCH 


Arrow Electric Co. 

Bryant Elec. Co. 

Connecticut Tele. & Elec. Co. 
Hubbell, Inc., Harvey. 


PLUGS AND RECEPTACLES 
Arrow Electric Co. 
Bryant Electric Co. 
Chicago Fuse Mfg. Co. 
General Elec. Co. 
Hart Mfg. Co. 
Hubbell, Inc., Harvey 
Johns-Manville, Inc. 
Johns-Pratt Co. 
National Metal Molding Co. 
Pass & Seymour, Inc. 
Sprague Elec. Wks. 
Stanley & Patterson. 
Trumbull 9 Mfg. Co. 
Western Elec. 


Westinghouse Ele. & Mfg. Co. 


PLUGS, SPARK 
Western Elec. Co. 


POLE LINE HARDWARE 


Johns-Manville, Inc. 
National Metal Molding Co. 
Westinghouse Elec. & Mfg. Co. 


PORCELAIN, STANDARD 
General Elec. Co. 


PORTABLES 
Beardslee Chandelier Mfg. Co. 
National X-Ray Reflector Co 


POSTS, LAMP, ORNAMENTAL 
Westinghouse Elec. & Mfg. Co. 


POTS, MELTING 


General Elec. Co. 
Westinghouse Elec. & Mfg. Co. 


PROJECTORS, ELECTRIC 


General Elec. Co. 

National X-Ray Reflector Co. 
Western Elec. Co. 
Westinghouse Elec. & Mfg. Co. 


PROTECTORS, LINEMEN’S 
Minerallac Elec. Co. 


PROTECTORS, THREAD, CONDUIT 
Enameled Metals Co. 


PROTECTORS 
Connecticut Tel. & Elec. Co. 
Minerallac Elec. Co. 
Partrick & Wilkins Co. 
Stanley & Patterson. 


RADIATORS, ELECTRIC 
Westinghouse Elec. & Mfg. Co 


RADIO APPARATUS 


General Elec. Co. 

Ostrander & Co., W. R. 
Philadelphia Elec. Co 

Queens Radio Co. 

Radio Courses, Inc. 

Stanley & Patterson 

Trumbull Elec. Mfg. Co 
United Radio Laboratories 
Westinghouse Elec. & Mig. Co 


Zamoiski Co., Jos. M. 


RANGES, ELECTRIC 
Westinghouse Elec. & Mfg. Co. 


REFLECTORS 
National X-Ray Reflector Co. 


REFLECTORS, PORCELAIN, ENAM- 


ELED, IRON AND STEEL 
Hubbell, Inc., Harvey. 
Westinghouse Elec. & Mfg. Co 


REGULATORS, VOLTAGE 


General Elec. Co. 


Westinghouse Elec. & Mfg. Co. 


RHEOSTATS 


General Elec. Co. 
Westinghouse Elec. & Mfg. Co. 


ROSETTES 


Arrow Electric Co. 

Bryant Elec. Co. 

General Elec. Co. 

Hubbell, Inc., Harvey. 
National Metal Molding Co. 
Pass & Seymour, Inc. 
Trumbull Electric Mfg. Co. 


SHADES, METALLIC 


Hubbell, Inc., Harvey. 
Ostrander & Co., W. R. 


SIGNALS, FACTORY AND OFFICE 
Stanley & Patterson. 


SIGNS, EXIT 
Sprague Elec. Wks. 


SOCKETS AND RECEPTACLES 


Appleton Elec. Ce. 

Arrow Electric Co. 

General Elec. Co. 

Hubbell, Inc., Harvey. 
Johns-Manville, Inc. 
National Metal Molding Co. 
Ostrander & Co., W. R. 
Pass & Seymour, Inc. 

Propp Co., H. 

Sears, H. D. 

Stanley & Patterson. 
Trumbull Electric Co., Ince. 
Westinghouse Elec. & Mfg. Co. 


SOLDERLESS CONNECTORS 
Frankel Connector Co. 


SOLDERING COMPOUNDS 
Westinghouse Elec. & Mfg. Co. 


STARTERS, MOTOR 
General Elec. Co. 
Westinghouse Elec. & Mfg. Co. 


STERILIZERS, WATER, ELECTRIC 
Sprague Elec. Wks. 
Westinghouse Elec. & Mfg. Co. 
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STOVES, DISC 
Westinghouse Elec. & Mfg. Co. 


STRAPS AND a CONDUIT 
Fralick & Co., R. 


SUPPLIES, ELECTRICAL 
Adam Electric Co., Frank. 
Amer. Elec’l. Supply Co. 
Baltimore Elec’] Supply Co. 
Brooklyn Elec’l Supply Co. 


Doubleday-Hill Elec. Co. 
Electric Supply & Equip. Co. 
Nat'l. Elec’l. Supply Co. 


Newark Elec’l. Supply Co. 
Ostrander & Co., W. RK. 
Philadelphia Elec. Co. 

Roberts Elec. Supply Co., H. C. 
Rumsey Electric Co. 

Southern Electric Co. 

Stanley & Patterson. 

Western Electric Co. 


SWITCHBOARDS, LIGHT AND POWER 
Adam Electric Co., Frank. 
Bryant Electric Co. 
General Elec. Co. 
Plainville Elec’l. Products Co. 
Sprague Elec. Wks. 
Trumbull Elec. Mfg. Co. 
Westinghouse Elec. & Mfg. Cu. 
Wurdack Elec. Mfg. Co. 


SWITCHES, BABY KNIFE 
Bryant Elec. Co. 
General Elec. Co. 
Trumbul? Electric Mfg. Co. 


SWITCHES, BATTERY 
Hubbell, Inc., Harvey. 
Manhattan Elec’! Supply Co. 
Ostrander & Co., _| * 
Partrick & Wilkins Co. 
Trumbull Electric Mfg. Co. 


SWITCHES, DISCONNECTING 


General Electric Co. 
Westinghouse Elec. & Mfg. Co. 


SWITCHES, FIXTURE 


Hubbell, Inc., Harvey. 
Pass & Seymour, Inc. 


SWITCHES. KNIFE 
Adam Elec. Co., Frank. 
General Elec. Co. 
Hart Mfg. Co. 
Trumbull Elec. Mfg. Co. 
Westinghouse Elec. & Mfg. Co. 


SWITCHES, SAFETY 


Adam Elec. Co., Frank. 
General Elec. Co. 

Johns-Pratt Co. 

Square D. Company 

Trumbull Elec. “_ Co. 
Westinghouse Elec. & Mfg. Co. 


SWITCHES, SNAP 


Arrow Electric Co. 
Connecticut Tel. & Elec. Co. 
General Elec. Co. 


Hubbell, Inc., Harvey. 
National Metal Molding Co. 
Pass & Seymour, Inc. 
Trumbull Electric Mfg. Co. 


SWITCHES, TIME, AUTOMATIC 


Berry, A. Hall 
General Elec. Co. 


SWITCHES, VOLTMETER 


Frank Adam Electric Co. 
Trumbull Elec. Mfg. Co. 
Westinghouse Elec. & Mfg. Co. 


TAPE, INSULATING 


Bishop Gutta-Percha Co. 
General Elec. Co. 
Johns-Manville, Inc. 

N. Y. Insulated Wire Co. 
Westinghouse Elec. & Mfg. Co. 


TAPS, CURRENT 
Hubbell, Inc., Harvey. 


TELEPHONES 


Connecticut Tel. & Elec. Co. 
Stanley & Patterson 
Western Elec. Co. 


TERMINALS, CABLE 
Standard Underground Cable Co. 


TERMINALS, TELEPHONE 


Standard Underground Cable Co 
Western Elec. Co. 
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TERMINALS, UNDERGROUND 
SERVICE 
Dossert & Co. 


rOASTERS 
Westinghouse Elec. & Mfg. Co, 


TOOLS, BORING, EL ECTRICIAN’S 
Stanley & Patterson. 


TOOLS, —_—e TRUING 
General Elec. 


TOOLS, PORTABLE, HAND 
General Elec. Co. 


TRANSFORMERS 
Connecticut Tel. & Elec. Co, 
General Elec. Co. 
Westinghouse Elec. & Mfg. Co. 


VULCANIZERS, ELECTRIC 
Westinghouse Elec. & Mfg. Co. 


WARMERS, FOOT AND RUG 
Westinghouse Elec. & Mfg. Co. 


WASHERS, CLOTHES 
Home Devices Corp’n. 
Western Elec. Co. 


WASHERS, DISH 
Western Elec. Co. 


WELDING MACHINES, ELECTRIC 
General Electric Co 
Westinghouse Electric & Mfg. Co. 


WIRE, ANNUNCIATOR AND OFFICE 
American Steel & Wire Co. 
General Elec. Co. 

Hazard Mfg. Co. 
Standard Underground Cable Co. 


WIRE, ARMORED CABLE 
Hazard Mfg. Company. 
National Metal Molding Co. 
Sprague Elec. Wks. 


WIRE, AUTOMOBILE 
General Elec. Co. 
Indiana Rubber & Ins. Wire Co. 
N. Y. Ins. Wire Co. 
Safety Ins. Wire & Cable Co. 


WIRE, BARE COPPER 
Hazard Mfg. Company. 
Standard Underground Cable Co. 


WIRE, FUSE 
Appleton Electric Co. 
Chicago Fuse Mfg. Co. 
General Elec. Co. 
Westinghouse Elec. & Mfg. Co. 


WIRE, GALVANIZED STRAND 
Hazard Mfg. Company. 


WIRE, IRON 
American Steel & Wire Co. 


WIRE, LEAD ENCASED 
American Steel & Wire Co. 
Atlantic Ins. Wire & Cable Co. 
Bishop Gutta-Percha Co. 
General Electric Co. 

Hazard Mfg. Co. 

Indiana Rubber & Ins. Wire Co. 
N. Y. Insulated Wire Co. 
Standard Underground Cable Co. 
Western Elec. Co. 


WIRE, MAGNET 
American Steel & Wire Co. 
Ansonia Electrical Co. 
General Electric Co. 
Hazard Mfg. Co. 
Standard Underground Cable Co. 
Western Electric Co. 


WIRE, RUBBER COVERED 
American Steel & Wire Co. 
Atlantic Ins. Wire & Cable Co. 
Bishop Gutta-Percha Co. 
Boston Ins. Wire & Cable Co. 
Detroit Insulated Wire Co. 
General Electric Co. 

Hazard Mfg. Company. 

Undiana Rubber & Ins. Wire Co. 
N. Y. Insulated Wire Co. 
Standard Underground Cable Co. 
Western Elec. Co. 


WIRE, TELEPHONE 
Western Electric Co. 


WIRE, WEATHERPROOF 
American Steel & Wire Co. 
Ansonia Electrical Co. 
General Electric Cox 
Hazard Mfg. Co. 


Western Elec. Co. 


WIRELETS 
Steel City Elec. Co. 
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| ||| ARTISTIC LIGHTING FIXTURE CORP. 
| Designers & Manufacturers 


21-25 EAST HOUSTON ST., NEW YORKU 





























Bring the Fixture Market 
to Your Door 


Looking over the new Ariistic catalog is 
just as good as being at the fixture market. 
It contains photographs of a full and com- 
plete line of fixtures that are unsurpassed 
in beauty and utility. 


The line contains staple fixtures for resi- 
dence and commercial sales that can be 
shown all year. 


Flectragists can have a copy of our Catalog 
No. 1 1-E by wniting us at once. 


ARTISTIC LIGHTING FIXTURE CORP. 


Designers and Manufacturers 


21-25 EAST HOUSTON ST., NEW YORK CITY 
Show Rooms at World Lighting Appliance Co., Inc., 136 Bowery, N.Y. 




















X 
First—Your Profits 


= JO late to question after time has 
been lost and profits have not mate 
rialized. Before the next job, investigate 
working materials and conditions. Conduit 
needed? Yes. Pittsburgh Standard? Yes; 
and your men will echo “Yes.” It saves 
the time and labor of running dies over 
pipe ends and reversing couplings. 


A quicker and better conduit system 
with P. S. It reaches the job ready to 
install. Patented Thread Protectors keep 
threads sharp, true and clean—with just 
enough enamel to protect from rust. Extra 
profit and 


Speed Always 
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For Help Wanted 
For Situations Wanted 


\RTISTS—Ready to handle your Photo 
Retouching, Lettering or Designing—Elec- 
4 trical Appliances and Radio. Address: 
































WANTED 


Jacob Stein Studio, 43 East 27th Street, | |f RATE : Used General Electric direct 
tell City lelephone aay | One $1 00 Per current type C-6, Westinghouse 
-| IB! Inch ° Insertion } || D.C. type CW-6, General Elec. 


For Sale—300 Egg Electro-Hatch Incu- 
bator, in 2 sections, operated separately. For 











| tric type I and Westinghouse 








32-volt farm lighting plant, convertible to For Sale—The following, none of which| type C or OA alternating cur- 
aro volt Used — a condi have ever been in use: Two Liberty Vacuum rent meters in operating condi- 
tion. Bargain at $35.00, one half manutac-| Cleaners, $35 each; One Western Electric : . 

t turers’ price. Will ship bill of lading sub- Heat Regulator No. 100, $25; One Utility | tion. Quote best price, 

; ject to examination Address: Elmer D. 


1 . : Motor for Farm Lighting Plant, $25. Ad-| 

Ife lectri ontractor sig tock, | * ee ee oP Be 
Wolfe, Electrical Contractor, Big Rock, dress: Crescent ‘Electric Corporation, 3307 | JAMES J. McCOY 
Illinois It-2 I . 


srpeaneancateapats \\ ashington Avenue, Newport News, Vir- 30 Church St., New York, N. Y 























BUYER OR GENERAL MANAGER gil It-2 
Electrical jobbing and wholesale house : 2 xine ; : Ret ee - re aie pacnygeS 7 . 
l ae 1 ‘ Raia. eke HELP WANTED—Superintendent who, ™ diameter, also primary oil switch with 
ve a ee 1 eS | can take charge of a New York City motor | 2 Current transtormers mounted on marble 
nection in this capacity Ave wire, se & — an : ean comes a ie ty aligns 
experiel | in buying f : quick turn-over, | ™ePair shop and estimate on outside motor ind drun conti ller for secondary with Teg- 
\ pe ICLTICEE i ) ~ U ii \ U . > . . . - Oo recct: . or < ree o 
Knows trade from A to Z. Mechanical, | and wiring jobs. Only those with this ex ulating resistance for 50 percent speed re- 
SHOWS I I roti ( se ‘ « 9 v e ° ~ -ece > re . 
lectrical lucation. Now lo-|Perience will be considered. Big opportu- duction. Address: Sterns Electric Equip- 
electrical, engineering education NO O- . se “th > _ “4 5 Rroadwav Bnft ban ta 
® cated with large Southern Distributor \n- nity for the right man. State fully expe- ment ( . 66 Bro adway, Buffalo, N.Y. ite 
nual purchases over $1,000,000. Married: | Tience and salary expected. \ddress: Box Situation Wanted—General manager, elec- 
, age 35 \ddress: Box O o Nationac] WU, NATIONAL ELECTRAGIST, 15 West 37th | trical contractor, seeks connection with well 
ELECTRAGIS - West 37th Street, New| Street, New York City It-1, rated A-1 concern. Thirty-four years oid, 
York City - 2t-12 | Sag married, seventeen years’ experience. Past 
| alia A sh ie de ‘ | For Sale—One 200 H.P. Slip Ring motor, , six years general manager of large firm in 
RADIO FOR SALI | No, 231516, type 1-6-200, Form P, speed 500 Chicago. Knows electrical contracting busi- 


lwo or three beautiful receiving sets con R.P.M., 25 cycle, 49 amps., 2200 volts, Gen- ness, embracing engineering, purchasing, es- 
taining detector, amplifier, three tubes and | eral Electric three-bearing motor with pul-| timating, handling labor, sales technique and 
beautiful mahogany cabinet at one-half off | ley, rails and drum controller with resist-| business fundamentals, has large acquaint- 
the list price Anyone desiring a radio set! ance for starting duty only. Also, one 500 anceship. Capable of taking full charge or 
that is efficient, compact and beautiful at the | H.P.. Type F Westinghouse variable speed | assist in managing a going business or 


same time, will please address Box L, c\o | motor, 2200 volts, alternating 300, 3 phase, | branch office. Good organizer for new field. 
, NATIONAL Execrracist, 15 West 37th Street, ' no load, 2900 R.P.M. Serial No. 240900, 3-| Address: Box R, clo Nationat Execrrac- 
New York City. t.f.-10 bearing motor with 13 grove shive five feet | ist, 15 West 37th St., New York City. 1t-2 








Hartford 
Time 
Switches 


Infallible Monitors for Store Window Lighting, Electric 
Signs and Street Lighting Circuits. 









All Capacities, Various Types, Rugged Construction, Dependable in Operation. 
NOW AVAILABLE 


A. HALL BERRY ca No ht 
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RAVEN CORE—A Rubber 
Covered Wire of Distinction! 





Made by a house of standing. 
Specified by all the leading architects. 
Used by the Contractors who do the better grade of work. 


Can you afford to overlook it? 


NEW YORK INSULATED WIRE CO. 


Main Office: NEW YORK Factory: WALLINGFORD, CONN. 
Agencies and Branches: 
DENVER SAN FRANCISCO CHICAGO BOSTON 
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“DIAMOND H™ 


REMOTE CONTROL SWITCHES 
LAMINATED BRUSHES 
IRONCLAD MECHANISM 
SELF CLEANING CONTACTS 











J 
» 
FOR < NN FOR 
ALTERNATING DIRECT 
CURRENT CURRENT 
Type “F” 3-Pole Back Coanected 
Remote Control Switch 
DouBLE PoteE—THREE PoLtE—Fowr Poe Double Pole TYPE “F” triple Pole 
Catalog | Ampere List | Catalog List 
Number Capacity! Price Number) Price 
730 | 30 $36.00 790 $43.20 
740 60 48.00 } s00 54.00 
750 75 60.00 | 810 67.20 
760 100 93.60 | 820 108.00 
770 | 150 108.00 | 830 124.80 
780 | 200. 122.40 | S46 139.20 








Write for Catalogue and Discount Sheet 


Made by 


THE HART MANUFACTURING CO. 


HARTFORD, CONN., 


For two sources of supply with common load. Transfers UB: 6. A. 
automatically upon failure of one source. 





Double Throw Combination 
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SSTRANDES 


Some of our Manufactured Products 


Weatherproof Bell 








Pivoted Armature 
Skeleton Bell 





Iron Box Bell 


W. R. OSTRANDER & CO. 


ANNUNCIATORS 

HOUSE 

HOTEL 

HOSPITAL 

ELEVATOR 

MARINE 
WOOD OR METAL 
ALL STYLES OF DROPS 
AND RESETS 


BELLS 
IRON BOX 
WOOD BOX 
FIRE-ALARM 
SKELETON 
VIBRATING 
SINGLE STROKE 
WEATHERPROOF 
ELECTRO-MECHANICAL 


BUZZERS 
IRON BOX 
WOOD BOX 


PUSHES 
wooD 
METAL 
DESK 
DOOR 
PEAR 
FLOOR 
MARINE 
MULTIPLE 
TABLE CLAMP 

ALL FINISHES 


SOCKETS 
KEY 
KEYLESS 
PULL CHAIN 
ALL FINISHES 


FIRE ALARMS 
CABINETS 
BOXES 
SYSTEMS FOR CURRENT 
OR STORAGE BATTERY 


SHADES 
METAL SHADES OF ALL 
DESCRIPTIONS 


LETTER BOXES 


OF ALL DESCRIPTIONS 


FLOOR BOXES 
SPEAKING TUBES 


TIN TUBE 
FLEXIBLE TUBE 
WHISTLES 
ELBOWS 
COLLARS 

ROSES 


BURGLAR ALARMS 
DOOR SPRINGS 
WINDOW SPRINGS 
TRANSOM SPRINGS 


TANK ALARMS 


371 Broadway, New York 


Factory: 83-85-87-89 Clifton Place, Brooklyn, N. Y. 








closed in metal case. 
only. 


ADRIAN, 


———<! 


=>] 


CAWRRIF 


_—— 


MONITOR 


D. C. andA. C, 
Vibrating 
Cyclone Bell 


WEATHER PROOF 


Type No. 62 For Direct Current 
Type No. 72 For Alternating Current 
FURNISHED WITH 8-INCH GONG ONLY 
For operation on 250 volts or less Alternat- 
ing and Direct Current. 
Has all terminals and current-carrying parts 
heavily insulated from frame and securely in- 


For multiple operation 


Always Give Voltage of Circuit When Ordering. 
WRITE FOR PRICES AND BULLETIN 
Manufactured by 


SCHWARZE ELECTRIC CO. 


MICHIGAN 




















‘Kanu Canopy Insulator 








West & Hubert Sts. 








Telephone 5200 Canal 





Approved by Underwriters’ Laboratories 


Can be applied to canopy without the 
use of tools 


in rolls of 10 feet. 


ARTHUR F. STANLEY 


SELLING AGENT 


New York 


~~ 
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There is a practical reason 





T. & B. OFFSET FIXTURE STUD 
Many a box is found slightly off cen- 
ter when fixture is ready to be hung. 
This Stud allows an adjustment up 
to 34” in any direction. 
If you have ever had to work with 
an off centered box, you will see the 
value of this fitting. 





T. & B. TOGGLE BOLT 
is the strongest made. 





Cap No. 1430 
T. & B. ENTRANCE CAP 
Approved by National Board 

Lots of room for wires 

Easy to install 

SAVES MONEY 

Only two screws 

Serews are burred and can’t fall out 

SAVES TIME 

Heavy Cast Iron 

Galvanized 


THEY WILL NOT RUST 


THE THOMAS & BETTS CO. 


Factory, Elizabeth, N. J. | Boston Office, 10 High St. 
New York Office, 63 Vesey St. 





——— 


for every “I & B” product 





ELECTRAGIST 73 














1. Simple in construction—no intricate parts. 


2. Link blows without flash or violence. 


3. Safety Valves permit gases to escape quickly. 

4. Metal parts cannot fuse and stick. 

5. Easiest and quickest to renew. 

6. Fibre tube is extra thick and _ fire-resisting— 
Metal parts are exceptionally heavy. 

7. Ferrules are screwed and riveted to outside 
of casing 

8. Withstand greatest number of blowouts. 

9. They save more than ANY other renewable 
fuse. 


“UNION” Fuses, Renewable and Non-Renewable 
have the Underwriters’ highest approval. 


Sold by electrical jobbers and dealers 









































PAT.OFF. 








} Interesting 
Soe Sah New Catalog 
s on request. 


CHICAGO FUSE 
MFG. CO. 


Manufacturers of Switch and Out- 
let Boxes, Cut-Out Bases, Fuse 
Plugs, Automobile Fuses, Renew- 
able and Non-Renewable Enclosed 


Fuses. 
Chicago New York 
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ATLANTIC | 


Insulated Wires | 


Atlantic Insulation is notable | 
for its dependability and maxi- 
mum service. 

DOLPHIN, Code; TRITON, 
High Grade; and NEPTUNE, 





Extra High Grade, are three widely known and exten- 
sively used Atlantic Wires. 
If you want to build or hold a reputation for quality 
work, see that “Atlantic” goes in the job. 
Price lists and discounts upon request. 
ATLANTIC 








Insulated Wire & Cable Company 


New York, N. Y. Factory: 
52 Vanderbilt Avenue. Stamford, Conn. 
District Sales Office—419 Perry Bldg., Philadelphia, Penn. 











A MARK OF QUALITY 


Buy Conduit Fittings by this 
mark. They are better than 
others and cost no more. 


S. R. FRALICK & COMPANY 


15 SOUTH CLINTON STREET CHICAGO 














SUPERIOR 
CONDUITS 


AMERICAN CIRCULAR LOOM CO. 


90 West St., New York 





Seattle 
Toronto 


Boston Los Angeles 


Chicago San Francisco 


SWITCH BOARDS 
PANEL BOARDS 
FUSE REDUCERS 


MADE BY MEN WHO KNOW YOUR 
CONSTRUCTION PROBLEMS 


SEND US YOUR INQUIRIES 


THE [ame frectmrca RobucTs CO. 


PLAINVILLE, CONN. 

















mericore 


RUBBER-COVERED 


Wire 


for interior wiring 
All sizes and voltages. 


Thoroughly reliable. Safe. 
Underwriters’ inspection and endorsement 
Illustrated catalogue—tree 


American Steel & Wire 


CHICAGO Company 


























‘DETROIT 


RUBBER COVERED 





Rubber Insulated Wires and Cables 


FOR EVERY ELECTRICAL PURPOSE 
DETROIT INSULATED WIRE CO. 


DETROIT. MICH. 

















NEGTIGUT 


a) APARTMENT HOUSE TELEPHONES 





Standard or Cordless 
Types. 


With or without letter 
Individual 


telephones for 


box units. 
apart- 


ments, tradesmen, etc. 


Ask for Catalogue 29.B 


Telephone Specialists for over 
years. 


yeieein’ COMPANY fi 
Connecticut, U. S. A 


a 
_— 
— 
ae 
— 
—_—_ 
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AGER’S 


Trade Mark Registered 


SOLDERING <== 
SALTS NAGERS| 


Buy it of your Jobber in % lb., 1 Ib., SOLDE! NG } if 

and 5 lb. Blue and White Enameled | (BY JERE VED 
Cans. Write for prices. Par. 

ALEX R. BENSON CO., Inc. 
HUDSON, N. Y. 
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and % inch male 
and discounts. 





The biggest little labor saver in the market. 


Dollars to Doughnuts You Gen 


au 


E-Z 101 enabled a local contractor to wire a 10-room house with 
a 3-hour saving over the old method. That saving of labor paid for 
the necessary supports, paid him $1.00 profit, and gave him three 
hours to devote to another job. 


A little pull telescopes the support into place—four nails install 
it—a turn of the screwdriver fastens the box—place your conduit and 
you’re ready for the fixture. 


We also make 102 which is the same as 101 with the exception 
that it is designed for knob and tube, having a loomholder, lath rest 


thread for fixture. 


TUCKER MANUFACTURING CO. 


THIS IS E-Z BOX SUPPORT NO. 101 Manufacturers Labor Saving Devices 
29 North Water Street, 





Save Money! 


Green greenbacks against doughy doughnuts and we win! 





Write your jobber for folder 


Rochester, N. Y. 


il 











— 


NEEDLE 








Hotel, House, Car 


Automatic as om 

Self-Restoring anufactured by 

Return Call Systems 
Telephone Systems 


nue Aienes Spates 51 N. Seventh Street, 
Hospital Systems 


Established 1867 


Systems 











anwuncators | Anmnunciators and Electrical 
ae ol House Goods 


individual Sot-Back PARTRICK & WILKINS CO. 


Philadelphia 


Apartment House | Qur Annunciators and House Goods in Stock 
Etc., Ete. and for Sale by Dealers Everywhere 























and Stranded Antenna Wire 


Annunciators and Push Buttons 


We beg to announce that we are NOW in a position to supply 
ENAMELED MAGNET WIRE 


of the highest grade in sizes ranging from No. 7 to No. 38 B. & S. Ga. 
We would appreciate a trial order. 


We also manufacture Weatherproof, Slow Burning, Annunciator, Office and Magnet Wires and Cables 


ACME, EUREKA, AND WIZARD IRON AND WOOD BOX BELLS AND BUZZERS 


“Daisy”"’ Floor Treads 


The Ansonia Electrical Company, Ansonia, Conn., U. S. A. 

























PHILADELPHIA, PA. 
1101- 
101-5 Race Street 


Soa 





Every Thing from Generator to Lamp 


H. C. ROBERTS ELECTRIC SUPPLY CO. 


Cor. W. Water and N. Franklin Streets, 


806 Twelfth Street, N. W. 
WASHINGTON, D. C. 


SYRACUSE, N. Y. 
| 
| 


ELECTRICAL SUPPLIES AUTOMOTIVE EQUIPMENT 





i 
1 




















































Tenge aw, ~ceain nts) =) - 8 


~ 











same stud or bolt use 


This 





eG Lug 
OSSERT 


\ 


It is a D 


—using the tapered sleeve principle of solderless = 


connection. The whole line is described and il- 
lustrated in the Dossert 15th Year Book. 














Se BOOK 







H. 
/ SOLDERLE SS / 
/ CONNECTORS 
CATAL Obl ATELY 


Dossert & Co. 


242 West 4iIst Street 


FREE New York, N. Y. 
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To connect two wires or 3 


cables at any angle to the 3 


Swivel 


























7<. 


<w> WURDACK <> | 
SWITCHBOARDS 
PANEL BOARDS 
STEEL CABINETS 
KNIFE SWITCHES 


LET US 
FIGURE 
YOUR 





REQUIREMENTS. | 
WM. WURDACK | 











ELECTRIC MFG. COMPANY | 
| 


ST. LOUIS, MO. 
a 
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The Contractor 


wants a conduit with clean threads and 
smooth interiors so that he can install and 
fish it easily. And for the sake of his cus- 
tomer he wants a conduit protected from 
rust. 


Clifton Conduit 


Enameled or Galvanized, 


is a practical conduit exactly suited to the 
contractor's needs. It is made from high- 
grade steel pipe carefully enameled or gal- 
vanized to protect it from corrosion. And 
the threads are sharp. 


Clifton Manufacturing Co. 


BOSTON, 61 Brookside Ave. 30 
NEW YORK, 26 Cortlandt Street 
BUFFALO, 34 Sayre Street 
SAN FRANCISCO, 509 Mission Street 
CHICAGO, 9 So. Clinton Street 





Friction Tape. Splicing Compound. 











PRODUCTS: 


Lead Encased Cables 
Armored Submarine Cables | 
Flexible Cables 
Railway Signal Wire 
Car Wire and Cables 
Automobile Lighting, Starting 
and Ignition Cable 


BISHOP GUTTA-PERCHA CO. 


420 E.252=, NEW YORK 
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Cable and Conduit Hangers 


Japanned or Galvanized 





For use on circuits with voltages up to 300, 
when mounted direct on the surface wired 
over. On 300 to 550 volt lines, in order to 
hold conductors at least one inch from wall 
or ceiling, it is standard practice to install 
hangers mounted on metal racks or brackets 
or with spacers under the base of the hanger; 
this also applies to voltages over 550, the 
hanger being used with porcelain or other ap- 
propriate bushings. 


MINERALLAC FLECTRIC COMPANY 
1045 Washington Blvd., Chicago, Ill. 

















Hazard 


RUBBER INSULATED 


WIRES; CABLES 


Manufactured to meet the demand of 


the electragist who recognizes the im- 
portance of quality as the true measure 
of economy. 


MARK 





Made for Users Who Want the Best” 








GW WILKES-BARRE PA YV 


NEW YORK PITTSBURH CHICAGO 

533 Canal St. Ist Nat'l Bank 552 W. Adams St. 
DENVER BIRMINGHAM PHILADELPHIA 

1415 Wazee St. 1701 First Ave. 102 No. Second St. 


MAKERS OF QUALITY ROPE SINCE 1848 
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IT PAYS TO USE “THE QUALITY LINE” 


HAVE YOU OUR CATALOG NO. 33-E? 
WRITE FOR LITERATURE ON 
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Steel City ‘ v 


PITTSBURGH 
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Real Praise 


We showed a competitor through 
our plant recently. 


“| know now,” he said, “‘why | 
can't make the line of lamps that 
you manufacture! Why you have 
engineers and inspectors every- 
where, watching every detail.” 


His trained mind had hit un- 
erringly on one of the reasons—in- 
tensive supervision and infinite care, 
we call it—why we confidently 
claim of Hygrade: 


“You Cannot Buy a Better Lamp” 


HYGRADE LAMP CO 


GENERAL OFFICE 
AND FACTORY Wi saem Mass 
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>We Manufacture :— 


Rubber Covered Wire—Solid Conductor, 
Stranded Conductor, Flexible Conductor. 
Extra Flexible Conductor. 

Lamp Cords, Reinforced Cords, Hcater 
Cord, Brewery Cord, Canvasite Cord, Packing- 
house Cord. 

Deck Cable, Stage Cable, Border Light 
Cable, Flexible Armored Cable. 

Elevator Lighting Cable, Elevator Operating 
Cable, Elevator Annunciator Cable. 


Switchboard Cables, Telephone Wire, 


Flameproof Wires and Cables, Railway Signal 


Wires, High Voltage Wires and Cables. 


Automobile Ignition Cables, Automobile 
Lighting Cables, Automobile Starting Cables, 
Automobile Charging Cables. 


Moving Picture Machine Cable. 


Boston Insulated Wire & Cable Co. | 


Main Office and Factory: 
Dorchester District 
Boston, Mass. 
Canadian Branch 


Office and Factory: 
Hamilton, Ont. 
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Again We Say a 
WALGER 
CONNECTORS 


No solder 

















no blow toreh 

—80% of your connecting 
‘time and trouble elimin- 
ated. 


Let your men start using Walgers— 
They don’t need a tool bag—Simply 
carry ample Walgers in their pocket 
to wire up the fixtures anywhere. 





Approved by the under- 
writers and sold by all 
Jobbers. 


S. H. Stover & Co. 


Chamber of Commerce 





























Building 
PITTSBURGH, PA. 
NNO en Electricity 
has become 
supreme among 
Heating 
Methods 
| It has solved heating 
| problems of diverse 
1 \ “| kinds for manufac- 
are Aggured tHe Elpat ical\ “ | turers of various 
LL \y\ | commodities. 




















Because of their simple construction, electric heating 
devices require no elaborate mechanism. The heat con- 
trol and saving in floor space are features possessed by no 
other devices. Electric Industrial Heating Installations 
require fewer employees for efficient operation. 


Phone Randolph 1280, Local 168, or write Industrial 


Heating Division, Contract Department, 


Commonwealth Edison Company 


Edison Building, 72 West Adams Street, Chicago 
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a 
- RUBBER COVERED WIRES AND CABLES 
THE STANDARD FOR THIRTY YEARS 
For all purposes. Inside, Outside, Aerial, 
Underground and Submarine Use. 
. The Makers of the 
IF IT’S IT’S RIGHT Famous Yellow Cab Select 
Denzar for Their Office Lighting : TS 
"pp One company-—-the Yellow Cab Manufacturing Company of Chi- 
INDIANA RUEBER & INSULATED WIRE co. cago snaieee all de Vdiew Cabs you son + Sh ne | ‘the United 
JONESBORO, INDIANA States. No motor vehicle could stand the gaff of continuous serv- 
. ice, incident to the cab business until the engineers of the Yellow 
New York Representatives: Cab Manufacturing Company designed the Yellow Cab. This same 
engineering talent solved the problem of adequately lighting their 
The Thomas & Betts Co., offices by installing more than 100 Denzars in the office building 
A illustrated above. The lighting unit that can be sold on a per- 
63 Vesey St. New York City formance basis to hard boiled engineers is a good unit for any 
Chicago Branch: dealer to sell in his community. 
Indiana Rubber & Insulated Wire Co. BEARDSLEE CHANDELIER MFG. CO. 
210 So. Desplaines St., Chicago 
° P 231 So. Jefferson Street Chicago, Ill. 
‘ 
‘ 

















Insulated wire and cable for The American Sugar Refining Co.’s New Plant, Baltimore, Md. 


every transmission purpose— Structeral Engs.: Charles T. Main, Boston 


Constructors: Stone & Webster, Boston 


not made to meet a price, but STANDARD 

with the idea of rendering maxi- Light and Power Cables and Cable 

mum service to the purchaser Accessories 

and of reflecting maximum credit were used throughout this wonderful 
‘ plant which is the finest and most efficient 

to the contractor who uses it. cane sugar refinery in the world. 


This is but one of the many high class 
installations to which we ean refer as 


Safety Insulated ies ng a Rs, lea 
Wire and Cable Co. 


114 Liberty Street 





For further information write our nearest of fice 


STANDARD UNDERGROUND CABLE Co. 







Boston Pittsburgh Chicago San Francisco 
N E W ¥ O R K New York Washington Detroit Seattle 
Philadelphia Atlanta St. Louis Los Angeles 





For Canada: Standard Underground Cable Co. of Canada, Ltd. 
Hamilton, Ont. 
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Yearly subscriptions to 
the National Electragist, 
which includes The Ra- " TOT 
dio Service Supplement 








as a part of its regular 
issue, $2.00 a year. 


PUBLISHED ON THE FIRST OF EVERY MONTH 


National Electragist, for- 
merly Electrical Con- 
tractor, was established 
21 years ago as the of 


iST ficial journal of the Na- 


a 





= tional Association of 


Electrical Contractors. 


All Communications Should Be Addressed to 
NATIONAL -ELECTRAGIST RADIO SERVICE SUPPLEMENT 
15 West 37th Street, New York City 
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Radio on Time Payments 


There was a time once when the installment plan of 
buying merchandise at retail was considered something to 
be ashamed of. Today automobiles, houses, washing ma- 
chines, gas stoves, rugs, furniture, engagement rings, and 
in fact all lines of merchandise are sold on the time pay- 
ment plan involving a cash payment and a payment each 
month until the article is all paid for. 

Until quite recently radio apparatus has been sold for 
cash. Several manufacturers are now advertising to con- 
sumers offering radio receiving apparatus on the time pay- 
ment plan. It does not seem unlikely that dealers will find 
it necessary to adopt this plan on the more expensive types 
of apparatus especially if competition from direct sales 
forces it. 

It is estimated that over 75 percent of the automobiles 
today are sold on the time payment plan and it is further 
stated that were all automobiles sold strictly for cash, sales 
would drop 50 percent. If the automobile industry finds it 
possible to double its sales by the use of the time payment 
plan, there is nothing to prevent the plan being applied to 
any industry provided the proper machinery is used to in- 
sure payments. In the automobile industry, companies have 
been built up expressly for the purpose of financing the 
sales so that the automobile dealer will not have to use his 
own capital. There is not much possibility of the electragist 
finding any such agency for financing radio sales, at least 
for the present and until some agency presents itself, the 
dealer will have to carry his own paper, attend to the bill- 
ing and bookkeeping, and make collections. To insure 
himself against loss he will have to attach to the sale price 
a fee and charge interest at the rate of 6 percent on the 
monthly payments. Any readers interested in a plan of 
this kind should write for more information. 


The Problem of the Loud Speaker 

Users and dealers alike have been having dissatisfac- 
tion with certain types of loud speakers. While it is true 
that the majority of loud speakers give no cause for com- 
plaint, it is equally true that there are enough unsatisfac- 
tory ones on the market to cause some uneasiness. Curious- 
ly enough the unsatisfactory types are not confined to the 
lower priced goods, some of the trouble makers being in 


the high price class. 


The old adage, “The proof of the pudding is in the eat- 
ing,” holds good in the case of all loud speakers. You 
cannot tell whether they are good till you have heard 
them. 

Loud speakers are of two general types, those that sim- 
ply magnify the tone produced by the ordinary receiver 
and those that use outside current to increase the volume of 
tone. Either of these two types can be applied in a num- 
ber of ways, as for instance, for attaching to a phonograph. 
The real solution of a successful loud speaker, in addition 
to its electrical and mechanical perfection, is its shape, 
material and size. 

Sound waves require study and those who have mas- 
tered this subject are able to design apparatus that will 
give clearer and louder sound than those who have not. 
The earliest form of phonograph simply used a long tin 
horn or perfectly conical shape. The tone was far from 
satisfactory. Improvement in the shape of the sound de- 
flector has done much for the success of the phonograph 
and the application of these same principles to the loud 
speaker will result in similar improvement. 

Many experiments have been made so far and the im- 
provement in tone in the present instruments over those 
made a year ago is quite evident. Materials such as tin, 
brass, alloys, aluminum, wood, concrete, plaster, etc., have 
all been used with varying success, but it would seem that 
the shape of the horn has more to do with the proper emis- 
sion of sound than has the material, although obviously the 
material will affect the quality of the sound to some extent. 

A still older industry that has had vast experience in 
sound production is that of pipe organ building. Builders 
of these beautiful instruments are able with the use of 
wood, brass, tin and paper to produce almost any kind of 
sound desired, and so accurate is their information that the 
quality of tone in the pipes on any one stop is quite alike 
all the way through the scale. 

For the present the dealer should insist upon hearing 
loud speakers before he buys to determine the tone and 
operation of the loud speaker. By so doing he will prac- 
tically eliminate complaints on the part of customers. 


It is difficult to accurately determine the number of re- 
ceiving sets in use in the United States, but a compilation 


of manufacturers’ figures combined with a estimate of the 


number of home made sets shows between one and one-half 
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Radio on Time Payments 


There was a time once when the installment plan of 
buying merchandise at retail was considered something to 
be ashamed of. Today automobiles, houses, washing ma- 
chines, gas stoves, rugs, furniture, engagement rings, and 
in fact all lines of merchandise are sold on the time pay- 
ment plan involving a cash payment and a payment each 
month until the article is all paid for. 

Until quite recently radio apparatus has been sold for 
cash. Several manufacturers are now advertising to con- 
sumers offering radio receiving apparatus on the time pay- 
ment plan. It does not seem unlikely that dealers will find 
it necessary to adopt this plan on the more expensive types 
of apparatus especially if competition from direct sales 
forces it. 

It is estimated that over 75 percent of the automobiles 
today are sold on the time payment plan and it is further 
stated that were all automobiles sold strictly for cash, sales 
would drop 50 percent. If the automobile industry finds it 
possible to double its sales by the use of the time payment 
plan, there is nothing to prevent the plan being applied to 
any industry provided the proper machinery is used to in- 
sure payments. In the automobile industry, companies have 
been built up expressly for the purpose of financing the 
sales so that the automobile dealer will not have to use his 
own capital. There is not much possibility of the electragist 
finding any such agency for financing radio sales, at least 
for the present and until some agency presents itself, the 
dealer will have to carry: his own paper, attend to the bill- 
ing and bookkeeping, and make collections. To insure 
himself against loss he will have to attach to the sale price 
a fee and charge interest at the rate of 6 percent on the 
monthly payments. Any readers interested a plan of 
this kind should write for more information. 


The Problem of the Loud Speaker 
Users and dealers alike have been having dissatisfac- 
While it is true 
that the majority of loud speakers give no cause for com- 


tion with certain types of loud speakers. 


plaint, it is equally true that there are enough unsatisfac- 
lory ones on the market to cause some uneasiness. Curious- 
ly enough the unsatisfactory types are not confined to the 
lower priced goods, some of the trouble makers being in 


the high price class. 


The old adage, “The proof of the pudding is in the eat- 
ing,” holds good in the case of all loud speakers. You 
cannot tell whether they are good till you have heard 
them. 

Loud speakers are of two general types, those that sim- 
ply magnify the tone produced by the ordinary receiver 
and those that use outside current to increase the volume of 
tone. Either of these two types can be applied in a num- 
ber of ways, as for instance, for attaching to a phonograph. 
The real solution of a successful loud speaker, in addition 
to its electrical and mechanical perfection, is its shape, 
material and size. 

Sound waves require study and those who have mas- 
tered this subject are able to design apparatus that will 
give clearer and louder sound than those who have not. 
The earliest form of phonograph simply used a long tin 
horn or perfectly conical shape. The tone was far from 
satisfactory. Improvement in the shape of the sound de- 
flector has done much for the success of the phonograph 
and the application of these same principles to the loud 
speaker will result in similar improvement. 

Many experiments have been made so far and the im- 
provement in tone in the present instruments over those 
Materials such as tin, 
brass, alloys. aluminum, wood, concrete, plaster, etc., have 
all been used with varying success, but it would seem that 
the shape of the horn has more to do with the proper emis- 
sion of sound than has the material, although obviously the 
material will affect the quality of the sound to some extent. 

A still older industry that has had vast experience in 
sound production is that of pipe organ building. Builders 
of these beautiful instruments are able with the use of 
wood, brass, tin and paper to produce almost any kind of 
sound desired, and so accurate is their information that the 
quality of tone in the pipes on any one stop is quite alike 
all the way through the scale. 

For the present the dealer should insist upon hearing 
loud speakers before he buys to determine the tone and 
operation of the loud speaker. By so doing he will prac- 
tically eliminate complaints on the part of customers. 


made a year ago is quite evident. 


A Million for 1923 


It is difficult to accurately determine the number of re- 
ceiving sets in use in the United States, but a compilation 
of manufacturers’ figures combined with a estimate of the 
number of home made sets shows between one and one-half 
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and two million. The greatest part of these sets were pur- 
chased or bought in the early part of 1922. It is considered 
quite likely that a million more sets will be made or sold 
during this year. 

Get your share of this business. 


Broadcasting Interference 

The interference of broadcasting stations with one an- 
other is a popular theme of conversation among radio fans 
these days. With the increase in the number of broad- 
casting stations and the gradual increase in transmitting 
power used, the 360 meter arrangement was out of the 
question. 

With the new program arrangement and the use by some 
stations of 400 meter wave length, the situation was im- 
proved somewhat, but there is still a good deal to be 
desired. To correct local interference some of the power- 
ful stations are deviating a little from the exact wave length. 
Here is a list of some of the stations with their call letters 
and wave lengths: 


Station Call Wave 
Medford Hillside, Mass.......... WGI 300 
PR 2b. , caccemensemanes KDKA 360 
I I Ba wa Sark aaneae .KSD $00 
SR, DUNS cas orn cneanegenes KYW 400 
CCN, Flick ccccccccccccsesss WHRU 360 
ROE SR, Sid oi evawebeueween NOF $12 
Havana, Cuba Cee ee $00 
ay er, fy $00 
Philadelphia, Pa.....ccscees ... WOO 400 
Louisville, Ky.. sedoa .. WHAS 360 
prow, INN. Xess. erry fe 400 
TOPOS, COMAGR. 2.220060. Ay a 400 
Buffalo, N. Y. oS kien .. WGR 360 
EE, OMe. Be decicedeniens WGY 403 
Cimcmatl, GRO... .ccsccss ..+» WLW 360 
Lockport, N. Y. Loken wew cul eee 360 
Boston, Mass............... ..-» VWNAC 300 
ho a re cs cee WO 400 
Dearborn, BHIch.....ccccvccceccs WWI 360 
es Sn er WEAF 400 
Newark, N. J... pete alee aang WJZ 360 
Newark, N. J... .. WOR 400 
Ridgewood, ee be eed ane ae ba WHN 300 


This is only a partial list but it can be used to illus- 
trate the difficulties arising from interference. WHN, WOR. 
WJZ and WEAF are all within a few miles of each other 
and even the most limited crystal sets can usually get all 
of them. Under a timed program system, not all of these 
stations broadcast at the same time, yet when two are work- 
ing at once there is some trouble. In Philadelphia the two 
principal stations operate at the same wave length but not 
at the same time. In Chicago KYW and WMAQ operate on 
different wave lengths. 

To determine the extent of interference, an official 
operated a crystal receiving set midway between two broad- 
casting stations operating simultaneously, one on 360 and 
the other on 400 meters. He found that with a single coil 
tuner is was impossible to tune either station out. but with 
a two coil tuner there was no difficulty. Reception of a dis- 
tant station when a station close by is operating offers diffi- 
culties. | 

With a more advanced type of receiving set there is no 
dificulty ordinarily in tuning in or out as desired but the 
smaller sets which cannot tune so sharply are the sufferers 
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and they are numerically in the majority. We cannot pro. 
pose any definite remedy for the condition at this time by 
doubtless the White bill now before Congress will contain 
provisions that will allow broadcasting over a greater range 
than is at present allowed. Intelligent thought and investi. 
gation is needed to clear the situation up. 


The Need for Standardization 
The recent conference in New York on the subject of 
radio standardization is timely. The purchaser of radio ap- 


paratus is indeed up against it so far as knowing what he is 


buying is concerned. All he has to 20 by is the soodwill 
of the manufacturer and owing to the very uncertain condi- 
tions under which the apparatus is installed, not many many. 
facturers have been able to determine the merits of claims 
on the part of purchasers and it is doubtful whether there 
would be any real rule to determine the fairness of many 
of the claims. 

Complete receiving sets have been largely classified and 
sold according to the. possible distance of reception which 
is not the way to classify them, but there is not another 
method of telling the customer what he is buying, 

The same trouble exists in the matter of parts, only to a 
still greater extent. Condensers, transformers, etc., either 
have no ratings at all or have ratings which mean little or 
nothing as all the factors have not been considered in mak- 
ing the ratings. Dr. Dellinger. chief of the Radio Labora. 
tory of the Bureau of Standards, very aptly compares the 
lack of definite designation of the accurate ratings of elec. 
tric lamps which are rated in voltage and wattage, conse- 
quently the purchaser knows exactly what he is getting. 

It is expected that much good will come of the standard. 
ization program but the work is necessarily slow and pains- 
taking in character and immediate results cannot be ex- 
pected. 


Developments in Cuba 

Owing to lack of adequate broadcasting facilities radio 
developments in Cuba have not kept pace with the prog- 
ress of radio transmission in the United States, says As- 
sistant Trade Commissioner Livengood, Habana, in a report 
to the Department of Commerce, but recently a high-power 
1g center has been established in the capital and the 
market for small receiving sets is expected to widen rapidly. 


cendir 


This station has not yet made arrangements to supply 
broadcasting service, but it will do so soon. The appar- 
atus of the company operating this station, which has a 
capacity of 500 watts, is an exact duplicate of that used 
by the New York Telephone Company in its Walker Street 
station. Test messages from the new Habana station have 
been heard as far away as Princeton, N. J. 

As in all tropical countries Cuban enthusiasts have met 
with difficulty because of static disturbances. In spite of 
all obstacles, however. a considerable number of Cuban 
amateurs have been experimenting in receiving messages 
and one or two in transmission. 

Habana dealers are well equipped to supply radio ap- 
paratus in anticipation of broadcasting from the new Ha- 
bana station. Interest in radio matters is thoroughly active 
and when facilities such as those of the United States are 
available the merchants believe that Cuba will offer a fire 


market for this class of merchandise. 











er 


or 








Prominent Broadcasting 


Station DDS, Denver, Col. 

This station is operated by the Edu- 
cational Department of the Fitzsimmons 
General Hospital, Denver, Col. It is 
an experimental station for the instruc- 
tion of patient-students of the radio 
shoo! and has been constructed. and 
maintained entirely by the student body 
of patients who are exservice men, vo- 
cational training students, and enlisted 
men of the medical corps. 

The power used is 50 watts antenna 
input. One 50 watt tube is used as an 
oscillator, one as a modulator, and one 
as a speech amplifier. The Colpitts 
oscillator circuit is used with several 
modifications and with a Heising modu- 
lator circuit. 

The studio is across the hall from 
the operating room and is draped in 
heavy blue velour to deaden reverbera- 
tions of sound. The studio contains 
only a piano and the microphone stand. 
The microphone is of the carbon 
granule type. Reception has been re- 
ported. from California, Oregon, Wash- 
ington, Texas, Saskatchewan, Rhode Isl- 
and, New Jersey and Alberta. 

The station has been in operation al- 
most since broadcasting first started and 
previously operated under the call let- 
ters 6WV. A number of local celebra- 
ties have spoken to the radio audience, 
including Governor Shoup. The sta- 
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Following Are Descriptions of Severai 
Stations in Different Parts of the Country 


tion is in charge of J. G. 
Radio Instructor of the 
General Hospital. 


Eisenberg, 
Fitzsimmons 


Station WHK, Cleveland, O. 
Station WHK, Cleveland, Ohio, is one 
of the pioneer broadcasting stations of 
the country, having started popular en- 
tertainment programs considerably over 
a year ago. The plant is operated by 
the Radiovox Company and the man- 
ager is Warren R. Cox, who was the 
first phone broadcaster in Cleveland. 

Excellent musical programs have been 
sent out and there are many other fea- 
tures. Among other things this station 
broadcasts lists and descriptions of 
stolen automobiles and this is said to 
have effected a remarkable decrease in 
the number of automobiles stolen and 
an increase in the number recovered. 
This is done in codperation with the 
Cleveland Automobile Club. 

The illustrations shows the studio of 
WHK with Lucille Phillips’ Royal 
Gypsy Orchestra playing to the micro- 
phone. The heavy draperies, a feature 
of all studios, damps out all echo and 
sound reflection. 

The transmitter used has four 50 watt 
tubes, two oscillators. two modulators. 
and a 10 watt voice amplifier. The 
normal antenna output is 100 watts. 
The speech input equipment consists of 


J. G. Eisenberg, Operator as Well as Radio Instructor at DD5 Isn’t Always in Such 
a Serious Mood 
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Stations 


a three stage amplifier with specially 
designed microphones. The wave length 
is 360 meters. 


Springfield, Mass.—W BZ 

Reception from WBZ, the Westing- 
house radio station at Springfield, 
Mass., is considerably louder and clear- 
er than it was last winter. There is a 
good reason for this improvement. The 
station was entirely rebuilt during the 
summer and is now one of the finest in 
the country. 

The original station was opened in 
September, 1921, and was one of the 
pioneers in the broadcasting field. Only 
two or three stations now in operation 
have a longer record. It was designed 
to serve New England only, so that its 
power was limited. But though it was 
found to have a consistent range of 
about 500 miles south and west under 
good atmospheric conditions, it did not 
entirely fulfill its purpose. New Eng- 
land is peculiar from a radio stand- 
point, and for some unknown reason 
there were several areas in this section 
that WBZ could not reach. The new 
station, however, has remedied this sit- 
uation and can be clearly heard on a 
detector tube alone all over the north- 
eastern part of the country. 

The new transmitting apparatus is of 
standard Westinghouse construction and 
is of the same type as that used by 
KDKA, KYW, and WJZ, although 
somewhat smaller. It has two oscil- 
lating tubes and three modulator tubes, 
each rated at 250 watts. Ten-volt A. C. 
current for the filaments is supplied by 
a transformer on a 110-volt circuit, and 
2,000-volt D. C. current for the plates 
is supplied by a motor-generator set 
located outside of the station and re- 
motely controlled from the transmit- 
ter. The tubes are kept cooled by a 
fan mounted behind the transmitter. 

The transmitting antenna is supported 
by two structural steel towers, 142 feet 
high. These towers are located on the 
roof of the company’s radio factory 
so that the height of the antenna above 
ground is 200 feet. The antenna is 
made up of six phosphor bronze cables 
spaced 5 feet a part and is 220 feet 
long between insulators. A counter- 
poise, of similar dimensions, is sus- 
vended 130 feet below the antenna. 
Special arrangements have been made 
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A Reproducing Piano, Victrola and Talk- 
ing Machine are Used at WBZ 

to prevent breakage of the antenna and 

counterpoise by ice, and a heavy cur- 

rent can be circulated through the an- 

tenna wires and down leads to prevent 

accumulations during ice storms. 

The studio, which is located on the 
third floor of the building, is a room 
of 20x 23 feet. Heavy carpets on the 
floor and shirred monk cloth on the 
walls and ceilings eliminate all echoes. 
Among the musical instruments used are 
a Knabe-Ampico reproducing grand 
piano, a Victrola, and a Brunswick 
Talking Machine. 

The condenser type microphone, 
which is standard at present, is hung 
from a movable and adjustable stand. 
Its output passes through three stages 
of amplification before it goes to the 
transmitting room where three more 
stages of amplification are provided. 
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‘The studio amplifiers are housed in a 


cabinet padded with felt. An Aeriola 


,Junior receiver with a loop aerial is 
jused to check the character of the per- 


formances as broadcasted. 

WBZ operates every night from 7:30 
to 9:00 p. m. eastern standard time. 
Its regular weekday program includes 
children’s stories, agricultural reports, 
addresses, and music. On Sunday, 
chapel services are broadcasted at 3:00 
p. m. and church services at 8:00 p. m. 
A number of well known people have 
addressed the radio audience from 
WBZ, including the governor of every 
New England state, and Charles P. 
Steinmetz. 


Many Stations Licensed 

At the end of last year the Radio 
Section of the Department of Commerce 
reported 576 broadcasting stations. As 
there was an increase of 11 during the 
month of December, it is safe to as- 
sume that the number now in existence 
is nearly 600. At the beginning of the 
year -1922 there were about 5 broad- 
casting stations. 

A wonderful growth in a marvelous 
industry. 

It is interesting to note that the total 
number of class B stations transmitting 
on a wave length of 400 meters is only 
25. The passage and terms of the 
White bill now before Congress may 
result in a greater split up in wave 
lengths. 





Heavy Draperies at WHK, a Feature of the Station, Eliminate all Echo and Sound 
Reflection 


Wired Wireless Received 

General Squier’s System Satisfactorily 
Demonstrated 

The demonstration of a new and 
unique method of communicatine and 
broadcasting over electric light and 
“oneal i, by means of General 
Squier’s syste m of wired wireless, at the 
Bureau of Standards in W ashington on 
January 8 indicates that within a short 
time all consumers of electric current 
may be able to plug in their radio sets 
to their lamp sockets and receive jp. 
formation and_ entertainment broad- 
casted by the large light and power 
companies. The system is controlled 
by the North American Co. of Ney 
York, which owns and operates the 
lighting utilities of Cleveland. Milwan. 
kee, St. Louis and a number of other 
cities and which has secured an exclu. 
sive license under General Squier’s pat: 
ent rights for this purpose and is now 
developing the plan. 

With the aid of small condenser in 
series with vacuum tube receiving sets, 
or a special plug, consumers of elec. 
tricity will be able to receive broad- 
casts from their electric wires just as 
they get juice to operate the flat iron, 
electric toaster or hair curler today. 
One button will produce jazz, another 
news and a third grand opera, as soon 
as .the power companies start broad- 
casting over their wire systems. The 
ether will in no way be disturbed by 
this sort of direct radio broadcasting, 
and Secretary Hoover will not have to 
assign wave lengths or worry about in- 
terference with other stations using the 
ether—there will be no interference as 
the air is not used. 

With the aid of a regulation broad- 
casting set at a sub-station of the Po- 
tomac Electric Power Company, mes- 
sages were transmitted over this com- 
pany’s lines carrying 2,400 volts to the 
Signal Corps Laboratory, Bureau of 
Standards in Washington, where ‘they 
were received by means of a tube set 
coupled with condensers. The sending 
station was located at Georgetown. The 
wave which followed the wires was of 
5,000 meters and a transmitting current 
of 0.050 amperes was employed. 

Following tests of General Squier’s 
invention in Cleveland last May and 
further trials in New York in August 
the North American Co. concluded that 
a practical application of the system 
was of value and would permit the fur 
nishing of an additional important ser 
ice to lighting and power customers. 
Since October, R. D. Duncan, Jr., chief 
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radio engineer of the company, has been 
rfecting the methods. 

At the public demonstration made in 
Washington, Duncan made the follow- 
ing statement: 

Makes Important Statement 

In codperation with the Potomac Elec- 
tric Power Company, experiments have 
heen under way tor time during 
which the voice has been transmitted over 
the high voltage lines of the latter com 


some 
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pany from the Georgetown and the Ten- 
nelytown sub-stations and received at the 
Bureau of Standards and at different points 
in Chevy Chase and Maryland. This sys- 
tem of communication, referred to in the 
past as wired wireless, is the invention of 
Major General George O. Squier, at pres- 
ent chief signal officer, U. S. Army, and 
consists essentially of substituting for the 
transmitting and receiving antennas of 
radio stations, the electric light wire net- 
work of a city. Instead of the high fre- 
quency energy being radiated through space 
in all directions as with radio, it is con- 


fined and directed to flow along definite 
paths from the transmitting station to the 
various receivers. During the recent ea- 
periments the two sets of transmitting ap- 
paratus were connected through special cir- 
cuits to the 2,400 volt three phase distribu- 
tion system. The receiving apparatus was 
plugged directly into the light socket as 
is done with an electric iron, toaster or 
other ‘familiar appliance. 

The broadcasting was carried on simul- 
taneously with the normal operation of the 
electric power system, there being no inter- 
ference with either system by the other. 


The Need for Radio Standardization 


Leading Organizations and Bureau of Standards 


Consider the 


Leading organizations in the radio 
field attended a meeting in New York 
on January 12 at the call of the Bureau 
of Standards to consider the possibility 
of radio standardization. In codpera- 
tion with the American Engineering 
Standards Committee the Bureau called 
the meeting at the instigation of: 

Institute of Radio Engineers 

National Radio Chamber of Commerce 
Radio Apparatus Section, Associated Man- 
ufacturers of Electrical Supplies 

National Retail Dry Goods Association 
American Radio Relay League 

Radio Corporation of America 

The meeting was opened with an ad- 
dress by Dr. F. C. Brown, acting di- 
rector of the Bureau of Standards, who 
recited the conditions leading to the 
calling of the meeting and gave the 
general scope of the possible standard- 
imation program. He was followed by 
Dr. J. H. Dellinger, chief of the radio 
laboratory of the Bureau of Standards. 
Dr. Dellinger told in more detail of the 
developments leading to the calling of 
the meeting and of the possible bene- 
fits to be derived from standardization 
work. Several other speakers promi- 
nent in the radio world addressed the 
meeting, all stressing the importance of 
standardization along various lines. 

After all speakers on the program 
had been heard from, the chairman, Dr. 
Brown, called for comments from any 
who desired to speak and a number of 
oganizations represented by delegates 
vied their approval of the purposes 
of the conference. All being agreed 
that standardization was necessary, a 
Sectional Committee was appointed to 
be sponsored jointly by the American 
Institute of Electrical Engineers and the 
Institute of Radio Engineers. This is 

‘sectional committee of the American 

ing Standards Committee and 

' will of course have final say 

"all standardization work taken up. 
ectional Committee has _repre- 
“alation from all interested organiza- 


Matter at 


tions. All organizations represented at 
the meetings are to have representation 
and probably some others that were not 
represented. An advisory committee 
will help to decide preliminary matters 
relative to the Sectional Committee 

The purpose and aims of the con- 
ference and the work of the committee 
is very well set forth in Dr. Dellinger’s 
address which follows: 

The widespread interest in radio has 
brought with it an increasing demand 
for uniformity and dependability in 
radio service and apparatus. The lack 
of any such standardization has been 
brought to the attention of the Bureau 
of Standards by producer, distributor, 
and consumer. The consumer has been 
the chief force behind the demand that 
something be done. When one pur- 
chases an electric lamp he receives with 
it a statement of the voltage on which 
it operates and the power it consumes. 
When a radio set is purchased the con- 
ditions of use may be anything and there 
is no statement of performance. Many 
purchasers of radio parts, such as coils, 
amplifier transformers, rheostats, tele- 
phone receivers, have complained that 
they could get no statement whatever 
of significant constants of the appara- 
tus nor of its normal performance. 
Purchasers must have a basis of judg- 
ment or they will be driven by a few 
unfortunate experiences to stop purchas- 
ing radio equipment altogether. 

Manufacturers and retailers have felt 
the need and made some progress to- 
ward reliable specification of their prod- 
ucts, but there has not been previously 
a concerted movement to introduce uni- 
formity. Some manufacturers and 
salesmen have fallen into the natural 
error of rating receiving sets in miles 
of receiving distance, suppressing such 
factors as antenna height, power of 
transmitting station, local interference, 
etc. Various manufacturers have from 
time to time pointed out that a be- 


New York Meeting 


ginning should be made in radio stand- 
ardization. 

The need was emphasized by a re- 
quest for assistance which the Bureau 
of Standards received from the Na- 
tional Dry Goods Association and the 
Electrical Testing Laboratories last 
May. The retail department stores dis- 
tribute a very large quantity of radio 
apparatus and they had found that such 
apparatus varied enormously in quality 
and performance. Lacking means for 
determining what apparatus was satis- 
factory and what should be rejected, 
they found it difficult to maintain the 
goodwill of their customers. They de- 
sired to have tests made by such insti- 
tutions as the Electrical Testing Labo- 
ratories but both organizations felt the 
lack of standard testing methods and 
performance ratings. Representatives of 
the two organizations visited the Bureau 
of Standards and an outline of methods 
for testing receiving sets was agreed 
upon for tentative use. It was recog- 
nized that the methods needed further 
development and simplification. Be- 
sides codperating in the establishment 
of methods, the Bureau of Standards 
undertook simple to make measurements 
and calibrations of the laboratory 
standards used by testing laboratories. 

It became increasingly apparent that 
there was need for beginning a stand- 
ardization program that should have 
the radio interests behind it and should 
be so organized that there would be 
substantial certainty of its becoming ef- 
fective. As an outgrowth of its re- 
search work and its contact with in- 
dustry the Bureau of Standards has in- 
initiated standardization programs in 
various lines. For example, the Bu- 
reau has codperated with the battery 
industry in the production of detailed 
specifications for dry batteries and stor- 
age batteries. It is recognized that radio 
is not at all ripe for standardization as 
extensive as in the battery industry. 
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As a result of discussions by repre- 
sentatives of the Bureau of Standards 
with secretaries of the Institute of Radio 
Engineers and the American Engineer- 
ing Standards Committee, the Bureau 
called an informal meeting with repre- 
sentatives of seven general organizations 
interested in radio on Sept. 27, 1922. 
The result of this meeting was the for- 
mal request from each of the organiza- 
tions that the Bureau of Standards call 
a general conference in codperation with 
the American Engineering Standards 
Committee. The Bureau accordingly is- 
sued invitations to the present confer- 
ence, limiting the invitations mainly to 
organizations, trade associations, ete. 
On December 20 representatives of the 
Bureau again met with representatives 
of the organizations which had _ re- 
quested the calling of the present meet- 
ing, to report on the action the Bureau 
had taken and to discuss in a prelimi- 
nary way the questions which had been 
prepared as agenda for the present con- 
ference. The present situation there- 
fore is that the organizations which re- 
quested the calling of this conference 
have agreed through their representa- 
tives that it is practicable to lay the 
foundation of a standardization pro- 
gram at the present time. 

The scope of the present conference 
was purposely made very broad in the 
agenda. It is of course clear that stand- 
ardization can not be undertaken at once 
over the whole field. The breadth of 
scope. however, gives an opportunity 
for the presentation ef any phases of 
the subject which any member of the 
conference deems important. While the 
Bureau in calling the conference, sought 
to have the representation mainly 
through trade associations and other or- 
ganizations, no manufacturer or other 
person who has expressed a desire to 
attend the conference has been barred. 
It is anticipated that there will be no 
need to provide any rigid rules for 
procedure or voting in the present con- 
ference since any actions taken must be 
substantially unanimous if the results 
of the conference are to be effective. 

The Bureau of Standards does not 
consider that this conference or such 
program as may come out of it is its 
own movement. It was glad to call the 
conference as requested and will be glad 
to participate, as an unbiased agency, 
in keeping the work going if the con- 
ference so requests. The Bureau hopes 
to assist by participation in the tech- 
nical work on some of the committees 
that may be organized. The American 
Engineering Standards Committee has 
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provided a definite machinery and com- 
mittee organization for the carrying 
forward of projects of this kind and for 
establishing specifications and securing 
adherence thereto by all concerned. The 
Bureau of Standards has no enforcing 
powers of any kind. 
which the conference might take to make 


A suitable action 


permanent the movement which it in- 
itiates would be to request the American 
Engineering Standards Committee to or- 
ganize a socalled Sectional Committee 
on radio standardization. If this is 
done definite machinery involving com- 
mittees, etc., such as function in many 
similar lines will be established. The 
methods of the American Engineering 
Standards Committee will be described 
later by Dr. P. G. Agnew. It is im- 
portant that it be understood that every 
organization interested will be given an 
opportunity to participate in any of the 
committees or technical work which it 
desires. 

It is obvious that the present meeting 
can serve only to organize and to give 
expression to the general trend of stand- 
ardization desired by the industry and 
the country. It is hoped that there will 
result from it such codperation of radio 
interests as will result in the steady 
improvement of radio apparatus and 


service. 


New York Has Good Show 
Broadcasting Was Broadcasting and Ex- 
hibits Were Exhibits—No Noise 


The American Radio Exposition, held 
in Grand Central Palace, New York, 
was very successful both from the stand- 
point of attendance and in the number 
of exhibitors. All of the ground floor 
of the great show building was occupied 
by tastefully arranged exhibits. The 
plans of the management were very 
carefully made and there was no such 
terrible jumble of loud speakers receiv- 
ing from different stations at the same 
time that has characterized some of the 
previous shows. All reception was on 
one set of loud speakers grouped from 
the balconies at each end of the hall and 
all exhibits were exhibits only, not noise 
makers. 

In addition to the great number of 
trade exhibits, there was a special dis- 
play of homemade sets varying from 
the largest and most complicated to 
those that would literally go in a peanut 
shell. 

The exposition was formally opened 
by Mayor Hylan and during the week 
of December 21 to 28, programs and 
speeches were broadcast daily. before a 


large and interested audience. Fol 
lowing is a list of the exhibitors: 


Western Electric Co., Inc 

Radio Corp. of America 

General Insulate Co. 

Pacent Electric Co. 

National Carbon Co. 

DeForest Radio lelep| e & 
Co. 

Sleeper Radio Corp. 

C. Brandes, Inc. 

Sound Wave Corp. 

Hutchison Radio Co. 

Manufacturers Patent ( 

Novo Manufacturing C 

Henry Hyman & Co. 

Holtzer-Cabot Electric C 

Clapp-Eastham Co. 

Stromberg-Carlson Tel. Mfg. Co. 

National Airphone Corp. 

Dubilier Condenser & Radio Corp. 

Executive Radio Council, 2nd District. 

National Radio Chamber of Commerce. 

\merican Radio & Research Corp. 

\merican Radio Relay League. 

Coto-Coil Co. 

Weston Electrical Instrument Co. 

Signal Electric Co. 

Scholes Radio & Mig. Co. 

Malone-Lemmon Laboratories. 

\. H. Grebe & Co., Ine. 

Electric Storage Battery Co. 

Burgess Battery Co. 

Crosley Manufacturing Co. 

Experimenter’s Information Service. 

Copper-Clad Stee! Co. 

Jewett Manufaciuring Co. 

Musio Radio Co. 

Formica Insulatin~ Co. 

Capitol Phonolier Co. 

Marko Storage Battery Co. 

Eisemann Magneto Co. 

Stanley & Fatterson. 

S. D. Tuska Co. 

Radio Industries Co. 

\. D. Cardwell Co. 

Fiber Products Co. 

Willard Storage Battery Co, 

Davis Radio Co. 

Post Electric Co. 

Boissonnault Co. 

Radio Mica Products Co. 

Electric Specialty Co. 

Feri Radio Manufacturing Co. 

Tait Knob & Dial Co. 

Bel-Canto. 

Ackerman Bros. 

Radio Guild. 

Lefax, Inc. 

Milliken Bros. Mig. Co. 

American Bell-Radio. 

National Radio Products. 

Brilliantone Radio Products. 

Engravers & Printers Machinery Co. 

Consolidated Radio Call Book Co., Ine. 

States Radio Co. 

Moon Radio Mfg. Co. 


Radio Association Meets 


A meeting of the Radio Trade Asso- 
ciation, a national organization, was 
held in New York during the week of 
the radio exposition at Grand Central 
Palace late in December. Over four 
hundred delegates attended. 

The objects of the organization are 
the development of the radio industry 
through standardization of products, the 
control of broadcasting to eliminate m- 
terference, and the promotion of the in- 
dustry to the public. 
























































RADio SERVICE SUPPLEMENT 
‘ol. 
“Engi d Radio” 
---“Engineere adio 
. sia ee 
e. HINK of being able—actually able to hear each and every 
broadeasting station within a radius of 600 miles! No 
matter what the weather, URADIOLA Radio Frequency Type 
Receivers positively bring to the operator the most satisfae- 
tory results on a loop antenna consisting of 18 feet of wire. 
And stations within 20 miles require no ground or antenna 
connections. 
Models is This BR2 
One step Radio Frequency, Detector, 
Tuner and Two Step Amplifier, in 
attractive, hand rubbed solid mahog- 
any cabinet. 
° e e 
* 
= 
Note This About Uradiola Outfits 
No outside wires. No Underwriter’s requirements to worry about. Per- 
fectly balanced circuit. Easily tuned by beginners. Stations brought in 
c. or out as desired. Volume of sound fills a large room with ease. 
Liberal discounts to jobbers and dealers. 
s0- . 
was Order a sample set to convince yourself first. 
of 
tral 
7 UNITED RADIO LABORATORIES 
in “Engineered Radio” 
the 411 East Pearl St. Cincinnati, Ohio 
in- 










































































































































































Looking Into 1923 

The New York Evening Mail presages 
the following developments: 

l. The number of radio manufactur- 
ers will be cut in half. 

2. There will be important changes 
in broadcasting, with fewer stations and 
better programs. 

3. The Department of Commerce will 
change the wave-length ranges of the 
broadcasting stations. 

1. Big legal battles over the owner- 
ship of important patent rights may be 
expected. 

5. Numerous improvements in receiv- 
ing equipment. 

6. Americans will be listening in on 
the programs of English broadcasting 
stations. 

7. Outside aerials will continue to 
disappear through the development of 
radio-frequency receivers of high sen- 
sitivity. 

8. Further development of the bat- 
teryless receiver, operating from the 
lighting circuit. 

9. Important 
elimination of interference. 


developments in the 


10. Duplex transmission with stations 
operating on two wave lengths simul- 
taneously will be used. 

ll. Fewer and better radio maga- 
zines. 


12. Uni-control receiving sets. 


Radio Laws 
The Following Extracts Are Taken From 
the Crosley Radio Weekly 

A question arising in the minds of a 
great many of the new radio fans is 
relative to the United States laws and 
regulations regarding radio communica- 
tion. 

Below are a few of the most important 
extracts reprinted from the government 
pamphlet “Radio Laws and Regulations 
of the United States.” 

The owner of an amateur radio trans- 
mitting station must obtain a station li- 
cense before it can be operated, if the 
signals radiated therefrom can be heard 
in another state; and also if such sta- 
tion is of sufficient power as to cause 
interference with neighboring licensed 
stations in the receipt of signals from 
transmitting stations outside of the state. 
Radio telephone stations, as well as 
radio telegraph stations, are covered by 
these regulations. 

Transmitting stations must at all 
times be operated under the supervision 
of a person holding an operator’s li- 
cense, and the party in whose name the 
station is licensed is responsible for its 
activities. 
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There are three classes in which ama- 
teur station licenses are divided. Spe- 
cial amateur stations known as the X, 
Y and Z stations are usually permitted 
to transmit on wave lengths up to 375 
In cases such as school and 
experimental stations, increased power 
and longer wave length are sometimes 
allowed. 


meters. 


General amateur stations are permit- 
ted to use a power input of 1 kilowatt, 
and which cannot use a wave length in 
excess of 200 meters. 

Restricted amateur stations are those 
located within 5 nautical miles of naval 
radio stations, and are restricted to 1% 
kilowatt input. These stations are gov- 
erned by the same wave length restric- 
tions as those governing general ama- 
teur stations. 

Malicious or wilful interference on 
the part of any radio station, or the 
transmission of any false distress sig- 
prohibited. 


penalties are provided for violations of 


nal or call is Severe 
these provisions. 

Applications for operator’s and sta- 
tion licenses of all classes should be ad- 
dressed to the radio inspector of the dis- 
trict in which the applicant or station 
is located. Radio inspector’s offices are 
located in the following places: 

First District—Boston. 

Second District—New York City. 

Third District—Baltimore. 

Fourth District—Norfolk, Va. 

Fifth District—New Orleans. 

Sixth District—San Francisco. 

Seventh District—Seattle. 

Eighth District—Detroit. 

Ninth District—Chicago. 

No license is required for a receiving 
set, but the secrecy of all messages must 
be preserved. 
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There is no fee at present for either 
operator or station license. 


Arlington Official Station 


» Neine ‘ . 2 
Commencing on January 3, the 


powerful government radio station at 
Arlington, near Washington, became the 
oficial broadcasting mouthpiece of the 
government, taking over the work which 
had been handled up to that time by 
the other government station NOF at 
Anacostia. From now on all official 
proclamations to be broadcasted will 
be sent out through NAA. This will 
include the famous Naval and Marine 
band concerts which have been a weekly 
feature from NOF. ; 

For over a year government engineers 
have been experime nting with the equip. 
ment at NAA as a possible means of 
broadcasting. All the data gained 
through the operation of NOF has been 
applied to the installation at Arling- 
ton. 

The broadcasting equipment at NAA 
consists of six 250-watt transmitting 
tubes, thus giving the station a rating 
of one and one-half kilowatts. 

Secretary Hoover has issued a spe- 
cial broadcasting license to Arlington 
which will permit it to broadcast on 
710 meters, but the equipment will also 
allow wave lengths of 400 to 2,300 
meters. 

When transmitting on 710 meters a 
single wire antenna stretched from the 
top of one of its 403-foot masts will 
serve as an aerial. This service can be 
continued without interference even 
when the powerful transatlantic equip- 
ment is working on 2,300 meters. 





The Attendance at the Recent Show in Columbus, Ohio, Was Over 10,000 and One 
of the Features Was a Special Broadcasting Demonstration 



























“SHERMAN 


GROUND CLAMP 


RADIO SERVICE 





SUPPLEMENT 











WHY? 


1. All copper in one piece securing 
high conductivity and a tight grip. 

2. Furnished with approved soldering 
lugs. 


3. Equally good for soldered or solder- 
less connections. 


4, Adjustable—three sizes covering all 
requirements. 


5. Easiest and quickest to apply. 
6. A-screw-driver only necessary. 


*‘None are as good—few are as cheap’’ 


H. B. SHERMAN MFG. CO. 
Battle Creek. Michigan 





Why Use Storage Batteries? 


WHEN YOU CAN OBTAIN THE 
SAME GOOD RESULTS WITH A 


1, VOLT|DRY CELL 


The Ideal Socket 
A The BRU No. 5—Mould- 
‘\ ed Bakelite Socket is de- 
signed to accommodate 
the WD-11 tube and it 
is unaffected by heat, 


weather and is unbreak- 


able. 





Springs are of Phoaphor 
Bronze, and the special 
“cupped” design insures a 
firm contact so essential in 


Radio Work. 





BRU No. 5—Pat. Pend. 
BRU NO. 5 SOCKET, 75 Cents 
Write for good dealers discounts 


BRUNO RADIO CORPORATION 


152 W. 14TH STREET, NEW YORK 























QUEENS Vorio Coupler 








WE SELL THESE GOODS 
TO YOUR CUSTOMER 


But we need a place where he can secure them quickly. 


Let us tell you how we do it. 


Write for our proposition 


QUEENS RADIO COMPANY, Inc. 








12 FOREST STREET 
a 


QUEENS /orio Meter 














WINFIELD, L. I. 








LS 





















































a 





























DISTRIBUTOR ($6) PRODUCTS 


NATIONAL 














dise. 


To this end, we are specializ- 
ing in the products of the Ra- 
dio Corporation of America 
all dealers 
equipment. 


and desire to serve 
who wish reliable 





Radio 


has again come into its own. 
The demand has become great, 
but only for quality merchan- 


THE PHILADELPHIA ELECTRIC 
COMPANY SUPPLY DEPT. 
130-132 South Eleventh Street 
Philadelphia 





















JOS. M. ZAMOISKI COMPANY 
The Electrifiers 


Radio Building, 


Baltimore, Md. 


—DISTRIBUTORS— 
Radio Corp. of America Clapp-Eastham Co. 
Colin B. Kennedy Co. DeForest Radio T. & T. Co. 
Wm. J. Murdock Co. Chelsea Radio Co. 


Acme Apparatus Co. 
Atwater Kent Mfg. Co. 
Nathaniel Baldwin, Inc 

C. Brandes, Inc. 





PROMPT DELIVERIES 


Burgess Battery Co. 

Remler Radio Mfg. Co. 
Adams- Morgan Co. “Paragon” 
Dayton Fan & Motor Co. 














RADIO FOR SALE 





taining detector, amplifier, 


Two or three beautiful receiving sets con- 


three tubes and 


beautiful mahogany cabinet at ONE-HALF of 


the list price. Anyone desiring a radio set 


that is efficient, compact and beautiful at the 


same time, will please address Box L, care of 


NATIONAL ELECTRAGIST, 15 West 37th 


Street, New York City. 
ha 
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Filament Heating Transformers 

The Filament Heating Transformer made by the Stand. 
ard Transformer Company of Warren, Ohio, is used as the 
name implies for heating the filaments of radiotrone tube 
used as oscillators and kenitrone tubes used as full waye 
rectification where alternating current supply at 60 cycles 
is used as a source of power for radio telephone transmit. 
ting circuit. 

In transmitting circuits it is not essential to use a battery 
for filament heating as it is in receiving circuits, because 
the commercial frequency at the transmitting end does not 
affect the reception at the receiving end. 

These transformers are rated at 100 watts and have suf. 
cient cxpacity to supply filament current to four 5 watt 
radiotrone oscillator tubes and four 5 watt kenitrone rec. 
tifier tubes. 

The Standard Filament Heating Transformer has a core 
of nonageing high test silicon steel. The copper circuit js 
made of enameled wire with insulation between winding 
layers and primary and secondary of sufficient value to with. 
stand a test voltage of 2,500 volts at 60 cycles. The pri- 
mary is wound for nominal voltage 110 volts 60 cycles. 
Secondary 10 volts with middle tap at 5 volts. The primary 
is equipped with master lever switch which provides for 
voltage adjustment in 3 volt steps from 103 to 115 volts 
This arrangement eliminates the need of filament rheostats 
as it provides for a wide range in filament voltage. 

The active parts of the transformer are housed in royal 
blue porcelain end plates which serves as added insulation. 


Roller-Smith Loud Speaker 


A loud speaker known as the Universal is being made by 
the Roller-Smith Company, 233 Broadway, New York City. 
The volume of sound is more than ample for home use in 



















s the 
which case no battery is needed. The large bell allows . 
sound waves to leave the horn without resonance and will- 


d 


out metallic effect. It is said to eliminate light static am 
weak code signals. 

The receiver units are carefully matched and built i. 
The horn is 21 inches high with 1014 inch bell. both bell 
and horn being made of cast aluminum. The cord is 5 feet 
long with pin terminals which can be quickly attached to 
any standard plug. The horn and receiver units are de- 
signed to work together. The price is $18. 
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What Westinghouse Did in 1922 

in a compilation of engineering achievements of the 
Westinghouse Electric & Mfg. Co. for the year 1922, the 
allowing 1s said of the radio portion of the company’s 
activities : 

Interest in this new and rapidly developing art remains 
adiminished in the minds of the public and meanwhile 
Westinghouse engineers behind the scenes are actively en- 
aged in new experiments and investigations which are lead- 
ng to constant improvement and new fields of application. 
During the year the following receiving units have been 
put upon the market: 


\udio amplifier for Aeriola Senior and Aeriola Junior. - 
Radiola R.S.—A dry battery radio receiver with amplification. 
Radio frequency am| lifter, type AR, for use with RC sets. 
\ntenna coupler for increasing selectivity of existing appara 


"Radiola Grand, a loud speaking receiver especially designed 

r simplicity, efficiency and sensitivity. 

In radio transmission, the Westinghouse Company has 
nade great advances in the conversion of sound to voice 
urrents. 

Great progress has been made in the development of 
broadcasting systems and transmitters. 

Research into the various methods of putting oxides of 
sbrium and strontium on platinum iridium ribbon for radio 
tubes has resulted in the perfection of a method which gives 
afilament superior to any at present employed. Other in- 
etigations have resulted in improving the uniformity and 
serviceability of these tubes. 

For the operation of radio tubes of the dry battery type. 
a all metal Lelande cell has been produced which will 
sand rough handling and which will not leak if upset and 
which has all of the desirable characteristics of the dry 
battery with the very great added one of almost unlimited 
shelf life with a eood ampere hour rating for a given 
amount of material. 

\ new type of microphone free from inertia effects has 
heen developed primarily for use in the transmitting equip- 
nent of the radio broadcasting stations. This device gives 
mich more accurate reproduction of the sounds as it re- 
sonds equally well to the sound frequencies throughout 
the audible ranee. It is probable that it will be found use- 
fy! in other applications. 

\C. radio receiving tubes have developed in which an 
nide coated cathode is heated indirectly by heating ele- 
ment operating from alternating-current. This permits the 
¢ of power supply for heating the tube without introduc- 
ing any noise incident to the frequency of the supply circuit. 

Dubilier Micadon Condensers 

The Dubilier Micadon, type 600, is a condenser made in 
small capacities by the Dubilier Condenser & Radio Corpo- 
ration, 48 West Fourth St., New York City. Each unit, 










ater being assembled is enclosed in a black composition 
Case provided with terminals. India mica is used as the 
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No. 14 SQUARE TINNED 
COPPER WIRE 


Can IN 2-FOOT LENGTHS AND 
PACKED IN BUNDLES OF 100 


MEET THE GROWING 
DEMAND FOR THIS MOST 
POPULAR RADIO WIRE 


Immediate Delivery 
and Attractive Prices 


WRITE, WIRE OR PHONE ORDERS 


(Samples Sent Upon Request) 


Broun Radio Company 
552 7th Avenue, New York City 

















60 Cents list is the price of our 


STA-PUT 


(FORMERLY HOLD.TITE) 


RADIO PLUG 


Neat 
Simple 
Practical 
Positive contact 
Takes any tip 
Fits any standard jack 


No tools necessary to connect 


Martin Copeland Co. 


I. 


Providence, R. 





Manufacturers of the incomparable 


SHUR-GRIP PLUG 
And Other QUALITY RADIO PRODUCTS 











































































































































(Panel size: 7” x 18”) 


They will buy this 
ASSEMBLY SET 


There are a-thousand-and-one different radio sets 
manufactured in the United States, all presumably having 
a “reason for being.”’ But the one that you are interested 
in is the one that will SELL and give you turn-over. 
Your customers will buy this Assembly Receiver— 


Because: [t is a real tube and the best of its kind. It is 


not a toy set. 


« It is the lowest priced set of its type made. Its 
ause: I I 


low cost puts it within the reach of the largest buy- 
ing class. The total cost is what counts. This set gives more 
for the money than any other set in the same class 


Because: Its simple circuit design and mechanical lay-out are 

perfect. Its double tuning feature and Litz wound 

rotor in variocoupler give it extraordinary tuning sharpness 
ind high efficiency 


Because: Its Assembly form has an appeal all its own. As 


sembling the set is both a pleasure and highly in- 


structive. Every part is so uniquely designed and carefully 
planned that correct assembling is made absolutely certain and 
easy The Panel is drilled and engraved ready to be screwed 


on handsome mahogany finished cabinet, all wires are cut 
and bent ready to go on; complete printed instruction sheet 
shows how to install set, erect antenna, connect batteries, etc 


Therefore: With all these “reasons for being” this set 

should be your leader. Adopt it with the fullest 

confidence that all these statements will be proven in practice 

Send in your initial order for immediate deliveries Don’t 

gamble on radio sets, but merchandise one that is made to 
meet public approval 





THE RADIO READING COURSE 
5 Complete Books—Listing at $2.25 


This set of accurate, complete, up-to-date, radio instruc- 
tion books will solve your radio book problem. Specialize on 
this set of accurate books. Edited and Approved by Prof 


H. Morecroft, Columbia University 


Liberal discounts. Immediate delivery. 
Send sample order or write for discounts and full details 


RADIO COURSES, Inc. 


552 E. 7th Avenue, New York 


W. D. 


SPECIAIL : 


for use with W. D. 11 Tubes 


Meet the big demand with this 
specially wound Transformer—for 
use with WD 11. Tubes (Also 
excellent for regular audio fre 
quency work) 











Perfect Results—No Distortion 
Full Volume. $5.00 List. Extra 
Liberal Discounts to Dealers and 
Jobbers Immediate deliveries 

Place full order or we will send 
me sample C. O. D 


Wire, Write or Phone Order 


RADIO COURSES, Inc. 


552 E. 7th Ave., New York 
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dielectric and the construction is said to prevent how; 
due to changes in capacity under the influence of andi § 
quency currents flowing through the circuit, Capatit 

. o les 
range from .0001 to .005. 





These condensers are supplied in two types, one with 
Fahnestock connectors and grid leak clips, made especially 
as a grid condenser and the other is provided with ordinan 
binding posts. 


_— 


Hutchison Phono-Phane Detector 


A detector operating on a new principle has recently heey 
placed on the market, under the name of Phono-Phane. }y 
the Hutchison Radio Company, 342 Madison Avenue, Ney 
York City. The Phono-Phane is said to be more sensitiye 
than the average crystal and is not susceptible to eithe; 





physical or electrical disturbances. Phono-Phanes are ai- 
justed at the factory and once adjusted they cannot be dis 
turbed even with the most violent treatment. They are also 
able to withstand heavy discharges of static and it has been 
found that these charges in no way effect the device. 

It is only necessary to insert the Phono-Phane in the 
circuit in place of the crystal detector. The sensitive ele- 
ment is encased in a heavy fiber tube with nickel plated 
brass ends. The retail price of the Phono-Phane is $3.50. 













Who Says the Radio Trade is Not Improving Right 
Along? Make Your Prospects Think of the Cone 
Summer and the Pleasures to be. Enjoyed Throug 

Listening to Radio Entertainment Out o 


f Doors 













Best Value on the 


A line of “Cirele T”’ externally operated 
switches. 


_ FEATURES: 


30-200 Amperes inclusive 








we Heaviest, most carefully aligned and ad- FUSIBLE 
. : , : 250 V., 500 V., A. C. 
es justed punched clip switches to be found. 2, 3, 4-Pole, Single Throw 
» New e egye ° . — 
nsitin Placed in regular “Cirele T” highly fin- | . - 
™ ished Armco Ingot Iron boxes, the same | 
boxes as are used for our Type “A” line. | 
LIST PRICES ARE LOW 
Discounts the same as on our regular 
safety switches. ae bee Ac. 
2, 3, 4-Pole, Single Throw 
This line does not supersede our Type A line, 
The Best Buy on the Market Today «si» sntosiat nas. te type ¢ 
re ad- 99 ‘ a line. A inthe ail a of poe settled 
1 dis The new Type “C” has been going big «i ‘wie? sevice 
e also ‘ . i ‘ on 
fs ever since we first announced it. It will 
aa pay you to go along with us. Write today 
ede# || for full information. 





plated 
$3.50. 


The Trumbull Electric Mfg. Co. 


Plainville, Conn. 
NEW YORK CHICAGO SAN FRANCISCO 
114 Liberty St. 40 S. Clinton St. 595 Mission St. 
BOSTON PHILADELPHIA 
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TUDE 


HIS Orange and Blue 

colored Tag on the Coil 
and the “BX” imprints on 
the Armoring, now identify 
all Senuine BX. 


Tag and Imprints guarantee 
you the highest quality 
obtainable in Armored Con- 
ductors. 


®ea.. 


Be on the safe side by al- 
ways insisting upon the coil 
with the Orange and Blue 
Tag and the Imprinted 
Armor. 


7 ° SUVTSSSSCES,,. 


BRANCH OFFICES PACIFIC COAST 
Atlanta laa REPRESENTATIVES 
ese ((GPRAGUE ELECTRIC WORKS))” = === 

Boston " Portland, Ore. 

Ch:-ago — Of General Electric Company ‘ = an Prancieco 


. ain Offices =. a : c 
cimennat) —_sa7 Welt SeNewvork PIONEERS OF THE INDUSTRY — in Principal Cities Seattle 
Kansas City Spokane 
Milwaukee 

Philadelphia 

Pittsburgh 

St. Louis 
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